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Declining Motor Oil 
1.62% Sales Ratio 


FALL-WINTER 
1948-49 


1.32% 


FALL-WINTER 
1951-52 











This Trend Can Be Reversed 


SEE PAGE 56 





How to Win New Friends for Industry 


SEE PAGE 94 


Proper Oil Meter Care 


SEE PAGE 71 


NPN Staff Reports on Michigan 
Oil Jobber and NPA Meetings 


SEE PAGE 49, 54 
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direct from original 100 Ib. drum 
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Full-Vision Coupe de Ville designed by Richard Arbib for the VEEDOL “Dream Car” Salon. 
Equipped with new luxury Federal Flying -A- Safti-Ride Tires. 


VEEDOL 


For All Cars...Old and New 


\ 


Motorists everywhere are getting 
exciting new performance by 
specifying new VEEDOL High- 
Detergency Motor Oil, made 
from 100% Pennsylvania crude, 
for use in their cars. They’ve 
learned about this smoother, 
cleaner-running oil by reading 
the famous ‘Dream Car” 
advertisements in The Saturday 
Evening Post, Life, Collier’s 
and Look Magazines. 
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VEEDOL 


HIGH-DETERGENCY MOTOR OIL 


TIDE WATER 
soe associateD 
OIL COMPANY 


New York 





Y Shock Can 
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No. 1227 for use in a line where 
flow at a 90° angle is desired. 
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Write for Bulletin 





Ne. 1217 for installation in 


The valve you’re using how smoothly does it 
perform when really put to the pressure test? 
First of all, you want a valve to give full protection 
to pumps, meters, strainers and pipe lines—one that 
eliminates “line hammer” damage. 


- . a valve that has positive Flow Range 
‘Control that can be quickly adjusted to meet any 
low gravity *o high pressure condition. Easy 
Opening! Fast Topping Off! Minimum Afterflow! 

‘ . a reaily smooth, shockless operation 
without the use of surge chambers on long dis- 
charge lines. 


. and last but not least, construction and 
integral working parts that won’t let you down! 


You can be sure of all this by using OPW No. 1227 
or No. 1217 Balanced Pressure Type Loading Valves. 


Opw 


CORPORATION 


VALVES @ FITTINGS @ ASSEMBLIES | 
for handling hazardous liquids fh 
2735 COLERAIN AVE. 
CINCINNATI 25, OHIO 
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There’s a dual measure of safety in 


two independent braking systems 


plus precision synchronization for 





TAKE TIANA BARING 





Where safety can not be overlooked for a split- 
second, Warner Electric Brakes give you instant, 
preeise braking. 

The driver has a double safety factor. For 
Warner Electric Brakes provide an independent 
trailer braking system which synchronizes per- 
fectly with tractor brakes. Should one of these 
systems become inoperative for some reason, you 
still have control. 

And with this independent electric trailer brak- 
ing system synchronizing with tractor brakes, you 


get immediate response of all brakes in the exact 
degree of power needed. 

There is no time-lag in the action at any point. 
Braking is controlled and operated electrically . . . 
with lightning speed! 

This means smooth, straight-line deceleration 
and stops. Tractor and trailer act as a single unit 
to guard against skidding, diving, sliding, jack- 
knifing. Thus your driver has completely balanced 
braking of two independent systems for double 
safety, double dependability! 


OUR 25TH YEAR—WARNER ELECTRIC BRAKE & CLUTCH COMPANY, BELOIT, WISCONSIN 








YOU ARE INVITED TO ATTEN 


WARNER 


ELECTRIC BRAKES AUG. 15—NOV. 2: 


IN THE INTERESTS O 





FOR TRUCK TRAILERS BETTER BRAKINC 


AND GREATEI 
HIGHWAY SAFET‘ 
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Warner Electric Brakes provide 
precision braking under any 
rodd or load condition 


Warner Electric Brakes give the 
driver complete control at all times! 
Any degree of braking power is in- 
stantly available for positive action. 


it according to traffic or road condi- 
tions. This results in improved 
schedule performance.. 


brakes with the electric brakes on 
the trailer. 

The regular brake pedal operates 
both systems simultaneously . . . for 


. more 
efficiency... less wear on your 


With electricity giving instant 
orders the driver can instantly apply 
braking power, then instantly release 


driver, unit, cargo 
Warner control equipment pre- 


cisely synchronizes the tractor's 


balanced braking that means pre- 
cisely controlled deceleration and 
smooth, quick stops. 





CROSS-COUNTRY SAFETY TOUR 


@ Starting August 18, at St. Paul, Minne- 
sota, the colorful Warner truck-trailer 
begins its Cross-Country Safety Tour to 
present safety demonstrations at the 
principal cities shown on map at right. 
See your nearest Warner Electric Brake 
distributor for details and date of 
demonstration in your area, 


Sux STEPS TO 
SETTER BRAKING FOR 
TRUCK TRAILERS 


FREE! wew Factuat 
FOLDER "SIX STEPS TO BET- 
TER BRAKING FOR TRUCK 
TRAILERS.” GET YOUR COPY 
NOW. 


Gives important tips on driver 
safety through synchronized 
braking. Explains the precise 
operation, simplicity of hook- 
up, amazing economy and added safety features of 
electric braking. Write today. Warner Electric Brake 
& Clutch Company, Dept. NP, Beloit, Wisconsin 
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THIS MODERN SERVICE STATION saves $700 yearly with a National 


System. 


THIS NATIONAL SALES REGISTER soon paid for itself in Mr. Byers’ 
Service Station. 


“Our National Sales Register 





saves us */00 a year... 


also gives money-making information.” 


“Our National Sales Register 
began to prove its value in tirne 
and money saved the first day 
it was installed. 

“Our biggest direct saving 
has been a reduction in time 
formerly required to keep our 
records. Our National System 
provides all important informa- 
tion needed to run our business 
efficiently, saving us hours of 
figure work and giving us com- 
plete, accurate records when we 
want them. 

“Our National Sales Register also builds customer 
confidence and good will by speeding service and 
stopping errors in addition. 

‘With our National System, all charges are me- 
chanically controlled, which reduces opportunities 
for loss. 

“‘We also save through getting daily inventory 
figures for comparison with our actual sales figures, 


MR. MYRON E. BYERS, 
operator of Standard 
Service, Michigan City, 
Indiana. 


which give us tight control over the merchandise 
leaving our siation. : 

‘Altogether we estimate that these savings repre- 
sent about $700 a year. Thus our National Sales Reg- 
ister soon paid for itself.” 

This evaluation of a National System from Mr. 
Myron E. Byers is typical of many thousands of 
similar service station owners and operators who en- 
joy the extra benefits and profits provided by a mod- 
ern National System. 

If you are dissatisfied with your present method, 
you, too, can gain protection that saves money and 
information that makes money. Call your local Na- 
tional representative. He will make a detailed study 
of your problems and show you how to start making 
greater profits, immediately. There is no obligation. 


Waltonal 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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AHEAD OF THE NEWS 





ANTI-MERGER—Look for Federal Trade Commis- 
sion to make a strong bid for an increased budget 
to enforce anti-merger provisions (which prevent one 
corporation from buying the stock or physical prop- 
erties of another corporation if it tends to lessen com- 
petition). This is in spite of the fact that some FTC 
staff members are of the private opinion the regula- 
tions are virtually unenforceable. 


LUBES BEST SELLER—Current estimates are that 
API’s Marketing Division will distribute at least 75,- 
000 to 100,000 copies of its Lubrication Committee’s 
educationa] booklet on the new motor oil service 
classifications and designations. In addition, some com- 
panies are having copies printed on their own ‘for 
distribution to their dealers and sales forces. And 
many already are getting the new designations litho- 
graphed on drums, cartons and cans. 


DE-CONTROL—It’s a good bet that the Office of 
Price Stabilization soon will announce a policy that 
when a particular product is price de-controlled, serv- 
ices relating to that product wil] also be de-con- 
trolled. 


BEAUTY PAINS—The tide of municipal re-zoning 
proposals and ordinances which has flooded New Eng- 
land in the name of civic beautification is creeping 
westward. Where ordinances have been enacted, 
service station owners often find the new regulations 
prevent them from repairing their facilities even if 
the damage was occasioned by an “act of God” such 
as lightning or wind. Often, too, the station owner 
finds he has to take out public liability insurance in- 
demnifying the city or town if he’s going to leave in 
place some sign or signs pre-dating the new ordi- 
nance. 


POWER STEERING—Manufacturer of one make of 
car in the so-called “low price” bracket is reported 
set to offer power steering as optional equipment on 
its 1953 models. Manufacturer of another “low price” 
car has definite development program underway on 
power steering, but spokesman said no production 
date has been set as yet. 
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12-VOLTS FOR CARS—As soon as any 12-volt elec- 
trical systems are actually adopted, as now seems 
likely on three 1953 models, it will become neces- 
sary for some 200,000 service stations to put in a 
supply of 12-volt lamps, and for oil company TBA 
warehouses to add 12-volt lamps to their inventories. 
There will also be an immediate need for dealer in- 
structions on how to test and charge 12-volt batteries. 


ELECTION TAX FIGHT—Size of Indiana's gasoline 
tax promises to be one of the principal issues in the 
state’s gubernatorial campaign—as it was in Louis- 
iana, whose new governor, Robert Kennon, attributes 
his election to his espousal of the 2c tax cut which 
his state’s motorists are just now beginning to enjoy. 
Indiana’s state highway commissioner under a Demo- 
cratic administration, J. Jones, has been urging a 50% 
increase in Indiana’s 4c levy. The Republican candi- 
date for governor, George Craig, has seized on this 
to attack waste in the present administration and in- 
sist that better handling of funds, not a tax increase, 
is the solution for the state’s road problems. 


OIL FILTER IN ’53—Detroit reports are to the effect 
that oil filters may be standard equipment on Chevro- 
let Powerglides in 1953. Currently, dealers for the 
most part, push filter installations on all Powerglides, 
but not on standard transmission models. Industry 
reports also indicate that aluminum pistons may be a 
‘53 item on the new Chevrolets. 


DEALER TOOLS—One of the major oil companies 
will shortly offer to its dealers a group of tools and 
small equipment comprising some 20 items, It is 
understood the group will include a number of special 
tire and battery testing and servicing tools. 


AUTO POWER RACE?—Cadillac, according to auto 
industry spokesmen, will step up its horsepower in 
1953 models. This will be accomplished by boosting 
its present compression ratio from 7.5 to 1 to 8 to 1, 
higher than the ratio of any 1952 model standard 
size cars now being made. Reports are that Chrysler 
could easily step up its horsepower, keeping it even 
with, or possibly slightly above Cadillac. Speculation 
among auto industry engineers is that if Chrysler 
does step up its power, that may up its fuel require- 
ment to the premium grade level. When the new 
Chrysler engine came out in 1951, company said regu- 
lar grade fuel was sufficient. 








Suel 
NUMBER ONE! Onl 
Hose 





Nitionet is the Nation's Number One Fuel Oil Hose, preferred RE-USABLE COUPLINGS 


by thousands of Oil Men for its durability, economy, and ease SAVE THOUSANDS OF 
of handling in all kinds of weather. 


DOLLARS 
National's exclusive loom-braided construction combines the p : : 
‘ te National Couplings are designed 

extra strength of close-woven looming with the flexibility of open- : 
, to save money for you each time 
weave braiding. National's all-service compounding remains flex- , 
re-used. Annual savings to Na- 
, ae, ' , : 
ible even in zero weather — is impervious to all fuel oils and gaso tional Hose customers add up to 


lines — resists abrasion and cutting, will not crack ér check. And thamennds of Gallecs. 


National's Re-Usable Couplings save users thousands of dollars Simply cut off and return serv- 


year after year. iceable couplings to your National 


To avoid costly hose failures, standardize on National, the num- Hose Distributor. He will be glad 


ber one hose. Call your National Hose Distributor now, for a time- to attach them to new hose for 


and-money-saving check-up. you without labor charge. 


DISTRIBUTORS IN PRINCIPAL CITIES .. Catalog on Request 


TT Ee TMI, TAL HOSE 2 TUBING CO. 


Dover, New Jersey © 


PREFERRED NATIONALLY 
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Let J & L Steel Drums and Pails 
help Your Products Sell Themselves 


Your quality product and a J&L container are a com- 
bination that you can be doubly sure will catch the 
customer’s eye. Besides protecting your product from 
loss or contamination, J&L Steel Drums and Pails offer 
an opportunity to add measurably to the sales appeal 
of your product. Our artists are at your disposal to 
assist you in creating a distinctive, decorative package. 
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presentative samples of Jt?L’s complete line of steel 
pping pails showing (top to bottom) the ring seal, 
closed head and lug covers. 


We can provide all types of Closures, 
Finishes and Decorations 


Heavy-duty ICC Light-gage Drums Lightweight Steel Pails for 
Drums 55, 30, and 15 Drums for Foods, Chemicals, 
gal. capacity and Chemical and Oils —1-10 gal 
100-Ib. Grease Powdered capacities 
Drums materials 


Why not write for a free copy of our booklet “Jt’s Safer to Ship in 
Steel.” It will give you important information on J&L Steel Pails 
and Drums 


J&L Steel Barrel Company 
Chrysler Building 


New York 17, N.Y 


Please send me a free copy of your booklet “It’s 
Safer to Ship in Steel.” 


Name 


Company 


Address 











The First Overhead Fluorescent Lighting Unit 


Expressly Desigued for... 
SLA) Ly Satya 5 
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© Rugged, weather-proof outdoor con- New, but tested and proved! The Station Master makes sales 
struction throughout 
® Waterproof hinged glass frame com- 70-0-om to fantastic new highs! Specifically designed to 


pletely gasketed and firmly held 
against wind pressure and vibration by 
convenient thumb screws 

® Continuous channel provided for total 
length up to 20 ft. 


® Slidin ole fitter adjustable to an ‘ ‘ ‘ . ‘ 
pole hand ' y modern, glare-free, efficient island illumination. 


deliver hign light intensity at the selling zone without 


creating a barrier of glare. Leader’s answer to the need for 


A size for every station, from the largest to the smallest 


—= e —— = — —-—" 


alk Aur o;aia Oo Oo 0 


Sold and installed by the better electrical dealers and contractors 


Vl’ Anevitad Nol Lighting Eguigement Manufaciiunen 


‘COMPANY © 3500 North Kedzie Avenue * Chicago 18, Illinois 
Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, Ltd.: Brantford, Ontario, Canada 
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WASHINGTON 





Court Decision in Du Pont Case 
Strengthens DJ ‘Cartel’ Attack 


By Andrew R. Patla, Washington Editor 


If the Justice 

Department’s “‘in- 

ternational oil cartel” investigation 

has caused anyone to wonder about 

just how far the government th'nks 

it can go in attempting to impose 

domestic laws on foreign operations, 

there is a ready-made answer in the 

recently-dec'ded antitrust case against 
E. I. du Pont de Nemours & Co. 

Here we had a U. S. Dictrict Court 
telling not only a U. S. company, Du 
Pont, but also Imperial Chemical In- 
dustries of Great Britain to end their 
interests in a Canadian company, 
Canadian Industries, Ltd., by one of 
these p!ans: 

1. Sale of the Canadian Indus- 
tries shares owned or controlled 
by Du Pont or Imperial Chemi- 
cal to outcide parties. 

2. Sa'e of the stock of either 
company to outside parties. 

3. Sale of stock owned by 
either Du Pont or Imperial 
Chemical to the other. 

4. Segregation of properties of 
the Canadian company between 
Imperial Chemical and Du Pont, 
so as to create in Canada a situa- 
tion in harmony with U. S. law. 
This mandate, which undoubtedly 

has bolstered the ambitions of the 
DJ in the “oil cartel” case, has been 
sharply attacked by the Canadian 
press—perhaps a good indication of 
the reception that friendly foreign 
nations might accord any DJ at- 
tempt to realign the structure of oil 
operations in which U. S. companies 
are involved. 

Typical of the Canadian reaction 
to the Du Pont decision, was that of 
the Toronto Globe é Mail which de- 
clared in part: 

“If United States courts find that 
policies followed by companies in 
their own country are detrimental 
to the public interest, it is presum- 
ably within their power to order ap- 
propriate changes. But with regard 
to the policies of companies in other 
countries, they would be well ad- 
vised to say nothing. In so far as 
the actions of cartels or combines 
injure the dnterests of Canadians, 
Canadian law and Canadian courts 
will be quite competent to deal with 
the problem. We are also prepared 
to believe that British courts and 
British law are fully able to deal with 
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any possible harmful actions estab- 
lished in their jurisdiction.” 

The newspaper also took off bit- 
terly against the court’s decision that 
it “deemed irrelevant any inquiry into 
whether the arrangements between 
the parties actually injured the pub- 
lic interest, or whether the public 
benefited thercby.” Declaring this at- 
titude to be “extraordinarily irre- 
sponsible,” the editorial pointed out: 

“As the situation now stands, Du 
Pont and ICI each hold 42% of the 
stock in CIL. That percentage gives 
neither party actual control of the 
Canadian company, so such control 
theoretically, at least, is held by the 
16% of the stock owned by the pub- 
lic. What sense is there, therefore, 
suggesting that the situation would 
be improved by the sale of either 
company’s stock to the other, giving 
one company 84% of the shares? If 
it is an offense against the United 
States antitrust laws for the Du Pont 
company to share partial ownership 
of a foreign company, why compound 
the offense by making it possible 
for it to own 84% control?” 

With this type of backing from the 
U. S. courts, it is no wonder that 
the DJ is throwing everything but 
the “kitchen sink” at the alleged “in- 
ternational oil cartel.” 

* * * 


Just what kind of fellow is this 
Leonard J. Emmerglick, special as- 
sistant to the Attorney General and 
signal-caller of DJ's “cartel task 
force”? 

Well, there is no doubt that the oil 
companies are in for a rough session, 
for, as most of the attorneys point 
out, Mr. Emmerglick is a “smart 
cookie who wants to make a name 
for himself and is as ambitious as 
hell.” He is a bundle of nervous en- 
ergy, and right now is eager to make 
up ground lost when he was passed 
over recently for the job as head of 
DJ's antitrust division. He also is 
supposed to have been given a bad 
deal on a promised federal judgeship. 

As it was in the aluminum anti- 
trust case that Mr. Emmerglick 
prosecuted, he seems to win the re- 
spect of his opponents and impress 
them as a man of his word. This is 
not to say, however, that the oil at- 
torneys approve of his “New Deal” 
philosophy of law enforcement. 


On the job! 


Our volunteer speakers are 
caving thousands of lives today 
...in factories and business 
offices . . . at neighborhood 
and civic centers .. . at social, 
fraternal and service group 
meetings all over this land . . . 
by showing people what they 
can do to protect themselves 
and their families against 


death from cancer. 


To find out what you yourself 
can do about cancer, or if you 
want us to arrange a special 
educational program for your 
neighbors, fellow-workers or 
friends, just telephone the 
American Cancer Society 
office nearest you or address 
a letter to “Cancer,” care of 
your local Post Office. One of 
our volunteer or staff workers 


will be on the job to help you. 


American 
Cancer 
Society 








roi You Can RELY ON ROCKWELL 
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* 
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YOU LOAD 
HERE 




















SLASH LOADING TIME 
GAIN PLANT SECURITY 


YOU 


CONTROL \ With the Rockwell system of remote registration, ticket printing 

{ ‘ registers are under your dispatcher’s eyes and hands. Each is elec- 
AND RECORD trically synchronized to one of the meters. at the rack. The dispatcher 
alone has cwntrol over all loading. Product can only be drawn after 


the dispatcher has inserted a ticket and energized the proper circuit. 

Think what this system means. You'll save 

loading time—for drivers are released of burden- 

some record keeping. You'll reduce the human 

element of error to a minimum. You'll gain 

greater plant security. And you'll have positive, 
basic accounting covering every transaction. 

This Rockwell system of remote registration 

has underwriter’s approval. It is now available 

for both new metering installations as well as for 

application to existing Rotocycle meters. Write 

for bulletin OG-324. 


HERE 


ROCKWELL manuracturine co. 


PITTSBURGH 8 
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Both cars are 1906 Franklins 


/4Better pull ‘er over to the side, Pete . ... ity and quantity, is helping to keep them so. 
there’s a horse and wagon coming!” 


As part of this forward-looking industry, 
It was not an uncommon sight in the pio- | the Gulf Companies are working constantly 
neering days of motoring to see a link snap _—‘ to advance the contributions of oil to auto- 
on one of these chain-driven vehicles. And it motive progress, thus contributing to the com- 
was no small job to fix it, either! fort and well-being of American motorists. 


How far-distant all this seems when you 
look at today’s automobiles and the highways 


over which they glide! 


Why, our modern cars are among the most 
dependable and valuable servants we have. 
And the petroleum industry, by supplying 
fuels and lubricants in ever-increasing qual- 


GULF OIL CORPORATION - GULF REFINING COMPANY - GENERAL OFFICES, PITTSBURGH, PA. 
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HOSE GIVES MORE SERVICE when it’s 
reinforced with Du Pont “Cordura” High Tenacity Rayon 


To anyone who buys hose, here are a few 
words that will help him select the hose that 
will give maximum service. : 
Before you buy, find out what type of cord 
is used to reinforce the hose. If it’s reinforced 
with Du Pont Cordura*High Tenacity Rayon, 
you'll have a hose that is stronger, lighter, 
and much more flexible. It won’t kink or 
snarl, and it will stand up under abuse. 


Why does “Cordura” rayon make such a 
difference? “‘Cordura”’ yarnisinherently much 
stronger than the yarns of natural fibers used 
in hose. It is made in continuous filaments 
with no short ends to pull apart under strain; 
consequently, there are no weak spots in hose 


Next time specify hose reinforced with 


made with “‘Cordura.”’ It enables manufac- 
turers to make hose thinner—with fewer plies 
—yet stronger. Thin hose is more flexible, 
develops less internal friction, is less apt to 
bruise or split. That’s why it lasts longer. 
If you want to get more service from every 
hose you buy, be sure to ask your supplier 
to give you hose reinforced with Du Pont 
“Cordura” High Tenacity Rayon. 


*REG. U. S. PAT. OFF. 


REG. U.S. PaT. OFF 
BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 


" u 
Rayon 


STRENGTH AT LOW COST 


Barge -loading hose rein. 
forced with “Cordura” rayon is 
lighter, stronger. 


Pump hose reinforced with 
“Cordura’’is stronger andlighter. 


Fuel-truck hose reinforced 
with “Cordura” rayon is tougher 
and lighter. 


Air hose reinforced with “Cor- 
dura” rayon is stronger, longer 
lasting. 


Car-wash hose reinforced with 
“Cordura” rayon won't kink or 
snarl, 


: 
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Coal Men Fear Imports Tariff Cut 


Will Mean ‘Dumping’ 


An all-out fight against the new 
Venezuelan trade agreement, which 
becomes effective Oct. 11, “in all 
probability” will be made by the 
National Coal Assn., which fears that 
the cut in oil import tariffs to 5.25c 
and 10.5c per bbl. will result in 
“dumping of foreign oil” into the 
U. S. market to the injury of both 
coal and domestic oil operators. 

An association official said plans 
for possible action would be pre- 
sented at an executive committee 
meeting Sept. 19. 

Meanwhile, two West Virginia 
congressmen protested strongly to 
President Truman. 

Representative Bailey (D) told 
the President personally that the re- 
duced rates if allowed to be carried 
into effect, would be “ruinous” to 
West Virginia’s coal mining industry 
and would have a bad effect on 
Independent oil operators. He said 
the President made no commitment. 

Representative Staggers (D) sent a 
wire from his home state declaring 
that the proposed reduction “threatens 
the stability of the coal industry 
and the jobs and security of many 
thousands” of coal miners in West 
Virginia. He urged the President to 
“reconsider” the tariff action. 

Tariff Commission Split—Argu- 
ments presented by each side in the 
U. S. Tariff Commission’s 3-3 split 
over the proposed tariff rates were 
released by the commission itself. 

One group, which included Com- 
missioners Ryder, Edminster and Du- 
rand, had proposed a 10.5c per bbl. 
duty on all petroleum imports, with- 
out quo‘a. 

The other three commissioners— 
Brossard, Gregg, and McGill—had 
proposed 10.5c on a tariff quo‘a, and 
21c per bbl. on imports in excess of 
the quota, as at present. 

White House and State Depart- 
ment agreed, instead, on duties of 
5.25c per bbl. on crude oil, topped 
crude and fvel oils under 25 deg. 
gravity API and 10.5c per bbl. on 
products testing 25 deg. or more. 

The Ryder faction, in tracing the 
history of exports and imports, 
pointed out that in 1939, total ecx- 
ports of crude and refined products 
amounted to 183.5 million bbls., and 
total imports were 61.6 million—ex- 
ports thus being almost three times 
imports. 

By 1950, however, exports had 
fallen to 98 million bbls., and im- 
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ports had increased to 310 million 
bbls.—imports thus being three times 
more than exports, an exact reverse 
of the 1939 picture, the Ryder group 
said. 

Also, it pointed out that in 1939, 
total imports were about 47.7% of 
domestic production, but that in 1950 
this ratio was 14.4%. Ratio of ex- 
ports to production in 1939 was 
13.9% and in 1950, 4.5%. 

In its conclusion, the Ryder-Edmin- 
ster-Durand opinion was that from 
the standpoint of competition of im- 
ports with the domestic industry, the 
significant rate of tax on products, 
particularly crude oil and residual 
fuel oil, is the tax on over-quota 
imports. 

A new all-time high for crude oil 
and condensate production was at- 
tained in the week ended Sept. 6G, 
when output averaged 6,441,550 b/d, 
an increase of 18,950 b/d over the 
previous record reached in the week 
ended March 22, according to API. 

Foreign crude oil included in U.S. 
refinery runs went to a new high of 
690,000 b/d, up 27,000 b/d from the 
previous peak attained a week earlier. 
Refinery runs were down slightly and 
the only major product to show an 
increase in output was distillate fuel 
oil. 

(Reports on refining operations and 
crude stocks appear below.) 

Kerosine and distillate inventories 


edged nearer to the record highs set 
late in 1951. 

Shortage of oil products for the 
military for the balance of this year 
was reduced by almost 1.5 million 
bbls. in the week preceding Sept. 12, 
leaving unfilled requirements of 11,- 
348,000 bbls., according to the Armed 
Service Petroleum Purchasing Agen- 
cy. 
Multipurpose grease output is ris- 
ing rapidly. This is shown in a PAD 
survey covering requirements of the 
grease industry for lithium, barium 
and lead compounds and naphthenic 
acids. 

Lithium grease production was 54,- 
123,732 Ibs. in 1951, but is expected 
to be 135,346,740 Ibs. in 1953. 

Lead grease output is expected to 
rise from 98 million Ibs. to 129 million 
Ibs., while barium greases will in- 
crease onlv about four million Ibs. 
over the 1951 output of 11 million 
lbs., the survey shows. 

Greases made with naphthenic 
acids will rise from the 1951 output 
of 78 million Ibs. to 106 million lbs. 
in 1953. 

PAD said requirements for lithium 
compounds for use in making greases 
would be 2,326,818 Ibs. next year, 
with other requiremerts as follows: 
barium compounds, 990,000 Ibs.; lead, 
3,700,284 Ibs. and naphthenic acids, 
2,237,520 Ibs. 

Compounding and grease making 
facilities at Petty’s Island, near 
Philadelphia. will be continued in op- 
eration by Cities Service, according 
to company. 

Old refining equipment at Cities 


Summary of API Report on Refining Operations 
(U.S. totals — B. of M. basis) 


Production 


Crude runs—daily avg. 
Foreign crude included 
Percent operated . 
Gasoline 

Kerosine 
Distillate fuel oil 
Residual fuel oil 


Stocks 
Finished & unfinished gasoline 
Kerosine oes 
Distillate fuel oil 
Residual fuel oil 


Week 
Ended 
Sept. 6 


7,002,000 
690,000 
95.5 97.0 
23,220,000 
2'591,000 
10,612,000 
8,822,000 


116,830,000 
33,374,000 
106,326,000 
53,275,000 


Week 

Ended 

Aug. 30 
(figures in bbls.) 

7,110,000 

663,000 


23,936,000 
2,664,000 
10,253,000 
8,839,000 


117,240,000 
32,080,000 
10°,295,000* 
52,296,000 


(*) Revised due to error by reporting company. 


Summary of B. of M. Report on Crude Oil Stocks 


Week 
Ended 
Sept. 6 


Total crude stocks in U.S. 
Total located in PAW District 1 
Total located in PAW District 2 


Change 

from 

Aug. 30 
(figures in bbls.) 


265,665,000 — 920,000 
17,815,000 
85,554,000 


- 1,522,000 
475,000 
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Service’s Petty’s Island plant, which 
had 12,000 b/d capacity, is being dis- 
mantled. These facilities have been 
idle for more than five years. The 
Cities Service 15,000 b/d skimming 
and asphalt plant at East Braintree, 
Mass., and facilities at St. Rose, La., 
for making five-gal. cans were dis- 
mantled earlier. 


Petrochemicals production will be 
doubled in the next 10 years, Dr 
Gustav Egloff, Universal Oil Prod- 
ucts, predicted Sept. 9 at the National 
Chemical Exposition in Chicago. 

Dr. Egloff said that at present, 
25% of U. S. chemical production is 
petrochemicals, and estimates show 
that 50% will be petrochemicals in 
1962. 

He said petrochemicals now account 
for production of 17 billion lbs. of 
organic chemicals yearly and that in- 
vestment in this new chemical indus- 
try has increased from $350 million 
in 1940 to over $2 billion, with more 
widespread expansion planned Pe- 
troleum and natural gas, he said, are 
sources for almost every type of or- 
ganic chemical and about two-thirds 
of the ammonia and 5% of the sul- 
fur produced in this country. 


June gasoline consumption esti- 

+ + 6 DEPEN DABILITY | mates for five more states were re- 

Profit wit ported by API as follows (figures in 

ee thousands of gals., with comparative 

of Merchandising Support! Sgquses Yor June 2081, und percent of 
change): 


Skelly covers all the bases 3. FARM PAPERS .. . complete cov- ‘ 


a June 1952 June 1951 c hange 
for you! erage of the important rural market. California 399,143 392,794 +1.6 
Minnesota 90,819 92,138 1.4 
. DO: i] ... that Mississippi 41,408 41.412 
1. RADIO... Alex Dreier and Lloyd jy ensayo oe Oregon 51,378 52.480 2.1 
Burlingham on the NBC network. ee ca — = 








2. NEWSPAPERS . . . Gigantic new 5. LOCAL ADVERTISING. May 1952 May 1951 Change 


Oklahoma 71,688 65,574 
omer advertising campaign now ee AND acai Wittens Cadiititin nesta 
report for 1951 of Societe Generale des 
Huiles de Petrole BP, Anglo-Iranian's 
DEPENDABILITY of Money-Back Guaranteed Products! French associates reveals capacities 
and types of facilities at 40,000 b/d 
You can proudly sell every Skelly petroleum product, Dunkirk refinery which began oper- 

every Skelly “T.B.A.” product. For more than 33 ating last April. 
years, every Skelly product has been offered to the Plant 


, h contains two atmospheric 
public with a Money-Back Guarantee of satisfaction. 


topping units with joint distilling ca- 
pacity of 48,000 b/d, 11,000 b/d 
DEPENDABILITY of Supply! vacuum unit, 6,800 b/d thermal re- 
former, 2,800 b/d furfural extraction 
unit, 2,200 b/d propane deasphalting 
plant, and more than 300 storage 
He's always done all right because Skelly Oil Com- tanks with total capacity of about 
pany pledged “Dependability of Supply” 33 years ago 3,150,000 U. S. bbls. Cooling water 
when they began operation. Come any emergency — supply has rate of 63,000 bbls. per 
Skelly comes through with a constant, dependable hour, and electric power installation 


supply. is of about 10,000 kilowatts. Steam 
Find out what Skelly Dependability will do for you. pressure is 950 psi due to use of 
Write for all the facts! 


Ask any Skelly Oil Dealer how he’s fared during times 
when normal deliveries were almost impossible! 


back pressure turbines. 
Product output when operating at 
full capacity will include about 9,600 
ma ‘ b/d gasoline, 6,300 b/d gas: oil, 17,- 
4 ; i » 
the Franc ise with a Future! 000 b/d fuel oil, 1,600 b d bitumen, 
1,000 b/d lubricating oils, and 1,300 


SKELLY OIL COMPANY b/d LP-gases. Refinery presently is 


Marketing Headquarters: Kansas City, Missouri » Wholesale Division Offices: operating at about 37,000 b/d. 
KANSAS CITY + CHICAGO + MINNEAPOLIS - OMAHA + DENVER + DALLAS 














Aden Plant Discussed—Anglo-Iran- 
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Another Leading Oil Company 
now using 


RHEEMCOTE 


From one quart to 55 gallons — 
Sinclair gets distinctive design 
on all containers 


Sinclair, too, realizes the sales value of colorful, 
attention-demanding containers. Like many 
others, they are now shipping petroleum 
products in 55-gallon Rheemcote Poster 
Drums like the one shown here. 


Rheemcote containers can be lithographed 
in any number of colors, any design, in- 
cluding halftones. The high-gloss finish 
is tough, long-lasting. When necessary, 
interiors can be roller-coated with 
special protective lacquers. 


If your product is shipped in steel 
containers, let Rheem show you the 
way to added prestige and profit 
.with Rheemcote Poster 
Drums. 


RHEEM 
MANUFACTURING 
COMPANY 


General Sales Offices 
570 Lexington Ave. 
New York 22,N. Y. 


SELL AS YOU SHIP WITH ote DRUMS 


Rheem Manufacturing Plants In 22 Cities Around The World — 


Plants and offices: Burlington, Linden, New Jersey « Chicago, Ill. * Houston, Texas « New Orleans, La. « New York, N. Y. « Newark, Richmond, 
San Francisco, San Pablo, South Gate, Calif.; Sparrows Point, Md. «¢ Foreign Plants: Brisbane, Fremantle, Melbourne, Sydney, Australia « Bristol 
United Kingdom « Buenos Aires, Argentina « Hamilton, Ontario « Lima, Peru « Rio De Janeiro, Brazil « Milan, Italy « Singapore ‘ 


© 1952 RHEEM wre. cc 








Make October 12% ...18t 





\ ‘\ Join the big Parade! Make this exciting nation-wide event pay off for you 
in your home town. Join the thousands of progressive oilmen who will take ad- 
vantage of this wonderful opportunity to tell their story locally. You’ll profit with 
lots of good will in your home town. Now it’s more important than ever to show 
how your firm is providing better, more efficient oil products and ever higher 

standards of service. 


Good Will is Good Business! Get people better acquainted with you 
—your business and your achievements—and you create good will 
that’s sure to pay off for you and your firm all the year through. 





ky Q) Oil Industry Information Committee 
Lg “ eX) \\ 11 


HF r 50 West 50th Street, New York 20, N. Y. 


. 
. 


Get your FREE tie-in material 
NOW! Make Oil Progress Week your 
week! Tie-in ads... pattern speeches... 
booklets . . . motion pictures . . . window posters... 
postage meter designs. . . billboard . . . radio copy — 
they’re all ready for you to use. It’s the biggest, best 
tie-in material the oil business has ever put together! 
Get in touch with your district O.1.1.C. office NOW! 
Or write to the national office at the above address. 


DONT MISS THIS CHANCE TO WIN 
NEW FRIENDS IN Your COMMUNITY! 
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ian Oil Co. executives are at port of 
Aden to discuss with Aden govern- 
ment plans to build a 100,000 b/d 
refinery there costing between $112,- 
000,000 and $140,000,000. 

Plant would take about two years 
to build. Major part of output would 
be used for bunkering ships at Aden, 
but alco would supply refined prod- 
ucts to markets in Red Sea area and 
East and South Africa. 

Pipe Line Finished— New eight- 
inch 105-mile crude oil pipe line from 
Rincon Field, Starr County to Port 
Isabel, Tex., has been completed and 
placed in operation by Continental 
Pipe Line Co. Costing about $1,700,- 
000, new line has 17,000 b/d capa- 
city and replaces old 51-inch line. 

Kuwait Output Up—Crude oil pro- 
duction in Kuwait reached all-time 
high of 3,412,514 tons (about 814,- 
600 b/d) during July, according to 
Gulf Oil report for Kuwait Oil Co., 
Ltd. Previous peak attained in March 
was 3,302,538 tons (about 788,347 
b/d). 

Output in June was 3,110.231 tons 
(about 767,190 b/d), and in July, 1951, 
2,720,501 tons (about 649,409 b/d). 

Imports Drop—Total imports of 
crude oil and products declined 100,- 
100 b/d in week ended Aug. 30 as 
compared with previous week, ac- 
cording to API statistical report. 

Week Week 4 Weeks 


Ended Ended Ended 
Aug. 30 Aug. 23 Aug. 30 
(bbls. per day) 
Cee Ge is cssece 619,500 687.200 647,500 
Residual fuel oil.. 155,500 228,600 193,800 
Distillate fuel oil. aswee sent 9 otees 
Asphalt . ° . . os ° os 5,400 
GEREED 2 oc cesses 56.200 15,500 28,300 


Totals ....... 831,200 931,300 875,000 


Exports Rise—U. S. exports of 
major oil products rose to average 
194,300 b/d week ended Aug.15 from 
173,700 b/d the previous week, ac- 
cording to weekly PAD report. Break- 
down is as follows (in b/d): 

Week Ended Week Ended 
Aug. 15 Aug. 8 


AVERE ccccccccsccess FRB 

Motor gasoline 5.8 

Kerosine , 

Distillate . 300 
Residual ........... . 56,100(*) 


173,700(*) 
(*)PAD correction. 


Refinery Cost Cutter—New “Tur- 
bogrid” distillation tray for fraction- 
ating columns is now being offered 
under license to the entire oil in- 
dustry by Shell Development Co. 

According to Dr. M. E. Spaght, 
president, the tray is an open-grid 
structure of simple design yet is 
“first basic improvement in distil- 
lation trays in a quarter-century.” 

He said widespread use would 
markedly reduce capital cost of new 
refining installations, lengthen use- 
ful life of fractionating towers and 
increase refinery capacities. 
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5 Meet the Flammable 
fuid Hazards of Your Plant 


Increased use of gasoline, alcohols, acetone or other 
flammable liquids creates serious hazards you may have 
overlooked in your plant. Check your present protection 
facilities now so you can meet sudden emergencies with 
fast, positive, fire-killing foam. 

National Foam engineers can survey your plant, study 
risks involved, and then determine the type of foam pro- 
tection best suited to your plant's requirements . . . me- 
chanical or chemical foams . . . the most complete choice 
of devices available . . . Foam Chambers for large tanks, 
Overhead Spray Deflectors, Nozzles, Dip Tank or Drain- 
board Systems, or even small extinguishers and other — 
devices . . . whichever is best suited to your particular 
needs. Large plant, or small, National Foam specialists 
are ready to engineer foam protection to meet the haz- 
ards of your plant. 

Let National Foam engineers and chemists show you 
how to get the best foam fire protection today! Consult 
your nearest National Foam Distributor, or write us direct 
about your problem. 


ad 


NATIONAL 


FOAM SYSTEM, INC. 


WEST CHESTER, PENNA. 











Frees wheels, 
for lubrication 
and brake work 





Relaxes all 


spring 
suspensions 


Gives maximum 
accessibility to 
undercar parts 

















( / EASY-SPOT WHEEL GROOVES Be. 


Fast, accurate, 
simplified spotting 


__Handles practically 
all cars without . 
using adapters 


POSITIVE GRIP PICK-UP PADS 
(Oil resistant synthetic rubber) 
5I/," x 8" x 134" thick 





This new Frame Pick-Up Lift is the greatest labor-saver 
you ever saw makes hard jobs unbelievably simple. 
Lubrication is so much easier and more effective because 
wheels are freed and springs relaxed. Repair and service 
jobs are done “in a breeze” because transmissions, universal 
joints and other hard-to-reach parts are out in the open 
and easily accessible. Almost before you know it, lowered 
costs and increased profits will pay for this lift. 


Seema ee csewe was Pree: 


PAYS FOR ITSELF IN A FEW MONTHS! 


Inexpensive to buy .. . to install . . . to maintain 
The initial cost of a Rotary Frame Pick-Up Lift is in 
line with that of other standard single-jack lifts. Installa- 
tion is also about the same; no additional excavation or 
piping is involved. Maintenance expense is negligible. 
Mail coupon below for catalog and prices on this new 
profit-making Rotary Lift. 
ROTARY LIFT CO., Memphis, Tenn. 





be a4 


proud of your 
CONTAINER a4 you are 
of your PRODUCT 


co] ite 


em 


\CONTAINERS 


' 


a oo, 
, pe 


antin, Sica, - 


| masons’ eumibhe.. awe F. OR 36 years serving the 


| quell City’s “PERADFOR 


industrial heart of America 
with a complete line of quality 
Steel Shipping Containers— 
drums and pails—plain, 
painted, lithographed 


and interior lined. 
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ANOTHER Holt pure-bred—one of the 
White Payload Tracters in the W. T. Holt, Inc., 
fleet, of Richmond, Va. This WC-22PLT White 
hauls 5500 gallons of product within Virginia 
50,000 b. v. w.—as much as 700 gallons 
more than other units. 


Tins se “Mn tte 


A 


A r4 Oo, 
= A 
RICHMOND VA 


. 


“Every Inch a Champion”, W. T. Holt says 
of his Fleet of White Payload Tractors 


W. T. HOLT, INC., of Richmond, Va., has a fleet of White PayLoad 
Tractors engineered right to the needs of this pioneer 

Virginia petroleum hauler for more power ... more payload. 
White Specialized Design is tailored right to the Holt road and 
load conditions to cost less... earn more, day after day. 


THE WHITE MOTOR COMPANY Cleveland 1, Ohio 


For more than 50 years the greatest name in trucks 
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GAVE 


All MV a CY votes must be cloned 
at ail hemes except whee ve weding 





is Paramoum 


When your product is out of sight most of the time, and when profit margins are 
so small, you can't afford to risk shortages. The only sure protection is the un- 
questionable, dependable accuracy of the finest meters you can buy. Sustained 
accuracy is more important than any other factor when selecting meters! 

Red Seal meters are built to give this exacting protection for your profits. 
With only one moving part in the measuring chamber, non-wearing capillary 


5 go underground 


seal, and no distortion due to pressure, they hold amazing accuracy over mil- 
lions of gallons without the expense of frequent adjustments or ‘‘babying.”’ 

Not only do Red Seals need less servicing, but they're backed by a nation- 
wide network of factory trained mechanics and special testing equipment to 
help keep your meters always on the job. 

For sustained accuracy and low maintenance you can bank on, put Red Seal 
meters at all key points ...in bulk plants and on tank trucks. 


NEPTUNE METER COMPANY 
50 West 50th Street © New York 20, N. Y. 
Branch Offices 


ATLANTA * BOSTON * CHICAGO * DALLAS « DENVER * LOS ANGELES * LOUISVILLE * NO. KANSAS CITY, MO. 
PHILADELPHIA + SAN FRANCISCO * PORTLAND, ORE. * Canadian Factory: TORONTO 14, ONT. 


DISTINGUISHED for sustained accuracy and low 
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GRAVER UNDERGROUND TANKS 
by the trainload 


No better example of the general growth 

of American business can be found than in the expansion 

of the petroleum industry during recent years. Though production has 
nearly doubled since 1940, it still is far short of the demand. 


This trend has made itself felt in every phase of the oil industry, 
especially among the manufacturers who are supplying the equipment 
necessary for this expansion. Competition has been exceptionally 
keen, with contracts being awarded to those whose products 

meet the most exacting requirements. 


It is noteworthy, therefore, that Graver should have 

been selected by several important oil companies to 

supply the large number of underground storage 

tanks so vital to this development. In the past few months 
hundreds of these tanks have streamed from Graver’s shops 

and have been shipped — by the trainload — to marketing centers 
throughout the United States. 


Yet there has been no sacrifice of quality for quantity. Each 
tank has had the same individual attention, has been built with 
the same precise craftsmanship, which has made the Graver 
name the hallmark in products of steel for nearly a century. 


GRAVER TANK & MFG.CO.|NC. 
EAST CHICAGO, INDIANA 

NEW YORK + CHICAGO + PHILADELPHIA « WASHINGTON 
DETROIT + CINCINNATI + CATASAUQUA, PA. 

HOUSTON + SAND SPRINGS, OKLA. 
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GIANT DIFFERENCE... that makes 


FOR — 
DEALERS! 





Ever wonder why it’s so hard for you to build a 
real following for the gasoline you sell? You know 
the answer: motorists say, “All gasolines are alike! 
Why should I stick to any brand?” And, most of 
them don’t stick —to you or almost any other 


dealer — 


EXCEPT -the motorists who get started 


on D-X! For D-X and only D-X — has an easy- 
to-understand (and easy-to-demonstrate) DIF- 
FERENCE: its “built-in” lubricating action. That’s 
the difference that sells ’em — and holds ’em! 








Do you have a difference, an advantage, that you 
3 can talk about — and use to make customers want 
to come back to your driveway? No. Not now. 
{ But you sill have, if you switch to D-X. Why not 
get yourself a gasoline-selling advantage for a 
change? To find out how to get the D-X Franchise, 










and what it can do for you, write, wire or phone 
today ! Pits Ce 





MID-CONTINENT PETROLEUM CORPORATION 
TULSA, OKLAHOMA 





Waterloo, lowa Terre Haute, Indiana Omaha, Nebraska Chicago, Illinois Minneapolis, Minnesota 





24 NATIONAL PETROLEUM NEWS 





“I haul and pump 2')-ton loads, yet my running costs are 


Only 5Hoa mile” 


says Joseph G. Stangel 
Onawa, lowa 


“I’ve had experience with many 
makes of trucks, but none of them 
cost as little to run as my Ford,” 
says Mr. Stangel. “Ford Truck 
economy has made a big cut in the 
operating costs of my business.” 
Mr. Stangel’s F-6 Tanker traveled 
11,222 miles during the Economy 
Run. Total costs for gas, oil and 
maintenance were $574.20 ... or 
only 5.1 cents a mile! 


This F-6 chassis is but one of many models avail- | 
able. There’s a Ford Truck tailor-made for your _: Ae Report No. 11278 
job from half-ton pickups to 155-h.p. Bic Joss. 


FA Now! Upto 14% more Gas Savings 


w4c.e and more Speed Hauling power, too! 


HIGH COMPRESSION 
New LOW-FRICTION design in three new Ford Truck 
' high-compression engines cuts friction loss! 


“SAA, } OVERHEAD VALVES Ford’s Low-FRicTion design cuts friction power loss up to 
1g “ : 30% ! A new Short-Stroke principle reduces piston travel up to 
: 20% —makes for longer engine life. New OvERHEAD VALVES 
give more efficient fuel feeding. New H1GH-COMPRESSION gives 

extra power on regular grade gasoline. 


y You can get new Low-FRIcTION design in three of the five great 
This new Ford 101-h.p. Cost Clipper Six is one Ford Truck engines for 52. And you get more power than ever 
of the bash gooved task cugiawn over tatsedasel. in the famous 239 cu. in. truck V-8 or the 254 cu. in. Bic Srx. 


It had 50,000 dynamometer test-hours and over See what’s new in trucks at your Ford Dealer’s! 
500,000 vehicle test-miles. 


reo 
DON'T GUESS! See how little it can cost to FINAL RESULTS ' FREE! MALL THIS COUPON NOW 
run a truck in your kind of work. See the ° sanaset Sans FORD Division of FORD MOTOR COMPANY 
cost figures in this 144-page book showing FORD TRUCK 3247 Schaefer Road, Dearborn, Michigan 
results from the 50-million-mile Ford Truck aan y . Please send me without charge or obligation, complete 
Economy Run. See it at your Ford Dealer’s! ECONOMY RUN details on the new Ford Trucks for "52 and the five 
gaits w lower wach eumsing enste great Ford Truck engines! 
Availability of equipment, accessories and trim as illustrated, — FULL LINE () HEAVY-DUTY MODELS [] 
ta depenaent on material supply conditions. LIGHT MODELS [) EXTRA HEAVY-DUTY MODELS [) 


FORD TRUCKING COSTS LESS aa ra ee 


and FORD TRUCKS LAST LONGER! 


Using latest registration data on 8,069,000 trucks, life insurance experts prove Ford Trucks last longer! 


oo. 
' 
! 
Jj 
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Delivers any displacement 
without any attachments 




































































-includes complete engineering tables 
of and sample calculations 
for pumping systems and 


piping layouts 





} WL OT AERATE 


m= moc Recommended suction lines sizes 





Table of friction losses in pipe 


Theoretical horsepower required 
to pump difterent quantities of 
liquid against different pressure 
heads in pounds. 


Table of mechanical efficiencies 
in pumps. 
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OR Boston, Mass. ......... Fox Engineering Co 
Boston, Mass. .........Hawkins-Whelan Co. 

YALE DISTRIBUT Buffalo, N. Y. .. . General Oil Equipment Co. 
line © Charlotte, N. C. ..Pump & Lighting Co., Inc. 

he complete eM: cacavecess Barrett-Christie Co. 

of t d parts Chicago, Ill. ......... Blott-Robb Company 
i-Rotor pumps and p Albany, N.Y. ....H. G. Anderson Equip. Co. Chicago, Ill. ......... Peter J. Hartmann 

Yale Tri- °o . d Albany, N. Y. . .Sager-Spuck Supply Co., Inc. Cincinnati, 0. ...Hauer Power Equipment Co. 
ur classifie Ashland, Ky. . Ashland Sup. and Accessory Co. Cincinnati, 0. ............. Hugh K. Reilly 

consult ye Atlanta, Ga. ........John A. Dodd Company Cleveland, O. ......F. & W. Ursen Company 
directory OS Ree Equipment Sales Co. Columbus, 0. ........Lazear Equipment Co. 

telephone Baltimore, Md. ....... Petroleum Services Columbus 0. ..... The Tuller Equipment Co. 


Birmingham, Ala. ............D. B. Gooch Dalias, Tex. ...... Petroleum Equipment Co. 
Birmingham, Ala. Oil Equipment Company Dallas, Tex. .. . Towne Indus. Equip. Co., Inc. 
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af any constant pressure 


From zero to maximum pump rating 


ost 


the only pump with both... 


> economical rotary 


action 


> protective piston 


action 


No longer need you put up with awkward, inefficient 
attachments! The Yale Tri-Rotor—a new kind of pump 

delivers any displacement at any constant pressure 
up to maximum pump rating, without any auxiliary 
equipment. What's more it combines the best features 
of two pumping systems—rotary and _ piston. This 
means the Yale Tri-Rotor will not overheat or aerate 
your product. It pumps quietly with high volumetric 
efficiency and requires less maintenance. For com- 
plete details, write for your free Yale Tri-Rotor manual 
on your firm’s stationery today. Write: The Yale & 
Towne Mfg. Co., Stamford, Conn. 


Decatur, Il!. ..Van Praag Equipment Co., inc. 
Denver, Colo. .. The Mine & Smelter Sup. Co. 
Des Moines, la. ..Gibson Pump & Equip. Co. 
Detroit, Mich. ...J. N. Fauver Company, inc. 
El Paso, Tex. .. The Mine & Smelter Sup. Co. 
Fresno, Calif. Shields-Harper & Co. 
Hamburg, N.Y. ... .Fred H. Low & Son 
Sartane, GR. oc cccwscscees A. C. Wendal 
Hartford, Conn. . Equipment Service, Inc. 
Hartford, Conn. . .Marsden & Wasserman, Inc. 
Indianapolis, Ind. .. Oil Appliances Co. 
Jackson, Miss. .. .* Petroleum Equipment Co. 
Jacksonville, Fla. . Oil Dealers Supply Co 
Kansas City, Mo Hughes Machinery Co. 
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Los Angeles, Calif. ....Shields-Harper & Co 
Louisville, Ky. ...Fred H. Towery Equip. Co. 
Memphis, Tenn. ......... H. A. Burge & Son 
Memphis, Tenn. .......... Johnson & Scott 
Miami, Fla. ........ Monroe Equipment Co. 
Milwaukee, Wisc. ....... J. Chas. Remlinger 
Minneapolis, Minn. ..... Arthur B. Anderson 
Mobile, Ala. ...... Wallace R. McKinney, Jr. 
New Haven, Conn. .. The Gas & Oil Equip. Co. 
New Orleans, La. ....Metric Supply Co., Inc. 
New Orleans, La. . . Rousse! Purnp & Elec. Co 
New York, New York . Louis M. Barish & Co 
North Haven, Conn. ... Connecticut Pump Co 
Norwalk, Conn. ... . Curran Waring Equip. Co 


*Trade Mark 


YALE is a registered trade mark 


Oakland, Calif. ....... Shields-Harper & Co. 
Philadelphia, Pa. .. . Edwin Elliot & Company 
Philadelphia, Pa. ......... E. 0. Habhegger 
Pittsburgh, Pa. ...... George P. Dempler Co, 
Portiand, Me. ..... . Crosley & Siegars Co. 
Portiand, Me. ........ George E. Littlefield 
Shields-Harper & Co 
W. B. Goode 

° Sears Oi! Company 
Shields-Harper & Co. 
-R. V. Seaman Company 
The Mine & Smelter 
Sup. Co 

. .Shields-Harper & Co 


St. Louis, Mo. .. Robinson Oil Equipment Co 
Savannah, Ga. ..... Savannah Equipment Co 
Shreveport, La. .....Heard & Silvey Service 
& Equipment Co 

So. Norfolk, Va. ..... Oi! Equipment Sales & 
Service Co. 

Littlejohn Equipment Co 
. R. 0. Beardsley 
Coates Oi! Equipment Company 
Myers-Bagwe!! Company 
Ralph W. Payne 

Weston Equipment Co 
Braswet! Equipment Co 
Pump & Softners, Ltd 


Spartanburg, S. C 
Springfield, Vt. . 
Tampa, Fila 
Tulsa, Okla. .. 
Washington, D. C 
Waterbury, Conn. 
Wilson, N. C 
London (Ontario) .. 


mee Th Ua acces 
Sacramento, Calif. . 
Saginaw, Mich. .. 

Salt Lake City, Utah 


Seattle, Wash 
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Highway’'s more circular oval strengthens tank, 





Highway tanks perform better because they are 
built better and they are designed better! When 
Highway engineers designed the oval cross- 
section of the Highway tank trailer they made it 
rounder than others. This roundness prevents 
the vibration that causes welds to come apart 
and leak. Just like twisting a wire back and forth 
until it breaks ... a tank that vibrates will start 
to leak at the welds in time. Highway craftsmen 
take this advanced principle of design and build 
the tank trailer of tough, hi-tensile steel. Then 
you've got the maximum in strength. That’s why 
operators everywhere are swinging to Highway. 
See your friendly Highway distributor or factory 
branch today ... challenge them to prove to 
you that Highway trailers are better for all your 
hauling needs. 


HIGHWAY TRAILER COMPANY 





PLANTS AT 
Edgerton, Wisconsin 
Stoughton, Wisconsin 


HIGHWAY 
TRAILERS Pole and Cable Reel 

















The Shorter Radius is the Secret 


In the tank’s coupling area, Highway’s oval has only 
a 90” radius while other tanks have a 120” radius. 
From the drop-section back, Highway uses an oval 
with a 62%” radius while others use a 90” radius. 
This difference in radius gives the Highway tank 
greater strength, lack of vibration, and welds that 
won't leak ... even after hundreds of thousands of 
miles of road service. 


* Headquarters: Edgerton, Wisconsin 


MANUFACTURERS OF 
Commercial Trailers, 
Trailerized Tanks * Pub- 
lic Utility Truck Bodies + 
Earth Boring Machines + 


Trailers * Winches ° 
Power Take-Offs + Serv- 
ice Accessories 


DESIGNED, BUILT. SERVICED — “lways a Kittle Letter 
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ou still buy 
asoline at 
925 prices 


If you were to take a sentimental journey back into the mid-twenties 
by thumbing through a stack of old magazines, you’d find the page below 
in the Saturday Evening Post issue of July 4, 1925. Remember the square- 


topped cars of those days... 
boards, big wooden steering wheels and soft tops? 


+HE IDEA 


Remember the prices? Things were a lot cheaper 
than they are now when almost everything you buy is ’way 
up in price...except gasoline. G Actually, gasoline costs 
almost exactly the same today—aside from taxes—as it did 
when the beauty above was an exciting new automobile. 
g And it’s far better gasoline, too. Two gallons today do the 
work that required three in 1925. Q Few industries can match 


with their flat windshields, wide running 


Lanse 


a tet es 


this record. It was made possible by two things: intense 
competition among oil companies and a steadily increasing 
efficiency of production. Q In the last five years alone, 
Standard has put more than $644,000,600 into facilities— 
and another $35,000,000 into technical service and research. 
This investment helps us make certain that gasoline con 
tinues to be one of the best buys in your family budget. 


STANDARD OIL COMPANY OF CALIFORNIA plans ahead to serve you better 
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The World's Quickest and Finest Couplings 


For instant hose connections . . . safe, secure, tight as a drum... 
get dependable patented EVER-TITE couplings, proved the best by 
every test. Just a flick of the wrist and you have a permanent, securely 





sealed connection to hose and outlets that stays tight — yet it opens 
just as easily and quickly. What’s more, EVER-TITES never jam or 
fail. The connection holds fast under highest pressures. 

Best of all, EVER-TITES pay for themselves many times over by 
assured prevention of leaks and spills. They not only save money by 
conservation, but cut costs further through big savings in loading and 
delivery time. Rugged construction and finest materials mean long 
service life in toughest usage. 


YOU'RE EVER RIGHT WITH EVER-TITE 


Made in types for every hose coupling requirement. Stocked 
by leading distributors everywhere. 


*The EveER-TITE trade mark is the hallmark of 
utmost quality and dependability, proved in 
15 years’ performance in the petroleum industry 


EVER-TITE COUPLING CO. 


254 WEST 54th STREET NEW YORK 19,N.Y. 
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Advance-Design 


CHEVROLET TRUCKS 


CHEVROLETS LIST FOR LESS 


First cost—the list price—is less for a Chevrolet than for any 
compcrable truck capable of handling the same payload. 
Chevrolet's position as the world’s largest manufacturer of 
trucks makes possible production savings that are passed on 
to you. 


COST LESS ON THE JOB 


Proved Chevrolet truck features save money over thousands 
of miles. Time-tested Valve-in-Head engines, rugged hypoid 
rear axles, extra-sturdy channel-type frames, Flexi-Mounted 
cabs, Ball-Gear steering, Synchro-Mesh transmissions, all con- 
tribute to low operating costs with high dependability. 


in demand 
in value 


in sales WORTH MORE AT TRADE-IN TIME 


Chevrolet trucks traditionally bring more at resale than other 
makes costing about the same when new. Chevrolet trucks keep 
their value longer and give you real, substantial savings right 
up to the day you sell them. See your Chevrolet dealer soon. 


EACH TRUCK TAILORED TO ITS JOB 
Every Chevrolet truck is factory-matched to the job it's going 
to do. Tires, axles, frame, springs, engine, transmission, and 
brakes are right for the operating conditions and load. Wkat- 
ever your job is, there's a Chevrolet truck to fit it. 








CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 





Loadmaster or the Thriftmaster—to give 
you greater power per gallon, lower 
cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e SYNCHRO- 
MESH TRANSMISSION —for fast, smooth 


shifting e HYPOID REAR AXLE—for 
dependability and long life e« TORQUE- 
ACTION BRAKES—on light-duty models e 
PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on di duty dels @ 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 





duty models e CAB SEAT— with double-deck 
springs for complete riding comfort e VENTI- 
PANES —for improved cab ventilation e WIDE- 
BASE WHEELS—for increased tire mileage ¢ 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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HBRV: Compact Truck Pump is easily installed on side frame 
or in cradle. Can be direct or chain-driven from power 
take-off. Supplied for left or right side mounting. Operates 
smoothly with equal efficiency in either direction. Suction 
lifts up to 15 feet. 







Preferred as Original Equipment... 





Selected for Replacement! 


Roper Series 3600 Pumps — sizes 40 to 300 G.P.M. at 
pressure to 60 P.S.I. — are noted for endurance and high 
records of performance in tank trucks, bulk stations, tanker 
terminals and refineries. Such important features as self- 
lubrication, helical gears running in axial hydraulic bal- 
ance, extra-deep packing box, adjustable relief valve, and 
anti-friction outboard bearing are reasons why these pumps 
are preferred as original equipment . . . widely accepted for 
replacement. Look over your needs . .. then specify ROPER! 








MAHBRV: General purpose motor driven pump with totally- 
enclosed anti-friction gear reduction. Mounted on steel 
bedplate with, or ready to receive motor. Three gear ratios 
inter-changeable in standard case. 






DEPENDABLE PUMPS SINCE 1857 









ROPER 
KRetary Famyps 





DMCARV: Double and multiple units are equipped with 
clutches for independent or simultaneous operation. Ideal 
for terminals, bulk stations, and refineries. Reduction gears 
totally enclosed in oil... gear ratios as desired. 


DISTRIBUTORS IN PRINCIPAL CITIES 








NATIONAL 
PETROLEUM 
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‘Cartel’ Investigation Slows Down 
As DJ Tries to ‘Deal’ with Companies 


WASHINGTON—The Justice De- 
partment’s investigation of an alleged 
“international oil cartel” slipped back 
into relatively low gear this week, 
with the grand jury meetings put off 
until Oct. 2 and DJ stalemated in 
its efforts to make a “deal” with six 
oil companies on complying with its 
subpoena of records. 

Here is how the timetable stacks 
up now: 


Oct. 1—New date for the U. S. 
District Court to hear various mo- 
tions of six oil companies to extend 
the deadline set out in the subpoenas 
for submitting the sitpulated docu- 
ments, limit or “quash” the subpoenas, 
and transfer the “venue” (location of 
the grand jury investigation). 

Oct. 2—Third meeting of the spec- 
ial 23-member grand jury, following 
preliminary meetings of Sept. 3 and 
11 at which little was accomplished 
because, according to DJ, of a lack 
of sufficient material. 

Oct. 3—New deadline for the six 
protesting companies to file their 
records with DJ, provided their vari- 
ous motions are turned down, 

The six companies fighting DJ’s 
subpoenas are: Socony-Vacuum, 
Standard-Vacuum, Jersey Standard, 
Standard of California, Caltex and 
Aramco. Meanwhile, DJ revealed 
that the 12 other companies involved 
in the case have—or will within the 
next several days—began turning in 
basic records, such as contracts, min- 
utes of meetings and correspondence 
relating to policy matters. Under 
the DJ arrangement, the companies 
are slated to meet with DJ later this 
month to see what additional mater- 
ial is needed. DJ said its offer to 
these 12 and the other six is with- 
out prejudice to the companies going 
to court to halt further compliance. 

Accept DJ Offer—Companies which 
already have accepted the DJ offer 
include Gulf, Texaco, Anglo-Iranian, 
Asiatic Petroleum plus some of the 
smaller ones. 

Explaining why the grand jury 
phase of the DJ investigation had to 
be put off until Oct. 2, Leonard J. 
Emmerglick, special assistant to the 
Attorney General in charge of the 
“cartel task force,” said the records 
of the 12 complying companies would 
not be enough to work with. 

“It is like building a house,” he 
added. “The best way to do it is 
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to lay a solid foundation first.” To 
show a “cartel” arrangement, he went 
on, it is necessary to get similar rec- 
ords from all of the companies and 
“fit the pieces together.” 


Mr. Emmerglick refused to com- 
ment as to his plans for calling in 
witnesses but admitted that company 
representatives would have to be 
present to identify “some documents.” 
He said he is receiving a “substantial 
flow daily” of documents from the 
12 companies and “probably” has 
enough to fill “several file cabinets.” 


He also revealed a special arrange- 
ment, whereby the companies are per- 
mitted to send their records directly 
to DJ rather than, as is normally 
done, present the records to the grand 
jury. He said this system gives DJ 
a chance to screen certain “meaning- 
less” documents which the companies 
were doubtful about being included 
in the subpoena demands. 





Monopoly Probe Doubtful 


WASHINGTON — There is 
speculation here that the Senate 
stibcommittee on r.onopoly may 
quietly drop its planned oil in- 
vestigation. 

An official who asked not to 
be named said it was virtually 
certain the subcommittee would 
do nothing until after elections 
because several of its members 
are actively campaigning and 
would be unavailable for sub- 
committee meetings. 


He pointed out that, although 
Senator Sparkman (D., Ala.) 
has said a decision on a course 
of action would be made after 
Senator Long (D., La.) returned 
from Europe, it was unlikely 
that Mr. Long would want to 
make a decision alone. Thus, 
the matter would ride until a 
subcommittee could meet—if 
ever. 


Also since the grand jury in- 
vestigation of oil already is set, 
the possibility is heightened 
that the subcommittee would 
decide to turn its attention 
elsewhere. 











Court Urges Delay—DJ’s renewed 
attempt to make a “deal” with the 
six companies was made at the 
specific request of District Judge 
James R. Kirkland on Sept. 10 when 
he put off any ruling on the delay, 
“quash” and transfer motions until 
Oct. 1. At that time all motions 
will be heard by a single judge 
not yet appointed. In putting off 
any decision until Oct. 1, the judge 
noted that the “summer” court was 
prepared to handle only the “most 
urgent” cases. 


The DJ subpoena-delay offer drew 
warm praise, incidentally, from 
Judge Kirkland who said it was a 
“very very good suggestion.” At 
the same time he reproved the oil 
companies for “putting the cart 
before the horse” by not accepting 
the DJ offer before going to the 
courts with motions to or limit or 
“quash” the subpoenas, or extend the 
deadlines. 


What Offer Covers—As outlined 
in an affidavit filed with the court 
last week by W. B. Watson Sny- 
der, antitrust attorney who special- 
izes in oil, the offer covers these 
points: 

Government will agree to post- 
ponement of return date of subpoena 
from Sept 3 to Oct. 3, 1952, in order 
to make possible a determination of 
needs of government and time needs 
of compinies, upon basis of experi- 
ence with partial compliance. 

Compliance with subpoena is to 
commence on return day, namely 
Sept. 3, 1952, and initially shall be di- 
rected to supplying government with 
contracts called for by Paragraph 1 
and minutes of meetings called for by 
Paragraph 3 of subpoena, and as for 
rest of subpoena’s requirements com- 
pliance shall be limited to corres- 
pondence of principal policy making 
officials relative to specified subjects 
as set forth in Paragraph 2 of 
subpoena. Companies will not be re- 
quired to produce originals in the 
first instance. 


In late September government will 
canvass existing situation with coun- 
sel for companies with view to de- 
termining what if anything more than 
correspondence of policy making of- 
ficials is desired, and how much 
more time companies will need. 

Government will agree that every 
right, of every description, to attack 
the subpoena or make any applica- 
tion to Court on Oct. 3, 1952, shall 
be preserved and shall not be taken 
to be waived by any compliance in 
the interim. (Oct. 3 date was shown 
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as Sept. 3 in true copies given com- 
panies and filed with court but DJ 
made correction following query 
from NPN.) 

Government advised that companies 
need not produce so-called “house- 
keeping documents” showing day to 
day transactions and administrative 
activities, including invoices, bills of 
lading, collection and credit records 
and miscellaneous correspondence or 
records relative to deliveries, services, 
claims or the like. 

Government advised representa- 
tives of some of companies that it 
did not require production of geologi- 
cal, geophysical or other technical 
reports or correspondence relating to 
exploration for or production of pe- 
troleum in foreign countries. 


Exchanges at Hearing—-There were 
several exchanges at the court hear- 
ing Sept. 10, involving the judge and 
attorneys for Standard-Vacuum and 
Asiatic. 

The Standard-Vacuum legal repre- 
sentative, Fowler Hamilton, tried to 
press Judge Kirkland for a ruling 
then on the company’s motion for a 
60-day delay of the Sept. 3 subpoena 
deadline (later extended to Sept. 10 
and then Oct. 3). The judge ended 
things with the observation that “he 
could make a decision now but it 
would not make you happy.” 

The second exchange saw John 
Whitney, the Asiatic attorney, pres- 
sure the judge to have the deadline 
for four personal subpoenas served 
on company personnel extended to 
some time past Oct. 3. Mr. Whitney 
argued that it would be a waste of 
time for witnesses to be present Oct. 
3, in view of the DJ admission that 
witnesses would not be called until 
the records have been filed. 

Mr. Kirkland refused to grant the 
delay, however, asserting there would 
be “no inconvenience.” 


Plans Not Revealed—As for DJ's 
actual plans for calling in witnesses, 
Mr. Emmerglick has been steadfast- 
ly mum. However, one oil attorney 
who has been conferring with Mr. 
Emmerglick said he had gotten the 
impression that it would be “at least 
several months” before individuals ap- 
peared—if at all. It was his private 
opinion that DJ hopes to secure in- 
dictments solely on the basis of writ- 
ten evidence. 

Last wek also saw a small refiner 
refute DJ implications that the “car- 
tel” case would work to the benefit 
of small businessmen (see the re- 
marks of Earle M. Craig, president 
of National Petroleum Assn. on p. 
49). 


“Overcharges” Probe—In a develop- 
ment related to the “cartel” investi- 
gation, Mutual Security Agency re- 
vealed on Sept. 9 that it had turned 
over to DJ for investigation of pos- 
sible “overcharges” the records on 
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ECA and MSA-financed sales of 
crude oil from Kuwait by three U. S. 
oil companies—Gulf Oil Corp. So- 
cony-Vacuum Oil Co. and Atlantic 
Refining Co. 

Sales to be scrutinized are those 
made from May 3, 1949, to May 20, 
1952, involving total of $16,072,220 
in paid shipments, broken down as 
follows: Gulf—$13,705,196; Socony— 
$2,011,152, and Atlantic—$355,872. 

Sales documents apparently were 
requested for scrutiny by DJ, as re- 
sult of earlier claim of “overcharges” 
made by MSA against Saudi Arabian 
sales by Socony, Standard Oil Co. 
(New Jersey) and California Texas 
Oil Co. MSA claimed “overcharges” 
in latter case totaled more than $67 
million. Suit for recovery was filed 
by DJ last month. 

In letter to Assistant Attorney 
General Holmes Baldridge which ac- 
companied Kuwait documents, <Act- 
ing Deputy Director of MSA C. Tyler 
Wood noted that MSA’s examination 
of Middle East oil transactions “indi- 
cates that the prices charged on these 
shipments of Kuwait crude, when 
adjusted for gravity, have closely ap- 
proximated those charged by the 
Arabian crude oil suppliers.” 

In view of DJ actions against 
Arabian suppliers, letter declared, 
U. S. government “may have valid 
claims against” Kuwait suppliers. 

However, no specific “overcharges” 
are alleged in Kuwait case; in fact, 
one MSA official doubts “very much” 
that DJ investigation will turn up 
anything “questionable.” 

Meanwhile, MSA gave for first 
time breakdown on total sales in- 
volved in Arabian “overcharge” alleg- 
ation of $67 million. Covering same 
three-year period as Kuwait case, 
Arabian sales of MSA and ECA-fi- 
nanced crude totaled $285,500,000, di- 
vided as follows: Jersey—$131 mil- 
lion; Socony—$60 million, and Caltex 
—$94.5 million. 


Companies) Deny Charges—How- 
ever, all three companies came back 
the next day with unequivocal de- 
nials of any wrong-doing. 

Socony said in a statement: 

“According to he press, Socony- 
Vacuum Oil Co., Inc., is on the re- 
ceiving end of a third government 
attack—the second to be made by 
MSA involving the company’s deliv- 
eries of Middle East oil to Marshall 
Plan countries. 

“While no charge has actually been 
made, this new ‘case’ reportedly con- 
cerns the company’s prices for crude 
oil of Kuwait origin. As reported, 
the MSA has not determined the 
amount, if any, of what might be con- 
sidered ‘overcharges.’ It has stated 
merely that its examination of Ku- 
wait transactions ‘indicates the prices 
charged on these shipments have 
closely approximated those charged 
by the Arabian crude oil suppliers.’ 


“Socony-Vacuum wishes to make it 
clear that the prices it has charged 
for its Kuwait shipments have not 
just ‘closely approximated’ those for 
its Arabian shipments. They have 
been exactly the same. For, as So- 
cony-Vacuum stated previously, in 
flatly denying the complaint regard- 
ing Arabian oil, the company has 
charged only one price for its Mid- 
dle East crude oil. 

“Furthermore, the company be 
lieves there is absolutely no founda- 
tion nor justification for the making 
of any claim on the basis of this new 
development.” 

Atlantic statement was made to 
all of company’s supervisory person- 
nel. It follows: 

“You may have seen recent news- 
paper articles about alleged over- 
charges for crude oil delivered from 
the Shaikdom of Kuwait, on the 
Persian Gulf, to W. European coun- 
tries receiving Marshall Plan aid. 
Atlantic’s name has appeared in these 
articles. 


“So that you may fully understand 
what is involved the following are the 
facts: 

“Atlantic does not produce oil in 
Kuwait. Atlantic merely fulfulled its 
supply obligation to a European af- 
filate by buying two cargoes of crude 
oil at the current market price and 
selling at the same market price 
without any profit or loss to Atlan- 
tic.” 

Gulf Oil said only that “MSA has 
not presented any claim against Gulf 
and as far as Guif knows MSA has 
no claim against it.” 


Oil Packaging Men Agree 
On Container Specifications 


Special to NPN 
NORFOLK, Va.—Petroleum Pack- 


aging Committee of Packaging Insti- 
tute, nationwide group of oil execu- 
tives interested in standardizing pe- 
troleum containers, agreed on four 
major points at meeting at Norfolk 
Naval Supply center last week. 

Although exact specifications were 
not disclosed, it was learned that 
standardization agreements were 
reached on 120-lb. universal grease 
drum, 1-qt. motor oil can, 1 pint, 
1-gal. and 2-gal. oil cans, and an ex- 
pendable pallet for refined wax. 

Recommendations on the grease 
drum and 1-qt. oil can will be made 
to American Standards Assn. Specifi- 
cations on other cans will be sent 
to American Petroleum Institute and 
Nationa] Lubricating Grease Institute 
for further study. 

One point discussed, but on which 
no recommendation was made, was 
on matter of over-filling cans to as- 
sure customer of getting the amount 
listed on the can. A subcommittee 
reported no state laws required such 
over-filling. 
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OPS Studies Exemption of Small 
Stations from All Price Controls 


WASHINGTON—There is a good 
possibility that small service stations 
may be exempt from all price con- 
trols. 

OPS is making a survey of its di- 
visions in an effort to determine 
“candidates” for decontrol and the 
small service stations—those which 
gross less than $30,000 a year—are 
under consideration. The action, if 
it is decided upon, would include tires, 
batteries and accessories, in addi- 
tion to gasoline and oil. 

The petroleum branch of the agen- 
cy was asked for its opinion and the 
branch said it saw no objections. 

Actually, petroleum branch officials 
don’t think it would be of any real 
significance. As one man put it, 
competition from the larger stations 
and even between the smaller stations 
themselves probably would prevent 
any price increase even though OPS 
allowed it. 

It was his opinion that the de- 
contro] action would only help the iso- 
lated operator who has no competi- 
tion, and he was inclined to think 
that such operators by and large 
have continued to follow their past 
pricing pattern without concerning 
themselves too much with OPS regu- 
lations. 


“Mostly,” he said, “I think the step 
simply would remove regulations that 
don’t have much rea] effect anyway. 
That’s why I gave my approval.” 


Fuel Oil—On another front—fuel 
oil prices—there seemed to be no 
stampede of jobbers to OPS offices 
with filled-out forms 151 which would 
set the stage for possible fuel oil 
price increases, 

Under OPS terms, about 40% of 
the jobbers in a given area must 
fill out the application forms before 
the agency will take any action. Up 
to now, there has not been a rush 
of applications although there are 
some indications that the jobbers 
are willing but that some are hav- 
ing difficulty in providing the records 
OPS wants. 

Here in Washington, for example, 
only “six or eight” jobbers have 
turned in their forms, an official 
said, although it will take at least 
20 to initiate OPS action because 
there are about 50 jobbers in the met- 
ropolitan Washington area. 


Up to Jobbers—The agency figures 
it’s up to the jobbers now if they 
want a price increase on fuel oil. 
No forms, no increase. 

Other price topics this week in- 
cluded these developments: 

The used steel drum industry ad- 
visory committee told OPS that in- 
creased labor, material and freight 
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costs have squeezed profits sharply 
and that they need price relief. 

The agency told them that about 
the only method for getting adjust- 
ments would be under the industry 
earnings standard. 

Can manufacturers, too, were talk- 
ing with OPS about a possible price 
increase and they suggested that the 
industry be allowed an average in- 
dustrywide Capehart Amendment ad- 
justment, plus a pass-through of the 
increased cost of tin plate 

On the West Coast, the petroleum 
advisory committee will meet with 
OPS Sept. 23-24 at Los Angeles 
with the agenda to include crude oil 
price adjustments (given a favor- 
able nod by PAD), “subnormal” re- 
tail gasoline margins, transportation 
cost pass-through, retail gasoline 
price increases to offset the 40-hour 
week at some West Coast service sta- 
tions, and other pricing problems. 

Also, OPS is organizing oil field 
machinery and equipment industry 
advisory committee which will meet 
here Oct. 3 to discuss possible ceil- 
ing price adjustments. 


API Lube Committee Studies 
Power Steering Lubrication 


By NPN Staff Writer 


ATLANTIC CITY—API lubrication 
committee voted Sept. 10 to have a 
panel study the question of the pos- 
sible future need of specifications ‘or 
lubricants for power steering units, 
beginning to appear on some automo- 
biles in the last few months. 

Units are too new to warrant an 
attempt now to frame specifications, 
it was agreed. Question arose over a 
General Motors Division’s recommen- 
dation for lubes by brands for use 
in its steering gear. 

Another GM division’s recommenda- 
tion, embracing API’s new motor oil 
classifications and service designa- 
tions, but spelling out use of SAE 
5W oils, in northern sections of 
country, brought expressions of opin- 
ion that it is up to individual oil 
companies to decide whether they 
will designate their oil to meet the 
GM recommendation. 

Committee itself took no action on 
this question. 

It was informed that new stand- 
ards for 1-qt. cans and 100-Ib. grease 
drums are approaching final formu- 
lation, and that its Joint Containers 
Committee is taking up a study of 
standardization for wax slab cartons. 

The committee will meet next in 
Chicago, Nov. 12 at the Conrad Hil- 
ton Hotel. Subsequent meetings new- 
ly scheduled will be Feb. 15-18 in De- 


troit, at Sheraton-Cadillac, and May 
11-13 in White Sulphur Springs, W. 
Va., at Greenbrier Hotel. 


U. S$. Co-op Wants Iranian Oil 
Set up on Co-operative Basis 
Special to NPN 

KANSAS CITY—Consumers Co- 
operative Assn. “would still like to 
see Iran’s oil industry put on a co- 
operative basis as a copper-riveted 
guarantee that it would be operated 
in the people’s interest,” says edito- 
rial in publication for members. 

“But,” editorial adds, “any con- 
structive move toward settlement is 
better than a policy of letting Iran 
drift gradually into economic chaos 
and Communism.” 

Howard A. Cowden, CCA president 
and general manager, a year ago 
urged setting up a world co-op to 
produce, refine and distribute Iranian 
oil. 


Martinek Calls for Check 
On Evasion of Fuel Taxes 


Special to NPN 

JEFFERSON CITY, Mo.—Organ- 
ized criminals still cover motor fuel 
tax monies and only an alert admin- 
istrator can keep them in check, 
Frank V. Martinek (Standard of In- 
diana), chairman of Central Gasoline 
Tax Evasion Committee, asserted 
Sept. 15 in addressing annual con- 
ference of Northwest Central States 
Gasoline Tax Administrators. 

Mr. Martinek urged administrators 
“to consider ways and means of ap- 
pealing to those who have access to 
tax free motor fuel for accurate, fair 
and honest accountings.” He said he 
was confident that “an appeal to the 
innate honesty of the average citi- 
zen, together with an explanation of 
the reason and logic in assuming his 
full share of the responsibility for 
maintaining our roads, will go a long 
way toward reducing violations of the 
motor fuel tax laws.” 

Educational program will be placed 
in operation later this year, Mr. Mar- 
tinek said. 


OPS Establishes Ceiling on 
2nd Line Low Pressure Tires 


NPN News Bureau 
WASHINGTON—Ceiling price on 
second-line low pressure tires, which 
recently appeared on market, has 
been set at 75% of first line low 
pressure tire price by Office of Price 
Stabilization. 

OPS said this means current price 
on these tires would be lowered by 
about 2.4%. 

Manufacturers are required to 
grant same discounts off list price, 
allowances and special services on 
sales of their second line tires to cus- 
tomer as were granted during 30-day 
period prior to issuance of the Sept. 
11 regulation. 
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New 'Non-Exclusive’ Richfield Lease 
Hikes Dealer Rental, Lowers Prices 


NPN News Bureau 

LOS ANGELES — Richfield Oil 
Corp. last week disclosed terms of 
new agreement forms for “‘lease-out” 
dealer operations. They replace the 
controversial agreement which fig- 
ured in the recent “exclusive dealing” 
case resulting in a judgment against 
the company. 

Richfield reported that the new 
agreements already have been nego- 
tiated with a “substantial” number 
of dealers. The new agreement be- 
comes effective Oct. 1, nearly two 
months ahead of the deadline set by 
the Federal Court for nullifying “ex- 
clusive dealing” arrangements. 

The agreement consists of two 
documents—a service station lease 
and a products agreement. 

Following are features of the new 
arrangement: 


1. Operator is not bound to deal 
exclusively in Richfield products. For- 
merly, “L-O” operators were required 
to handle only Richfield products and 
authorized TBA articles. No mention 
is made of TBA. 


2. Rental rate has been raised 
from 1c per gal. to 2.25c per gal. on 
all motor vehicle fuel delivered to a 
station—whether Richfield or from 
another origin. 

Because it lost the advantage of an 
“exclusive dealing” arrangement, 
Richfield increased the rate to receive 
a “fair value rental,” the company 
asserted. 

However, this increas is offset by 
selling to the dealer Richfield prod- 
ucts at a lower competitive price, a 
representative stated. New whole- 
sale prices were not disclosed. 

“In connection with the new lease, 
the operator is offered products at 
prices that place him in the same 
operating position, from a financial 
standpoint, as he had under the old 
form of lease,” a company repre- 
sentative explained. 

3. Minimum monthly rental pay- 
ments are specified. They are based 
on minimum gallonage experienced 
by the station, the company stated. 

4. A restroom allowance of 0.25c 
per gal. formerly granted to the ma- 
jority of operators is not specified 
in the agreement. However, provi- 
sion was made automatically by re- 
ducing the rental rate from a proj- 
ected 2.5c per gal. to 2.25c per gal., 
a company representative said. Deal- 
er benefits because the allowance 
can’t be withdrawn, he asserted. 

Previously, Richfield required its 
operators to respect specified clean- 
liness standards in restroom mainte- 
nance; but under the federal ruling, 
Richfield cannot compel men to ad- 
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here to any standard, the represent- 
ative said. 

5. Lease prohibits the lessee from 
using the premises for major repair 
or maintenance of automobiles, 
painting of automobiles, overhauling 
of motors, body and fender repair 
work, upholstering, brake relining, 
welding, sale or rental of new or used 
automobiles, trucks or trailers, sale 
of Christmas trees, as a parking lot, 
taxi stand, food stand or restaurant. 

However, wherever an operator has 
been using premises for purposes re- 
stricted by lease, written amendmenis 
permitting that use are executed, the 
representative stated. 

6. Leases bind Richfield for a year, 
but lessees have a seven-day cancel- 
lation privilege. 

Previous “L-O” agreements could 
be cancelled by either party on 24 
hours’ notice. 

Richfield reserves a 30-day cancel- 
lation right if the lessee fails to com- 
ply with basic terms and conditions, 
which include payment of rent, pay- 
ment of license fees and utilities 
charges, designated use of premises, 
maintenance, default and damage to 
property. 

7. Individual leases specify the 
number of hours and days stations 
must be kept open. 


This is based on existing schedules, 
company representative said. 

8. Products agreement designates 
retail prices operator must charge 
for Richfield’s products and reserves 
the right to change them. Under the 
Fair Trade Act, Richfield has 2xer- 
cised this right, the representative 
said. 

9. If the operator quits selling 
Richfield gasolines, Richfield has the 
right to paint out or remove “Rich- 
field” signs and colors. But oper- 
ator is privileged to use property for 
duration of lease by complying with 
terms, representative stated. 

Contracts with Independent dealers, 
as distinguished from “L-O” oper- 
ators, have not been affected, the 
company said. Richfield notified them 
of court’s decree, in conformity with 
the judgment. 


DJ Reaction—Pacific Coast office of 
Antitrust Division stated Sept. 12 it 
cannot express an opinion—either of 
approval or disapproval—about Rich- 
field Oil Corp.’s new lease agreement 
until “it sees what arrangement is 
put into effect.” 

The same office prosecuted the “ex- 
clusive dealing” case against Rich- 
field which resulted in a judgment re- 
quiring Richfield to abandon its ex- 
isting “leased-out” agreements. 

William C. Dixon, head of Pacific 


Coast office, said it had not been ap- 
prised of Richfield’s new lease and 
products agreement forms. 

Whether the Richfield case ends 
with the new agreements or whether 
the government will question them is 
a matter of conjecture. There is 
speculation about Antitrust Division’s 
reaction to that part of Richfield’s 
new agreement which raises rental 
rate (2.25c per gal. against the previ- 
ous ic per gal.) but at same time 
compensates operator for the increase 
by lowering his wholesale costs. Op- 
erators are privileged to carry com- 
petitive products, but they pay the 
new rental rate on all motor ve- 
hicle fuel. From Richfield’s stand- 
point, the new rental rate represents 
a “reasonable rental value”; and the 
lower wholesale cost is an induce- 
ment to the operator to handle Rich- 
field products. If the operator can 
get a better deal from another sup- 
plier, he has the right to handle the 
competitive products. 

Mr. Dixon said there would be no 
reaction until his office has been in- 
formed about the new arrangement. 

Commenting on the broad aspects, 
he said, “Our position is that the 
effect is the important thing. If the 
effect of an arrangement is still ‘ex- 
clusive dealing,’ it violates the judg- 
ment.” 


FTC Rule on ‘Detroit Case’ 
Still Several Weeks Away 


NPN News Bureau 
WASHINGTON—Federal Trade 
Commisczion decision on “Detroit 
case” will not be reached before mid- 
dle of November at earliest, NPN 
was told. 

Two other major cases, neither re- 
lating directly to petroleum, will be 
disposed of before action is taken on 
FTC charges against Standard Oil 
Co. (Indiana) pricing practices in 
Detroit, it was said. 

In addition, it was pointed out that 
newest FTC commissioner, Albert 
Carretta, had said at oral hearing 
July 7 that he would spend at least 
two months or more studying case 
before reaching his decision. 


Delay ‘Shrink-Out’ Findings 
NPN News Bureau 

LOS ANGELES—Pacific Coast of- 
fice of Antitrust Division reported 
last week that it has investigated 
some of “shrink-out” complaints sub- 
mitted by West Coast distributors, 
but that findings will not be dis- 
closed for time being. 

William C. Dixon, Pacific Coast 
antitrust chief, said his office would 
be interested in what develops at 
“shrink-out” hearings before the Sen- 
ate Small Business Committee tenta- 
tively scheduled for October. Any ac- 
tion by the Antitruct Division would 
have to be contingent on legal viola- 
tions, said Mr. Dixon. 
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Materials Outlook for Oil Brightens 
As Steel Mills Shift to High Gear 


WASHINGTON — The materials 
picture has lost most of the dark 
black border which the steel strike 
had put around it. 

PAD materials officials say that 
although there have been delays and 
that some more delays are still ahead, 
the general situation now is much 
better than had been anticipated at 
the end of the steel strike. 


Meanwhile, the Defense Production 
Administration was readying its first 
quarter allotments to its claimant 
agencies, and the unofficial word was 
that PAD would get about 1,322,000 
tons of steel. 

The allotment, which is expected to 
be around 70 to 75% of the third 
quarter, will be in addition to fourth 
quarter “tickets’’ which will be car- 
ried over into the first quarter be- 
cause the holders weren’t able to get 
delivery of goods during the fourth 
quarter. 

PAD seemed reasonably well satis- 
fied with the materials share it got 
from DPA. As one PAD official 
pointed out, the principal delay now 
is not in getting the basic materials 
but in getting the finished product 
from the mills. 

The steel strike caused orders to 
pile up at the mills and although 
those mills are humming at a near- 
record rate now, there still is a delay 
in getting orders filled. 

Since PAD is not inclined to try 
to pressure the mills to jump orders 
ahead of other orders, it is simply a 
matter of buyer waiting his turn on 
the mills’ order book. 


Rapid Recovery — Th: way PAD 
sees it now, there is likely to be a 
rapid catch up during the first quar- 
ter on certain types of steel, such as 
carbon, sheet and strip, so that by 
the middle of the quarter those types 
will be in adequate supply. 

The pinch will continue. however, in 
such materials as heavy plate steel 
and special structural shapes. PAD 
doesn’t think those supplies will be in 
balance anytime during the first 
quarter. 

So, although total ouput of steel 
during the first quarter probably 
will be high enough, there will be 
some types tending toward oversup- 
ply whereas other types will still be 
inadequate to meet regulated require- 
ments, 

“We have hopes now that by April 
1 we'll be out of the woods,” one ma- 
terials official said. 

Component parts, one of the big 
headaches, hasn’t been as severe a 
headache as has been anticipated. Ma- 
terials officials call it “not bad” at 
present and although they say there 
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are some items in short supply, noth- 
ing is “unduly” tight. 


Advance Notice Needed—PAD still 
wishes that marketing people would 
get in the habit of making their needs 
known as far in advance as possible. 
They have found all along that mar- 
keting people tend to wait too long 
to make their requests known and 
this, in turn, makes it difficult for 
PAD to shape up its requirement re- 
quests to DPA. 

PAD points out that it would be to 
the benefit of the marketers— as well 
as easing the strain on PAD—if the 
marketers would make their plans 
known to PAD as far in advance as 
possible. 


Pipe Line Projects—The Petroleum 
Administration for Defense last week 
allocated 205,699 tons of line pipe for 
fourth quarter use for 13 major crude 
oil projects, 10 large products lines 
and a number of smaller projects. 

Total is 66,082 tons below total 


given for third quarter for 10 large 
crude lines, eight large product lines 
and smaller projects. 

Thirteen major crude oil projects, 
estimated to cost $172,975,000, will 
get 97,471 tons for fourth quarter and 
10 large products lines, estimated to 
cost $17,825,000, will get 79,948 tons. 
Remainder, including maintenance 
and repair needs, will get 28,250 tons. 


PAD transportation officials said 
more “tickets” might have been is- 
sued except for fact that steel mill 
order books are already filled. 

Among projects receiving priorities 
assistance for first time are, (descrip- 
tion is followed by name of company 
building line and estimated cost): 

A 960-mi. crude line from Wink, 
Tex., to Norwalk, Calif., with 200,000 
b/d capacity; West Coast Pipe Line 
Co.; $101,128,000. 

A 1,595-mi. products line, with 
initial 300,000 b/d capacity, from 
Port Neches, Tex., to Newark, N. J.; 
United States Pipe Line Co.; $141,- 
091,000. 

A 196-mi. products line, with 96,000 
b/d capacity, from Port Arthur, Tex., 
to Baton Rouge, La., (connecting 





Defense Orders for the Oil Industry 


(Issued September 9-15, inclusive) 

This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation. 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oil upon issuance. 
Minimum charge for single copies, $1.90, 
postage paid. One year’s service, $100. Less 
than one year’s service pro rata plus $5.00 
for handling 

CODE: NPA—National Production Author- 
ity; ESA Economic Stabilizatior Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA- 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization. 


List of Orders 


NPA—National Production Authority 

CMP Reg. 1, Amdt, 6—Basic rules of CMP 

DSM-1, as amended—Scarce Materials 

M-25, Dir. 5—Cans made from emergency 
tin plate purchases. 

NPA Reg. 1, as amended—Inventory control 

M-24, as amended—Tin plate and terne 
plate. 

OPS—Office of Price Stabilization 

GOR 2, Rev. 1, Amdt. 1—Sales to the U. S 

GCPR, SR 118—New replacement second 
line tires. 

CPR 22, Amdt. 55—Manufacturers’ general 
ceiling prices for chemicals. 
SSB—ASalary Stabilization Board 

GSSR 1, Int. 4, Rev.—10% 
salaries. 

GSSR 1, Int. 6, Rev.—Workweek compensa- 
tion. 

WSB—Wage Stabilization Board 

GWR 5, Int.—Merit and length-of-service 

increases, 


What Orders Do 
National Production Authority 


CONTROLLED MATERIAL ORDERS — 
Amdt. 6 to CMP Reg. 1—Provides for pro- 


increase in 


gram identification of authorized controlled 
material orders dealing with steel, aluminum 
and copper. 

SCARCE MATERIALS—DSM-1, as amended 

Withdraws certain materials from the scarce 
material list (List A) and designates these 
materials in List B. 

TIN CANS—Dir. 5 to M-25—Permits un- 
restricted manufacture and use of cans and 
parts of cans made from tin plate which was 
ordered as a result of the recent work stop- 
page in the steel industry because more suit- 
able tin plate was not available. 

INVENTORY CONTROL—NPA Reg. 1, as 
amended—Deletes certain items from Table 
1A (under Chemicals, Metals, and Minerals) 
1B, and Table Il. 

TIN PLATE AND TERNE PLATE-—M-24 
as amended—Deletes Schedule B and revises 
Schedule A and sections 1, 3, 4, 5, 6, and § 


Office of Price Stabilization 


SALES TO THE U. S.—Amdt. 1 to GOR 1 
Rev. 1—Effective Sept. 2, this action suspends 
until Oct. 15, certain recent requirements that 
ceiling prices be stated by defense contractors 
and subcontractors in cennection with sales 
under govt, contracts 

SECOND LINE LOW PRESSURE TIRES 
SR 118 of GCPR—Establishes ceiling list prices 
for second line low pressure tires at 75% of 
the ceiling prices for the first line equivalent 
of the same tires. 

CHEMICALS—Amadt. 55 to CPR 22-—Simpli- 
fies requirements for reporting ceilings on cer- 
tain new chemical specialties for manufac- 
turers. 


Salary Stabilization Board 


COST-OF-LIVING INCREASES—Int. 4, Rev 
of GSSR 1—Changes the ‘‘charge-off’’ of cost- 
of-living increases granted on or after 1/15/51, 
and provides appropriate section references 

WORKWEEK COMPENSATION — Int. 6, 
Rev., of GSSR 1—Makes proper adjustments 
in references, and amends paragraph 13, ad- 
ding a new paragraph 14 


Wage Stabilization Board 


MERIT AND LENGTH-OF-SERVICE—Int 
to GWR 5—Clarifies how to determine bona 
fide merit and length of service increases 
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Porcelain Enamel 





means business 





Get the full facts now 














Colorful, maintenance-free ERIE Porcelain Enamel 
service stations have proved to be gallonage-builders. 
ERIE Porcelain Enamel is the standard of top 
quality. Erie supplies all necessary engineering . . . 
field supervision of construction . . . manufacture 
and erection of porcelain enamel. For remodeling, 
ERIE Porcelain Enamel can supply a complete “face 
lifting’’ and have you back in business in as little 
as three weeks! Erie will handle the complete job in 
most areas including all sub-contracting! Every Erie 
job carries a written guarantee. WRITE FOR IN- 
FORMATION OR QUOTATIONS. 





Me ENAMELING COMPANY 


1404 W. 20TH ST., ERIE, PENNA. 






ENGINEERS * MANUFACTURERS * ERECTORS 


Architectural Porcelain Enamel 
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with the Plantation Pipe Line); 
Texas Pipe Line Co.; $12,900,000. 

A 90-mi. products line, with 110,- 
000 b/d capacity, from refineries in 
Philadelphia area to New York Har- 
bor; Sinclair Pipe Line Co.; $8,911,- 
000. 

A 74-mi. products line, 80,000 b/d 
capacity, from Linden, N. J., to 
Rochester and Syracuse, N. Y., via 
Allentown, Pa., and other interme- 
diate points; Buckeye Pipe Line Co.; 
$24,000,000. 

A 54-mi. products line, 8,000 b/d 
increase in capacity, 8” loops between 
Goldsmith and Borger, Tex. and 50- 
mi. 8” from Spraberry gasoline plant 
to Goldsmith; Phillips Petroleum Co.; 
$3,000,000. 

A 316-mi. products line, 40,000 b/d, 
from Sugar Creek, Mo., to Dubuque, 
Ia.; Standard Oil Co. (Indiana); $10,- 
430,000. 


A 14-mi. products line, 5,000 b/d, 
from Plymouth-Benedum plant to 
Spraberry plant in West Tex.; Phil- 
lips Petroleum Co.; $1,015,000. 

A 329-mi. products line, 17,000 b/d, 
of 8” loops between Salt Lake City, 
Utah, and Boise, Idaho; Salt Lake 
Pipe Line Co.; $8,000,000. 

A 145-mi. products line, 9,000 b/d, 
from Ardmore, Okla., to Drumright, 
Okla.; Bell Oil & Gas Co.; $3,270,000. 

A 230-mi. products line, 12,000 b/d, 
from Mount Vernon, Ind., to Peru, 
Ind.; Indiana Farm Bureau Assn., 
Inc.; $5,208,000. 


Also, PAD said, plans by Standard 
Oil Co. (Indiana) for new large-size 
products pipe line from Whiting, Ind., 
to River Rouge, Mich., had been ap- 
proved and would get allotments for 
first and second quarter 1953. Esti- 
mated cost of 243-mi., 49,000 b/d line 
is $11,545,000. 


Rule ‘X’ Dies to Ease 
Building by Independents 


WASHINGTON—Jobbers and ser- 
vice station operators who have had 
financing difficulties in trying to 
build new stations under Regulation 
X got relief this week when the gov- 
ernment removed the regulation. 

The suspension action frees all 
types of commercial construction as 
well as home building from emergen- 
cy credit controls, Thus, it will be 
easier to finance service stations, bulk 
plants, warehouses, offices, terminals 
or any other commercial oil facility. 


Now the down payment for such 
construction, which was 50% under 
Regulation X, will be what the lender 
requires and will also be governed by 
state and local restrictions on lending 
institutions. Generally speaking, the 
minimum down payment now will be 
around 30%. 


Not long ago the National Oil Job- 
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bers Council said service station con- 
struction was being sharply curtailed 
because of Regulation X, and the 
council pointed out that the Independ- 
ents were hurt the most because in- 
tegrated companies generally were 
not hampered by capital problems. 

Otis H. Ellis, NOJC counsel, said 
this was unfair to the Independents 
because it curtailed their expansion 
and thereby curtailed their competi- 
tion with the larger companies, 

He said that because of increasing 
costs and taxes, Independents were 
hard pressed to accumulate enough 
capital to finance expansion projects 


under the restrictions of Regulation 
X. 


Death 


Harold J. Buck, 52, general sales 
manager, American Liberty Oil Co., 
and chairman of the board of Na- 
tional Asphalt Institute, died in Dal- 
las Sept. 15. He had been with 
American Liberty for 10 years. 


New Ruling Eases Ban 
N. J. Station ‘Premiums’ 


TRENTON, N. J.—Gifts of “small 
value” bearing trademark, trade name, 
or name and address of supplier or 
dealer may be made to customers at 
service stations under a new inter- 
pretation of New Jersey’s Motor Fuel 
Sales Act. 

In interpretation issued last June 
by Armand J. Salmon, Jr., state su- 
pervisor, dealers were prohibited 
from giving gifts of any nature un- 
der any condition. 

Act prohibits granting of allow- 
ances or benefits directly or indirectly 
which permits motorists to obtain 
motor fuel below posted price. 


Shell Sells Fuel Antifreeze 
NPN News Bureau 
NEW YORK~—Shell Oil will begin 
marketing this fall a fuel system 
antifreeze under its own brand name. 
Product will be sold for prevention of 
ice and moisture formation only, with 
no collateral claims of solvent or lu- 
-bricant qualities. Metal container de- 
parts from traditional Shell practice 
by using predominant base color of 
green with red and yellow lettering. 


Barge Building at Standstill 


WASHINGTON — Building of oil 
and dry cargo barges is at a virtual 
standstill because of the lack of steel, 
shipbuilders have told the National 
Production Authority. 

NPA said it would appoint a task 
force to get full information on the 
problem and would seek to expedite 
materials needed for repairs. 
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Ardmore Power Reels boost gallonage because they combine supe- 
rior performance and trouble-free dependability with exactly the 
right type and size of reel for.each of your trucks. Thousands of 
Oil Men have discovered what a difference this makes. 


Ardmore builds 38 standard models, plus a wide range of special 
reels for industry and the Armed Forces. Ardmore Reels are safe, 
powerful, and economical. Explosion-proof, Underwriters '-Ap- 
proved Motor of exclusive design consumes only 75 amps. Smooth, 
dependable, gear-to-gear drive assures positive power transmission. 
Needle bearings reduce friction. Removable hose adapters provide 
easy connections to 1, 1%", or 1 V2" hose. 


Power Kits are available to convert Ardmore hand reels into power 
reels. Catalog on request. 


Phone or write your Ardmore Distributor today — he can help you 
turn delivery problems into profits. 
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11 Tank Truckers Get ICC Nod in Pacific Northwest 


Interstate Commerce Commission 
has granted 11 tank truck carriers 
additional operating authority in the 
Pacific Northwest area served by 
Standard Oil of California pipe line. 

ICC granted common carrier cer- 
tificates authorizing transportation 
of petroleum products from points in 
Idaho within five miles of Fruitland 














~sctet SAFER 
FUELING 





to points in Idaho, Oregon and Wash- 
ington, over irregular routes. 

ICC said applicants had been op- 
erating side by side in respect of 
traffic moving out of Columbia River 
barge terminals. They were faced 
with loss of substantial traffic 
through no fault of their own, it said, 
as result of change in source of prod- 
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let. Call your Tokheim man, or write factory for literature. 
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ucts they had been supplying to their 
customers. Commission said new 
sources of supply were outlets of new 
Standard pipe line between Salt Lake 
City, and East Pasco, Wash. 

Carriers granted authority were: 
Howard R. Williams, Inc., Portland, 
Oreg.; Joe Bookshnis, Portland; As- 
bury Transportation Co., Los Angeles; 
Blue Line Transportation Co., Inc., 
North Portland, Oreg.; Petroleum 
Transportation Co., Seattle, Wash.; 
Silver Eagle Co., Portland; Inland 
Petroleum Transportation Co., Seat- 
tle; Pacific Transport, Inc., Bellevue, 
Wash.; Lee & Eastes, Inc., Seattle; 
Pacific Inland Transport, Ltd., Port- 
land; and James J. Williams, Inc., 
Spokane, Wash. 


ICC Dismissed a Complaint brought 
by Western Pennsylvania Refiners 
Traffic Assn. and six oil refiners 
against Baltimore & Ohio and other 
railroads. ICC found “applicable and 
not shown unreasonable” rates 
charged on oils and greases, in tank 
car loads, shipped since Jan. 15, 1950, 
and in package carloads, shipped 
since June 15, 1950, from origins in 
New York, Pennsylvania and West 
Virginia to destinations in Arkansas, 
Colorado, Florida, Idaho, Louisiana, 
Missouri, New Mexico, Oklahoma, 
Texas and Utah. 


1CC said complainants had been 
accorded voluntary reductions by rail- 
roads of 6l1c per 100 lbs. below what 
railroads were authorized to publish 
under authority granted in ICC’s gen- 
eral rate increase proceedings. 

Complainant refiners were: Free- 
dom-Valvoline Oil, Kendall Refining, 
Pennzoil, Quaker State, Sonneborn & 
Sons, Inc., and United Refining. 


Tank Car Recording—Acting Sec- 
retary George W. Laird of ICC, in a 
letter to Warren Petroleum Corp., 
last week asked for views of inter- 
ested persons on the question of 
whether Interstate Commerce Act 
“contemplates the recording with the 
commission of equipment trusts on 
equipment operated on _ railroads 
where others than railroads are the 
lessees or obligors.” Mr. Laird said 
views should be submitted in writing 
on or before Sept. 25. 


Trailer Rules Eased—National Pro- 
duction Authority has _ informed 
truck-trailer manufacturers that unit 
controls over their production prob- 
ably will be discontinued in the first 
quarter of 1953. Permitted output 
now is 16,000 units per quarter. 


Tanker Construction — Fifty-seven 
new tankers, most of them 25,000 
deadweight tons and over, are now 
under construction or on order in 
American shipyards, National Ship- 
ping Authority, Maritime Adminis- 
tration, reports. More than half of 
the ships are expected to be regis- 
tered under the American flag. 
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OIIC to Present Newspaper 
Reaction to ‘Cartel’ Case 


NEW YORK—Reaction of the na- 
tion’s press to the government’s “oil 
cartel” action is going to get further 
readership through the Oil Industry 
Information Committee. 

OIIC will distribute reprints of a 
sizable collection of clippings repre- 
senting a cross-section of newspaper 
and magazine editors’ opinions. 

These are predominately favorable 
to the industry. Most of them assail 
the government action as designed to 
gain votes at the polls in November, 
and ill-advised from national security 
and economic standpoints. 


FTC Action Cited as Possible 
Commercial Accounts Solution 


HARRISBURG, Pa.—tThe idea that 
the problem of commercial accounts, 
as between suppliers and jobbers, 
might be solved by Federal Trade 
Commission inquiry persists in Penn- 
sylvania Petroleum Assn., it is indi- 
cated by an editorial in September 
issue of the association’s magazine. 

At the same time, the editorial finds 
it “assuring, in spite of growing 
provocation,” that NOJC decided in 
its summer meeting to continue try- 
ing within the industry for a “better 
balance” in commercial accounts. Said 
the editorial: 

“Some people feel that there can 
be no permanent solution until we 
call in the federal government. 
There’s altogether too much concern 
by the federal government in the op- 
erations of the oil industry without 
giving any government agency a di- 
rect excuse such as this would offer. 
It might appear that an investigation 
by the Federal Trade Commission, for 
instance, followed in due time by an 
order, would be the ideal solution. 
We feel, however, that all concerned 
should take a long ‘look-see’ before 
‘leaping’.”’ 


Tank Truck Safety Record 
Cited by APIC Bulletin 


NEW YORK-—Safety records re- 
fute the hysteria and fear sometimes 
associated with petroleum tank 
trucks, American Petroleum Indus- 
tries Committee’s current Tax Eco- 
nomics Bulletin declares. 

The bulletin cites three national 
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safety awards won in 1950 by a trucks or one truck must make sev- 
Midwestern petroleum transporter eral trips to deliver the same vol- 
who operated a fleet of more than ume of fuel. Extra loading and un- 
100 trucks for total of 8,800,000 in- loading also increase the chance of 
jury-free miles. It also points out human carelessness, 
that tank truck operators won 11 of 
18 highway safety awards presented Records show burning spilled fuel 
in one year by National Safety Coun- rather than possibility of explosion 
cil. constitutes the hazard, but the cargo 
size is not as important as the loca- 
Restrictions on tank truck loads tion and cause or type of accident, 
increase rather than reduce _ the report states. Insurance rates are 
possibility of accidents because small- same whether truck carries 3,000 
er loads necessitate using more gals. or twice that amount. 
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First National Meeting of Oil Women 
Maps Expansion, Elects Officers 


HOUSTON — More than 1,000 oil 
women from 18 states and Canada 
met here Sept. 12-13 at the Shamrock 
Hotel for the first national convention 
of the Association of Desk and Der- 
rick Clubs of North America. 


The association heard talks by 
Russell B. Brown, general counsel of 
the Independent Petroleum Assn. of 
America, and Walter S. Hallanan, 
chairman of the National Petroleum 
Council, and the group was officially 
recognized by the industry when it 
was presented with a Certificate of 
Appreciation from the American Pe- 
troleum Institute. 


Plans were made to increase the 
size and activity of the association, 
whose purpose is to provide better in- 
formed women for jobs in the oil in- 
dustry. Although the association has 
received requests for membership 
from many other countries, it decided 
not to become international in scope 
at the present time. 


The group also: elected officers and 
regional directors for 1953; set dates 
for next year’s regional meetings; 
held panel discussions to establish 
definite rules on club business and 
activities; and voted Denver, Colo. as 
the scene of the 1953 annual conven- 
tion. 

Speaking before the banquet, Wal- 
ter Hallanan called on the oil women 
to help the industry in its “constant 
fight” against federal control, and 
predicted that the association would 
become “one of the most important 
of all the markers established by the 
industry since 1859.” 


“You have enlisted in an industry 
that can only grow larger,” he said, 
estimating that the next 20 to 25 
years would more than “double the 
demand for oil.” In the face of a 
world conflict, he continued, “Amer- 
ican Oil reserves stand as our Gibral- 
ter of Defense. Joe Stalin and the 
other leaders of the Kremlin, fear 
those reserves and the ability of the 
American Oil industry to produce and 
process them, more than they fear the 
atom and hydrogen bombs. They 
know that without oil, those bombs 
could never be dropped upon their 
country.” 

Mr. Brown, in his talk before a 
noon luncheon, compared the industry 
of today with that of 75 years ago 
and declared that the industry now 
“provides a great field for the career 
professional woman.” 


Presents Certificate—W. N. Finne- 
gan, Jr., Humble Oil, presented, on 
behalf of the American Petroleum In- 
stitute and the Oil Industry Informa- 
tion Committee, a “Certificate of Ap- 
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preciation,” to the association. Mrs. 
Lee Wilson Hoover, club president, 
accepted the scroll. 

Other speakers included Mrs. 
Hoover and Mrs. Inez Awty Shaeffer, 
founder of the first Desk and Derrick 
Club in New Orleans in 1949. Mrs. 
Shaeffer called on the women to give 
better service to the industry through 
education. 

Delegates from 44 of the 45 Desk 
and Derrick Clubs were present for 
the two-day convention. 

The new officers will take office 
January, 1953. They include Miss 
Margaret Neff, Dixie Geological Serv- 
ice, Jackson, Miss., president; Miss 
Irene Stimson, Panhandle Producing 
Co., San Antonio, first vice president; 
Miss Anne Curren, Ohio Oil Co., Tul- 
sa, second vice president; Mrs. Fran- 
ces Crawford, of Bruini, Everette, 
Gantham and Quin, Vicksburg, Miss., 
secretary; and Mrs. Lamont Tofte, 
Texas Seismograph Co., Wichita Falls, 
Texas, treasurer. 

Regional directors are: Miss Carol 
L. Eberhart, Texaco, New York; Miss 
Maxine R. Hacke, Warren Petroleum, 
Tulsa; Mrs. Lillian Tucker, Pan Amer- 
ican Production Co., Shreveport, La.; 
Mrs. Ruth Palmer, Rocky Mountain 
Oil and Gas Assn., Casper, Wyo.; Mrs. 
Florence Hopkins, United Geophysical 
Co., Pasadena; Miss Doris Whiteside, 
Texas Mid-Continent Oil and Gas 
Assn., Dallas; and Miss Eleanor 
Crockett, Royalite Oil Co., Ltd., Cal- 
gary, Alberta, Canada. 


Comments From Readers 


FROM: C, D. Baucom 
Director 
Gasoline and Oil 
Inspection Division 
North Carolina Department 
of Agriculture 
Raleigh, N. C. 


During the last session of the legis- 
lature of this state, an attempt was 
made to control the labeling and sale 
of re-refined oil, which in fact was 
oil which had been used previously. 


One of the chief problems which 
confronted us at that time was a 
definition for “re-refined oil,” and I 
would be pleased to have you or some 
of your readers give me both a tech- 
nical and legal definition of the term 
“re-refined oil” so that such oil may 
be isolated from other oils and identi- 
fied as being different from other oils. 
(Mr. Baucom’s inquiry was shown by 
NPN to Pennsylvania Grade Crude 
Oil Assn. Following is that group’s 
letter reply to Mr. Baucom — Ed. 
Note.) 





FROM: Donald C. O’Hara 
Pennsylvania Grade Crude Oil Assn. 
Washington, D. C. 


I have had several occasions to deal 
with this question, because I have 
represented the Pennsylvania Grade 
Crude Oil Assn. in proceedings before 
the Federal Trade Commission and 
in the courts involving the misrep- 
resentation of motor oils. 


Your question is a difficult one to 
answer because it is a combination 
of two questions. You asked for “a 
technical and legal definition of the 
term ‘re-refined oil’’” and also “so 
that such oil may be isolated from 
other oils and identified as being dif- 
ferent from other oils.” I do not think 
the definition presents any problem, 
either from a technical or a legal 
standpoint. In all of the proceedings 
with which I am familiar, the words 
“re-refined,” “reprocessed,” and “re- 
claimed” have been given the same 
meaning; i.e. oil that has been pre- 
viously used. You refer in your let- 
ter to “oil which had been used pre- 
viously.” I have never found that 
either the courts or the Fede/‘al Trade 
Commission have required any other 
proof except that of previous use of 
the oil, or a portion of it. 


The second part of your question, 
however, the identification of such 
oils, is en extremely difficult technical 
question. There are several tests 
which indicate the presence of used 
oil. But as far as I know, none of 
them has achieved sufficient scientific 
standing to be accepted in a court 
proceeding. Therefore, it is always 
necessary to establish the use of re- 
refined oil by other evidence. It is 
usually possible to establish a prima 
facie case. by obtaining evidence that 
the defendant is in the habit of pur- 
chasing large quantities of crankcase 
drainings. 


However, since most reclaimers 
make a practice of blending some 
new oil with reclaimed oil, it is al- 
most impossible, in a criminal pro- 
ceeding, to prove that any particular 
sample of oil contained previously 
used oil. In a civil proceeding, how- 
ever, it may be possible to establish 
this evidence by inspection of the de- 
fendant’s records. 


There is a federal manufacturers 
excise tax of 6c per gal., which must 
be paid by the manufacturers of lub- 
ricating oil. At the present time the 
Bureau of Internal Revenue has ex- 
empted reclaimers of previously used 
oil on the ground that they are not 
manufacturers within the meaning of 
the Act. Thus, if you have any way 
of determining whether or not the 
defendant has paid all of the federal 
excise tax, you can readily determine 
what percentage of his output is re- 
claimed oil. 
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ls FTC Stupid, Or Is This Political Chicanery? 


It is hard to figure out sometimes just how some of 
these great minds, high-up in the New Deal-Fair Deal 
realm of economics, work. 

Are these minds really as ignorant and stupid as 
they often seem to a lowbrow on the outside of the 
magic circle, or are their owners so impressed with 
their own high standing and infallibility that they think 
their pontifical condemnation will sweep away all facts 
that may be contrary to their pet uplifting theories? 

One’s first thought is to give up figuring, yet one 
musn’t do that, because these “great minds” are in the 
seat of government and are influencing the directives, 
orders, legislation and court decrees that today are more 
and more governing our daily living. 

This comment on their stupidity or their desire to mis- 
lead the oil industry and the public in the interest of 
the 20-year “deal’’ of harassment of the oil industry, 
is prompted by a couple of pages in the recently issued 
report on “The International Petroleum Cartel’ made 
up by the staff of the Federal Trade Commission and 
duly issued by that body. 

In this report, the Commission's staff discusses how 
the major international oil companies for many years 
have used the Mexican Gulf Coast cargo prices as re- 
ported by Platt’s Oilgram Price Service (of this publi- 
cation’s family), as the basis of sales and contracts, 
just as many majors and Independent companies in 
this country have used Oilgram’s domestic barge and 
tank car prices. 

In last week’s NPN, we said that these “economic 
experts,” and the Commission also to the extent it is 
responsible for the report, deliberately falsified (lied 
is a better word now that the presidential campaign 
is getting rougher) by saying that Platt’s Oilgram Price 
Service reports only “samples” of prices it may find 
in the oil markets. Quite the contrary, we check every 
day every seller and probable seller we can locate, and 
not a “one company sample” as the Commission's “ex- 
perts” say—a fact that the “experts” could easily have 
learned by any fair check of the market, our customers, 
or by asking the publishers, who, under normal law— 
not the “new deal” brand of course—are presumed to 
be innocent until actually proven guilty and that by 
honest evidence and not by professorial theory of some 
kind. 

Last week NPN also pointed out that while the Fed- 
eral Trade Commission was created to establish and en- 
force standards of better business practices, it made 
these utterly false and libelous statements about Platt’s 
Oilgram Price Service without contacting the publisher 
to get the facts and to give the publisher his day in 
court, this despite the fact the Commission took some 
three years to complete the “investigation.” This obvi- 
ously is not setting a very noble example of honor and 
fair play and common honesty to the business world 
that the Commission is supposed to be leading into bet- 
ter paths. 


This week we discuss another subject in the same re- 
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port, one which may not be the result of just plain down- 
right falsifying, but could represent the height of ig- 
norance and stupidity. Of course, it is hard to believe 
that men who reach the professorial heights of these 
FTC people, are so dumb. Yet, if you reject the dumb- 
ness premise, then you are forced to the premise that 
these economic experts are knowingly trying to mis- 
lead the public and to damage the standing of the 
Oilgram Price Service. 

Consider the FTC comments on “the adequacy and 
representativeness” of our price gathering and publish- 
ing methods and the necessary definitions and methods 
of procedure; 

This FTC report notes the definitions printed on the 
masthead of the first page of every Oilgram that de- 
scribe the prices Oilgram reports and list the type of 
prices Oilgram does not report in its market price ta- 
bles for perfectly good and legitimate business and legal 
reasons. Prices Jeft out of the price tables are those 
contained in contracts or at a discount off a price to 
be published in the future and “at market date of ship- 
ment”; also prices to brokers and to other refiners. How- 
ever, what the supposed-to-be-truthful FTC “experts” 
do not say is that such information, so far as possible 
and so far as it may be obtained and be of interest to 
the trade, is printed in the market leads, the news 
stories, that run with the price tables every day. 


“For the most part,” says the report, “only one 
company appears to have quoted the low and the high 
at Texas Gulf Coast points—with no _ indication 
whether or not the prices of a particular company 
are consistently used as the low or the high over a 
long period of time.” 


Why the FIC’s great experts should suggest that 
Oilgram svicks to one company and ignores prices of 
other companies, especially in one Of the several score 
markets Oilgram reports, is beyond us. There are times, 
of course, when there is one oil company at the high 
and another at the low, and then there are times 
when there are quite a number, as in any other market. 
This sounds like a pretty dirty and uncalled for and 
wholly untruthful backhand slam at Oilgram, a type of 
falsifying by implication that such a highly moral—at 
least in its basic law—outfit like the FTC is not sup- 
posed to indulge in. Are its morals so high that it will 
prosecute itself for the falsifying ? 

Say the FTC “experts”— 

“These characteristics of Platt’s price quotations 
raise serious questions as to their representative 
quality and reliability as a barometer of price fluc- 
tuations and market conditions. In general, the bulk 
of international trade in petroleum products, includ- 
ing United States exports, moves under long-term 
contracts (and mostly between majors and their own 
or each other’s foreign subsidiaries). Yet these trans- 
actions are not covered by Platt’s quotations. Likewise 
Platt’s does not cover long-term contracts in the do- 
mestic markets, or discount or premium prices, or 
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long-term transactions and exchanges between ma- 
jor refiners or intracorporate transfers between sub- 
sidiaries. 

“What Platt’s quotations actually do cover is a 
relatively thin market, limited to transactions be- 
tween major or independent suppliers on the one 
hand and independent United States marketers, for- 
eign refiners, and importers (not affiliated with any 
of the majors) on the other. Moreover, during pe- 
riods of shortage the quotations become even less 
representative by recording only what some sellers 
would charge IF trade conditions were different. 
Though they probably account for but a minute por- 
tion of all refined products moving out of United 
States Gulf coast ports, these quotations are used to 
establish the “base price” on which price levels all 
over the world are based. Indeed, because of Platt’s 
practice of sampling in most instances only one com- 
pany for price quotations, a single company (prob- 
ably one of the internationally dominant majors) 
may, by setting the ‘“‘base price’, determine the do- 
mestic and world price for refined products.” 


Again may the Oilgram say most emphatically and 
specifically that the FTC anJ its “staff” of “experts” 
are either maliciously and knowingly telling a down- 
right falsehood or they are guilty of simply stupendous 
ignorance and stupidity. If these “experts” and their 
masters are suffering from the latter, they could easily 
have dispelled the ignorance, if they wanted the truth, 
by reasonable inquiry in the trade and, if they chose 
to so demean themselves, by inquiry of the publishers 
whom they so roundly condemn without giving the pub- 
lishers their just “day in court’, let alone even a minute 
in court. 

Furthermore, the way the FT'C states Oilgram’s neces- 
sary definitions of its quotations, is obviously for the 
purpose of casting opprobrium when the fact is that any 
outfit that is supposed to be for honor and honesty in 
business relations such as the FTC, should commend 
Oilgram for being the only oil price reporting medium 
that so accurately and fully and so unmistakably de- 
fines the prices and the sources of those prices. 


Would the great FTC have Oilgram give fewer speci- 
fications and thus give less truth to the industry ? 


We have often wondered if that is not a practice of 
the FTC when it wishes to “make a case” in behalf of 
some of its pet theories ? 

As to the thinness of the market. We have long re- 
ported this fact, even from way back when “Group 3”— 
in the Mid-Continent—shrank from several hundred sales 
a day of a few cars to a trainload daily to barely a hand- 
ful of sales in a day and even none at all. This was a 
gradual and natural change because the industry turned, 
for perfectly sound business reasons, from each mar- 
keter selling under his own personal brand of gasoline 
to selling under a major or a group brand which was 
made widely known by regional and finally national ad- 
vertising. This fact we have reported time and again 
as the change took place. It is a fact over which we 
have no control. 

In the Gulf Coast cargo market the thinness also is 
due as everyone in the trade well knows to the fact 
that—because of the large investment required, the large 
sales organization needed, and the large refineries one 
must have to supply a company’s domestic needs as well 
as its foreign needs—only a few companies have seen 
fit to enter the foreign markets and the general export 
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trade. Maybe all refiners should be condemned for not 
doing so, if only to please the “experts” of the FTC, 
but however that may be, it can hardly be said that it 
is the fault of the Oilgram. 

The FTC “experts” also are critical of Oilgram’s print- 
ing prices posted by companies to cover transactions to 
their regular customers and to their marketing subsid- 
iaries when because of shortage of supplies, they cannot 
sell to all comers or to other than their regular cus- 
tomers? 

Well, what is wrong with that? 

What we print is the truth. 

The sales to these regular customers are just as legiti- 
mate and legal as to their irregular customers. The sales 
are of interest and of value to the trade and the trade 
seems perfectly willing to accept that information on 
those sales as on sales to irregular customers, and even 
to do business on it. There is no other information to 
be had on the subject so what should a price reporting 
medium do? Ignore all information ahout a market just 
because there may not be quite the information available 
that the FTC staff of “experts” thinks there should be? 

Neville Chamberlain, when Prime Minister of England 
at the start of the last war, was reported by the news- 
papers as always carrying an umbrella on his travels. 
Had the day come when Chamberlain forgot his um- 
brella should the newspapers have kept entirely silent 
about Chamberlain and his missing umbrella and said 
not a word about him, where he was going and what 
he did? 

It is such arbitrary, arrogant, nonsensical thinking and 
talking by these Washington bureaucrats, particularly 
those that have come on the payroll since the start of 
the New Deal, that make at least some Americans dis- 
trust them as little would-be dictators. 

It also helps to make “the mess at Washington” that 
two eminent gentlemen are now talking about in their 
travels for the presidency. 


We have more to say about this untruthful, unfair and 
libelous report of the Federal Trade Commission but for 
lack of room we will postpone it until next week. 

Oilgram’s part in th‘s report is being discussed in full 
in plain justice to ourselves, for, if we don’t do it, it is 
certain that the FTC and the New-Raw-Deal boys never 
will. Also, as we said last week, if the job that the FTC 
people have done on Oilgran: is any fair indication of 
the job done on the rest of the industry in the other 370 
some pages of the report, no fair minded citizen is jus- 
tified in giving any credence whatever to any state- 
ments made in the rest of the report until he has had 
the statements carefully and expertly checked against 
the facts—a herculean job, we admit, but the herculean 
proportions of it, we suggest, were undoubtedly appre- 
ciated by the FTC boys when they wrote the report. 

In fact, one may wonder whether these “experts’”’ 
are not counting on the inability of the public to make 
such a check? 





Editorials are written to stimulate discussion, 
because it is only through discussion that a na- 
tion, an industry or a company can arrive at 
sound decisions. NATIONAL PETROLEUM NEWS al- 
ways welcomes comments on its editorials. 


Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio. 
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ATLANTIC COAST 


Tank Truck Industry Growing Fast 
In Both Numbers and Responsibility 


By Raymond E. Bjorkback, Eastern Editor 


Hardly anyone 

could escape the 

conclusion that the tank truck in- 

dustry has come of age who heard 

S. F. Niness review that activity’s 

post-war development at the Sept. 

10-12 meeting of the National Pe- 
troleum Assn. in Atlantic City. 


Mr. Niness, president of Leaman 
Transportation Co. and Chemical 
Tank Lines, brought out clearly that 
the tank truck industry hasn't just 
experienced phenomenal physical 
growth, in the last 10 years or so. 

As he put it, his industry has, in 
addition, attained a willingness and 
ability to meet its responsibilities 
as an integral part of the industry 
which it serves.” 

Summed up as it was by Mr. Niness, 
the extent to which its feeling for 
co-operation with various groups in 
the oil industry has developed may 
surprise many, because it’s so easy 
to take something like that for 
granted, or run into only a little part 
of it. 

But first, a look at the growth 
figures for over-the-road tank trucks, 
private and for-hire. 

In 1951, there were just 4,300, on 
the basis of an incomplete survey. 
By 1943, there were 14,935; by 1945, 
fully 18,417, as shown by progressive- 
ly more reliable surveys. And by 
1951, the total had reached 23,153. 

Proportionately, the greatest 
growth has been in for-hire trucks. 
In 1943, there was a 50-50 stand- 
off as between the private and for- 
hire trucks. Then the for-hire be- 
gan pulling ahead in 1945, represent- 
ing 50.4% of the tank trucks in use. 
By 1951, their percentage was 58.2. 

In carrying capgcity—as might be 
expected—the ffof-hire truck has 
pulled ahead even faster. The ratio 
in 1945 was 43.4% private trucks 
to 56.6% for-hire. In 1951. it was 
39.6% to 60.4%, respectively. 

By the end of World War II, for- 
hire trucking was in long pants. It 
had a national association, National 
Tank Truck Carriers, Inc., and, in 
Mr. Niness’ words, a few of its lead- 
ers were recognizing that it would 
have to discharge some responsibili- 
ties with respect to the oil industry 
if it was to maintain its relative posi- 
tion in petroleum transportation. 
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Now it is represented on the API's 
Transportation Committee and cor- 
relating its efforts with API's Central 
Automotive Committee. 

It is represented, too, on the Na- 
tional Petroleum Council, and has 
membership in the National Fire Pro- 
tection Assn., which extends to serv- 
ice on the association’s Flammable 
Liquids Committee. 

Further, it has established liaison 
with the National Truck Tank and 
Trailer Tank Institute in working 
out problems relating to tank trailer 
manufacturing and Interstate Com- 
merce Commission specifications. 

The petroleum industry’s rapid ex- 
pansion in the chemical field has 
the for-hire operators handling today 
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more than 300 commodities aside 
from petroleum and its principal prod- 
ucts. 

Many new problems have arisen 
from this activity, particularly in de- 
sign and specifications of tank trail- 
er equipment. Accordingly, NTTC has 
an engineering committee, established 
at the invitation of ICC, to review 
constantly and make recommenda- 
tions on changes in design and speci- 
fications, for efficiency, safety and 
economy. 

“Many in our industry,” said Mr. 
Niness, “are also undertaking to pio- 
neer in the experimentation with new 
and novel tank design for the pur- 
pose of developing safe and more 
economical equipment.” 

NTTC is helping to keep bright 
the trucking industry's slogan, “Safe- 
ty is No Accident.” 

Further, for-hire tank trucking in- 
sists, as it did through Mr. Niness, 
that it is ready “‘to take on new and 
different transportation requirements, 
such as service station and ‘key-stop’ 
deliveries.” 

Truly, it has come a long way in 
a short time. 


Nebraska Farmer Survey Shows How 
Market Has Grown for Oil Products 


By Leonard Castle, Midwest Editor 


Midwest  job- 

: bers marketing 

in rural areas may obtain some en- 

lightening information from a sur- 

vey of farmer preferences and buy- 

ing habits in regard to petroleum and 

automotive products conducted re- 

cently by the research department 
of the Nebraska Farmer. 


Covering the year 1951, the survey 
emphasizes the extent to which 
mechanized equipment, particularly 
tractors, has become vital to the op- 
eration of Midwestern farms. 


An overwhelming majority of the 
Nebraska farmers answering the 
questionnaire revealed that they own 
and operate either two or three trac- 
tors. This is a highly important de- 
velopment for the oil marketer when 
it is remembered that only a few 
years ago the horse still was the 
mainstay on many Midwest farms, 
and that only during the last five 
or six years have a majority of the 
farms operated with more than a 
single tractor. 


The survey revealed that 42.6% 


of the farmers own two field trac- 
tors, while 15.8% own three. This 
leaves a minority of only 38% who 
still operate their farms with a sin- 
gle tractor. 


Other figures for motorized vehi- 
cles on Nebraska farms also are im- 
pressive: 71.7% of the farmers own 
one automobile, 24.9% own two, and 
2.8% own three. 43.5% own one 
truck, 11.6% two trucks. And to 
top it off, nearly 40% of the Nebras- 
ka farmers reported ownership of 
“other internal combustion engines” 
in addition to tractors, automobiles 


and trucks. 
> * * 


The continually increasing threat 
of farmer co-operatives to free en- 
terprise oil marketers is shown in 
the questioning as to what brands 
of gasoline are used. The replies re- 
vealed that co-ops sold more gaso- 
line for use in cars, trucks and trac- 
tors than any individual oil company 
marketing in Nebraska. 


Co-ops last year sold 18.9% of the 
gasoline used in farmers’ cars, 12.2% 
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of that used in trucks and 16.7% of 
that used in tractors. The closest 
contender among individual oil com- 
panies, according to the Nebraska 
Farmer was Socony-Vacuum, with 
11.7% for automobiles, 7.2% trucks 
and 8.8% tractors. fs 

The survey indicates, however, that 
Nebraska farmers do not place as 
much faith in co-op lubricating oils 
as they do in co-op gasoline. For 
two private enterprise companies, So- 
cony and Conoco, lead the field in 
motor oil preference, with the co-ops 
placing third. 

Percentage of preference for lub- 
ricating oils were: 

Socony-Vacuum — 14.1% automo- 
biles, 7.2% trucks, 11.3% tractors. 
Conoco—11.3% automobiles, 7.5% 
trucks, 9.7% tractors. Co-ops—8.5% 


automobiles, 5.9% trucks, 9.5% trac- 
tors. 


PACIFIC COAST 





The practice by 
Independent gas- 
oline stations of honoring all major 
company credit cards has been snow- 
balling in recent weeks. It has be- 
come a serious merchandising factor. 

It was first reported on the West 
Coast about three years ago when 
the Clipper Oil Co. of Washington 
broadened its credit service. Later, 
the Sunset Oil Co. offered the same 
accommodations throughout its chain 
of Golden Eagle stations. 

For chain operations, this has been 
economically feasible. But for Inde- 
pendents with one or a few outlets, 
it is too expensive. Last year, an or- 
ganization called National Credit 
Card, Inc., with headquarters in 
Portland, Ore., began offering a credit 


Service to Independents, enabling 
them to post signs reading, “We 
honor all major credit cards.” A 


representative said the company op- 
erates in 11 states including New 
York, Michigan, Illinois and Florida 
in addition to West Coast states. 

Recently a “Kendall Plan” was in- 
troduced by the Southern California 
distributor for the Kendall Refining 
Co., the Brassfield Co., Inc. The 
service is offered to all Kendall deal- 
ers in the territory, and about 200 
have accepted it since it was launched 
Aug. 1, according to Fred Brassfield, 
Kendall distributor. 

A third company, called North 
American, Merchants Assn., is being 
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Questioning as to the frequency of 
oil changes leads to the conclusion 
that farmers take better care of their 
tractors than of their cars and 
trucks. The frequency of changing 
oil was reported as follows: 


Cars % Trucks % 


At 5,000 miles or more .. 0.7 0.5 
At 2,000 to 5,000 miles .. 9.6 4.3 
At 1,000 to 2,000 miles .. 19.0 7.2 
At 500 to 1,000 miles ... 5.2 5.0 
Tractors 
BOD ROUED GF MIOCO ccc cscecccces 3.4 


100 hours to 160 hours 
75 hours to 100 hours ........... 
CO TN nwan ccs c cevesceccacves 1 
40 hours to 60 hours ............ 
20 hours to 30 hours 


The “total annual purchase” of mo- 
tor oil for 1951 was: 


BS Oeee, BS 3B GOR. sovctccvccvicc 
16 gals. to 30 gals. ....... 
31 gals. to 45 gals. ....... ‘ 
46 GRITS. tO GO BAIR. «ccc ccccsccnes 
CE GD, BO BO BREE. ccc cc ccccnsses 
OR BERR. 00 TBO GREE. oc cccceccecss 
over 150 gals. .......... 
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‘Universal’ Credit Card Plans Have 
Growing Impact on Station Selling 


By Frank Breese, Pacific Coast Editor 


organized to make a bid for Inde- 
pendent business, a San Francisco 
report said. 


The plan enables the dealer to 
grant credit and send the charge slip 
to the credit company which reim- 
burses the dealer and assumes re- 
sponsibility for collections, In addi- 
tion, the dealer has the right to pro- 
mote this feature. National Credit 
Card charges a membership fee of 
$62.50 a year and a 6% service fee 
on bills submitted by the dealer. The 
Kendall plan calls for a straight 8% 
service charge without a membership 
fee. Terms of the North American 
Merchants Assn. plan have not been 
disclosed. 


It is difficult to determine just how 
widespread the service is. Through- 
out the Los Angeles Basin, it seems 
to be scattered. Around the San 
Francisco Bay area, though, most of 
the Independent multi-pump stations 
appear to have taken it on. In Wal- 
nut Creek, Calif.. a Texaco dealer ad- 
vertises that he honors all major 
company credit cards. 


The Serve Yourself and Multiple 
Pump Assn. and the California Pe- 
troleum Distributors Assn. report 
that they are surveying the credit 
card situation. They have asked 
their members to wait until the study 
has been completed before making 
any commitments. Some members 
said they were impatient to sign up 
because they felt the service to be 


an essential competitive factor. One 
of the big Independent chains has de- 
layed signing because he is not satis- 
fied with the contract. 

The two associations, which are 
administered by Dan Lundberg, as 
executive secretary, are studying the 
plans to see if they are in a position 
to establish a mutual credit card plan 
for members. 

It is also difficult to determine the 
value of the service. Most of those 
who have it claim it has helped their 
volume. With credit buying as pop- 
ular as it is, this device permits the 
Independents to match a competitive 
advantage the majors have enjoyed, 
they believe. 

Privately, some of the majors have 
expressed annoyance because they 
feel many Independents are taking a 
free ride by using the credit investi- 
gation they have conducted. 


Mark C. Bloome, who has a chain 
of stations in Los Angeles Basin, 
bought a 120,000 sq. ft. site in Encino 
(Greater Los Angeles) for $150,000 
for a service station. A sign on the 
site reads that “the world’s largest 
service station’ will be constructed. 
Cost of the unit will be an estimated 
$150,000. 


* * * 


Sign on a small service station at 
the edge of the Mojave Desert: 
“Don’t ask us for information. If 
we knew anything, we wouldn’t be 
here.” 


* . . 


Now that wage negotiations are 
just about completed, the Oil Work- 
ers International Union (CIO) locals 
in California are preparing an organ- 
ization campaign to increase mem- 
bership. 

Since settlements were reached 
with the majors last spring on the 
basis of a 15c per hour or 7.5% in- 
crease, OWIU has been engared in 
negotiating similar raises with the 
smaller companies where it represents 
the employes. 


* * * 
In nine months time, 5,000 General 
Petroleum employes bought more 


than $1,000,000 worth of stocks and 
bonds through the! employes’ savings 
plan inaugurated last September. 
The employes put up two-thirds of a 
million dollars and GP the rest, under 
a plan whereby the company contri- 
butes 50c for every dollar an em- 
ploye puts into the project. 

That means each employe has an 
average of $200 to his credit. 

” 7 + 

Shell expects to give a brand new 
road map to every 12th person this 
year (12 million of them). Its 16 
touring bureaus will make a detailed 
routing for 200,000 motorists. 
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PROMOTING OIL PROGRESS WEEK—Shown here is some of the promotiona) material that the Oil Industry Information Com- 
mittee is making available to local oil men for Oil Progress Wee. At Jeft is one of the many ads that can be obtained with free 
mat service. At right is a group of distributive literature, most of which is available at cost 


Oil Host to Students for Oil Progress Week 


Across the nation, plans for Oil 
Progress Week, Oct. 12-18, are taking 
shape. 


In Rhode Island, a peek behind the 
scenes of the oil industry is in ctore 
for hundreds of high school students. 

Seniors from all 28 public high 
schools in Rhode Island as well as 
from the 11 parochial schools will 
be invited to join oil men for a trip 
to a local bulk plant, refinery, sales 
office, marine inctallation, or other 
oil facility in the neighborhood. 


Each oil company participating in 
the program is now drawing up its 
own itinerary for the student “oil 
men” and these will be submitted 
shortly to school authorities for their 
approval. 


In some cases, students will ride 
with gasoline salesmen covering their 
regular routes. Others may study un- 
loading of tankers and may even be 
invited aboard for a talk with the 
captain. Still others may visit the 
business offices and learn how the 
accounting system operates in “their’’ 
company. 
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OIC booklets will be distributed to 
the students who may alco have a 
chance to participate in a state-wide 
ecsay contest as a follow-up to the 
program. 


According to William J. Schoen- 
hardt of Sun, Providence, chairman 
of the Rhode Island OIIC the pro- 
gram will be a “real whopper” in the 
oil industry’s public relations pro- 
gram. 


“As far as I know,” he reports, 
“this will be the first time that 
every high school in any one state 
has been invited to join such a pro- 
gram. Naturally,” he adds, “we are 
taking advantage of our state’s size 
in putting this over. It would be a 
different story in, say, New York or 
Pennsylvania.” 


Chairman and co-ordinator for the 
undertaking is Dan Doherty of Texaco, 
Providence, who points out that the 
program should interest high school 
seniors for at least two reasons. 
“They will get a briefing on what the 
oil business is all about—making 
sense of its many phases and varied 


aspects—and they will learn some- 
thing of what types of.jobs are of- 
fered by the industry. This is some- 
thing the high school senior wants 
to know.” 

Other plans for Rhode Island's Oil 
Progress Week campaign include a 
special community leader banquet to 
which several hundred Rhode Island 
business leaders will be invited. B. L 
Majewski, president, Great American 
Oil Company, Chicago, will be the 
featured speaker. 

During the full month of October, 
the ccnt nuou3; showing of 46 color 
Slides depicting all phases of the in- 
dustry will be an eye-catcher for 
thoucands of commuters at the Prov- 
idence railroad station. 

The Rhode Island OIIC will take 
over an exhibitors booth for the proj- 
ect which will be the station’s “in- 
dustrial exhibit of the month.” 


Better Fuel—aA preview of Oil Prog- 
ress Week was given to crowds at- 
tending the midget and stock car 
races in Soldier Field at Chicago last 
month with practical demonstra- 
tions proving that two gals. of 
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today’s gasoline do the work of three 
gals. 25 years ago. 

Carrying out the theme of Oil Prog- 
ress Week this year that “2 Equals 
3,” the Ethyl Corp. staged two de- 
monstrations, a fuel economy test 
and an acceleration test, to prove 
graphically that gasoline has im- 
proved 50% through the years while 
the cost, exclusive of taxes, is the 
same. 

Crowds totaling 20,414 saw the de- 
monstrations although one night’s 
crowd was held to a minimum by 
threat of rain. The program was un- 
der sponsorship of the Metropolitan 
Chicago Oil Industry Information 
Committee. 

The Chicago Auto Racing Assn. co- 
operated by distributing 3,200 posters 
to service stations announcing the 
“Gala Gasoline 25 Years of Progress 
Demonstration.” At Soldier Field, the 
OIIC distributed some 9,000 lapel but- 
tons bearing the slogan “2 Equals 3.” 


The demonstration, which Ethyl 
previously staged in Detroit, Washing- 
ton, Newark (on the New Jersey 
Turnpike) and Los Angeles, featured 
a 1924 Cadillac using the 55-octane 
gasoline of that period, and a 1952 
Cadillac using today’s high octane 
premium gasoline purchased at a 
Chicago service station. 

Both cars crossed the starting line 
together and eased up to a speed 
of 20 mph before switching to their 
small quantities of measured gasoline. 
The old Cadillac churned around the 
1,500-foot track 2 1/5 laps before 
sputtering to a stop. But the 1952 
car, using the same amount of this 
year’s gasoline, made another com- 
plete lap before coming to a halt 
about a car’s length ahead of the old 
timer. 

For the acceleration test, the 1952 
mode! was fitted with manual gear 
shift to put it on the same competi- 
tive basis as the oldster. Starting at 


a speed of 10 mph, the two drivers 
stepped on the throttle. After one- 
third of a lap, the new Cadillac was 
four lengths ahead of its elderly rival. 


Preceding the Friday night de- 
monstration, the Ethyl Corp. held a 
reception and dinner for OIIC offi- 
cials of the Great Lakes District, and 
representatives of about 20 oil com- 
panies. Ethyl officials present in- 
cluded James E. Boudreau, director 
of public relations; R. B. Weston, 
advertising manager; Ralph S. Clark, 
manager of publicity and publica- 
tions; S. T. Pruitt, Chicago regional 
manager; and George Rose, district 
manager. 


Local oil men can take advantage 
of a wealth of promotional material, 
ads and posters now being distributed 
by the OIIC through its national and 
district offices. 

Among the colorful and informa- 
tive distributive pieces is “20 Ques- 
tions,” a 24-page booklet, cleverly 
illustrated, which gives oil’s version 
of the famous game for which the 
booklet is named. The answer to “20 
Questions,” is the oil industry as a 
whole. The questions start with “Is 
it animal, vegetable or mineral and 
lead to such pertinent ones as is it 
expensive, do the armed forces use 
it, and how much of it is found in 
America each year? Then the ques- 
tions narrow down to ones like “Is 
it a wholesaler of oil product?” to 
which the answer is—‘You’re getting 
warmer.” There are some _ 15,000 
wholesalers in the country. They’re 
the folks who bring fuel for your 
oil burner and whose big trucks haul 
gasoline to many service stations. 
Most of them, you may be interested 
to know, are independent local busi- 
nessmen.” This booklet is available 
through the OTIC at $35.00 per 1,000 
plus shipping charges. 


Two Equals Three—A _ brochure 
giving the highlights from OITIC’s new 
film features pictures of the film’s 





TWO EQUALS THREE—Two Cadillacs, one a 1952 model and the other of 1924 


vintage, cross starting line in Ethyl Corp. demonstration at Chicago’s Soldier Field to 
prove that two gals. of today’s gasoline do the work of three 25 years ago. 
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ctar, Roy K. Marshall, television per- 
sonality, who explains with actual 
experiments, why two gallons of to- 
day’s gasoline are equal to three gal- 
lons of 1925 vintage. The brochure 
is $12.50 per 1,000 plus shipping 
charges. The film is available at 
$25.00 for 16 millimeter, and $60.00 
for 35 millimeter. 


Sell Yourself—How service station 
dealers can take part in Oil Progress 
Week is told in a folder entitled “Sell 
Yourself Through Oil Progress 
Week.” The event is described as 
“a custom-built opportunity to win 
new customers and solidify old friend- 
ships.” Suggestions on how dealers 
can participate are given. Price is 
$15.00 per 1,000, plus shipping 
charges. 


Score Sheet of Ideas—A pamphlet 
illustrating 20 ideas for developing 
local Oil Progress Week projects is 
entitled “Score Yourself with this 
Score Sheet of Ideas.’’ Available free 
of charge from the OIIC, the bro- 
chure outlines such ideas as oil man 
for a day, exhibits, proclamations by 
governors, recognition of Oil Progress 
Week by other industries and com- 
munity groups, etc. 


Petroleum IQ—A three color enve- 
lope enclosure “What's Your Petro- 
leum I. Q.?” asks and answers ten 
questions about widely used products 
derived from oil. Price is $4.50 per 
1,000 plus shipping charges. 


Advertising Proofbook—48 ads 
have been prepared by OIIC for tie-in 
use during Oil Progress Week, and 
free mats are now being distributed 
to all daily and weekly newspapers 
and to local oil men through the 
OIIC’s district offices. Free mats of 
these ads can be obtained only 
through the national headquarters at 
50 West 50th Street, New York 20. 


The ads and drop-in slugs range 
in size from one column to full page 
eight column layouts and cover all 
phases of the industry. Several of the 
ads have been prepared especially 
for oil jobbers. The copy of a typical 
one (see cut) reads, “Our drivers 
are on the road long before the milk- 
man begins his rounds—because de- 
livering oil products to our commu- 
nity is a ‘round the clock’ job. As 
your local oil jobber and distributor, 
we receive and store oil products in 
our bulk plant and see that they are 
delivered to bring comfort and con- 
venience to you. 


“As oilmen, we are proud to be a 
part of the competitive, progressive 
oil industry. We are local business- 
men who pride ourselves on know- 
ing what kind of products and serv- 
ices our neighbors want. 


“This is a pledge to you that now 
and in the days ahead we'll continue 
to go all out to meet your needs in 
every way We can.” 
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NEW OFFICERS of National Petroleum Association are shown here left to right: Fay- 

ette B. Dow, general counsel; Paul R. Beck, (standing), second vice-president, PennsyI- 

vania Refining Co.; A. W. Scott, president, Wolf's Head Refining; and Fred G. Ban- 
nerot, Jr., first vice president, Elk Refining 


Small Business Being Dealt Heavy Blow 


By U. S. Actions at Home and Abroad 


By RAYMOND E. BJORKBACK 
Eastern Editor 


ATLANTIC CITY—Deep concern 
over governmentment intrusion in 
business overlaid enthusiasm with 
which nearly 1,000 registrants saluted 
the National Petroleum Assn, in its 
50th anniversary meeting here Sept. 
10-12. 

Fear at the lengths to which gov- 
ernment encroachment may go was 
expressed by an Independent, Earle 
M. Craig, chairman of Freedom-Val- 
voline Oil Co. 

Bowing out as president of the as- 
sociation, Mr. Craig saw nothing to 
cheer small companies in the gov- 
ernment’s “cartel” action against 
some of the industry’s largest units- 
only “cause for fear that a similar 
attack may be made upon us.” 


And he said so with ire at what he 
called “apparently part of a shrewd 
propaganda technique (implying) 
that this (cartel) attack is being 
made for the benefit of smal] busi- 
ness.” 


Note of Optimism—One note of 
business optimism for the “little 
fellow” was struck by a symposium 
on jet fuels. In this it was agreed 
there is a good opportunity for 
smal refiners in the blending of 
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jet fuel, due to strides expected 
for turbine-engined aircraft in com- 
merical use, and rapid growth 
of mobilization period requirements. 

Incidentially, it was emphasized 
the wartime production of jet fuel 
would bite deepest into the civilian 
economy’s kerosine availability, cut- 
ting it to about 27% of peacetime 
supply. 

Motor gasoline availability would 
be reduced to about 49%; Diesel and 
other distillates, to about 76%, and 
Navy Special and residual, to about 
98%, estimated Maurice F. Granville, 
PAD’s assistant refinins division di- 
rector. 


Government Action Hit—The over- 
lying mood of the meeting, though, 
was underscored by Mr. Craig’s ob- 
serving that numerous smal] oil com- 
panies haven’t been deterred by any 
predatory companies, large or small, 
from success in exporting lube oils, 
but this business now is endangered 
by lubricating oil plants built in 
Europe with money furnished by the 
U. S. government. 

“It is that government action,” 
said Mr. Craig, “rather than com- 
petition from other companies, or any 
so-called oil cartel, which gives cause 
for real alarm.” 

As to the majors accused of tak- 
ing part in a cartel, he insisted they 


are “charged with having gone out 
with their own money to find oil in 
previously unproductive areas of the 
world, of developing this production, 
and winning and keeping for the U. 8S. 
a prominent place in the petroleum 
world trade. It is difficult to see how 
this accomplishment has interfered 
with small business. 

“Certainly no small company has 
the resources necessary to undertake 
the development of oil fields in the 
Middle East.” ' 

In the industry’s latest wave of 
wage disputes, Mr. Craig asserted, 
the hand the government took “was 
designed to force the smaller com- 
panies in small communities to con- 
form to the national wage pattern of 
the larger companies.” 


Big Government A Danger—John 
S. Bugas, Ford Motor Co.’s vice presi- 
dent for industria] relations, said he 
believes it is becoming apparent that 
dangers arising from “bigness’”—from 
too much power—are developing, not 
in business, but in Big Labor and 
Big Government. 

“The modern large corporation has 
awakened to the fact that its long- 
term success will depend in the end 
on its ability to serve people and 
meet the public need,” he declared. 
“This is another way of saying that 
corporations today have come to real- 
ize that what is good for America 
must be good for the corporation.” 

T. F. Patton, vice president and 
general counsel of Republic Steel 
Corp., discussing the aftermath of the 
steel strike, said: 


Government Interference Hit — “T 
am firmly convinced that if the union 
and the companies had been permit- 
ted to carry on negotiations without 
governmental interference, much of 
the huge loss brought about by the 
steel strike would have been avoided.” 

Fred Carpi, vice president in 
charge of traffic of the Pennsylvan- 
ia Railroad, suggested that: 


Calls for United Front—‘Possibly 
the best guarantee you oil men could 
have that more of your freedom wil) 
not be taken away would be a change 
in the tide of regulation of America’s 
most regulated industry (the rail- 
roads).” 

He proposed that “our two great 
industries present a united front to- 
ward the encroachment of govern- 
ment regulation.” 


NPA Praised—tThe regard in which 
the National Petroleum Assn. is held 
showed in the words of Frank M. 
Porter, president of the American Pe- 
troleum Institute, when he said of 
the association’s founders: 

“These men did not wait for some 
government planner to tell them what 
they had to do. They acted like free 
men, and came together in voluntary 
co-operation to solve their common 
problems. They laid a pattern of how 
we can have full-scale competition 
and full-hearted co-operation side by 
side, for the benefit of everyone, and 
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“OLD TIMERS” in National Petroleum Assn., were honered at Sept. 10-!2 association meeting in Atlantic City. 
right are: Harry A. Logan, United Refining Co.; Charles L. Suh:, Pennzoil Co.; Robert Dunlop, Sun Oil Co.; Samuel Messer, 
Quaker State Oil Refining Co.; and Fay:tte B. Dow, association general counsel 


most of all for the benefit of the 
public. By precept and example, they 
showed the way industry should ad- 
dress itself to its complex and chang- 
ing problems.” 

And then R. L. Tollett, president 
of the Western Petroleum Refiners 
Assn., observed: 

“Generally speaking, trade associ- 
ations serve worthwhile purposes al- 
ways, but few of them achieve the 
maturity and respect that NPA en- 
joys.” 

O!d Timers Honored— Other tributes 
to NPA and the men who Fad a hand 
in its formative years were pa‘d in 
an “Old Timers’ Hour.” This brought 
into the spotlight of the meeting such 
early members who are still around 
as Harry A. Logan, United Ref'n'ng; 
Charle~ Suhr. Pennzoil: Som *forser 
and William K. Bayer, Quaker State, 
among others. 

Also on the nostalgic side was a 
play, “Great Day A-Dawning,” re- 
creating the early days of the oil in- 
dustry. This was presented by Ethyl 
Corp., with background song and ac- 
companiment by the C'ties Service 
Green and White Quartet. 

Officers Elected—Electcd to lead 
NPA into its second 50 years was 
A. W. Scott, Wolf’s Head Pefin'ng. 
Fred G. Bannerot, Jr., Elk Refining, 
was named first vice president, and 
Paul R. Beck, Pennsylvania Refining 
Co., second vice-president. 

Fayette B. Dow. veteran general 
counsel who was being referred to as 
“Mr. NPA,” was re-elected. Also re- 
elected were E. M. Lvons, recording 
secretary; G. B. Hunter, Quaker 
State, treasurer, and Margaret A. 
Miller, assistant treasurer. 

‘New OTIC Movie Shown—The Oil 
Industry Information Committee took 
the occasion to make the first for- 


mal showing of its motion picture for 
1952. “Crossroads, U.S.A.” (see NPN 
Sept. 10, p. 38.) 


Jet Fuels — PAD’s Mr. Granville 
told the jet fuel symposium: 

“Mobilization period jet fuel re- 
quirements are increasing rapidly, 
and more refiners who can supply jet 
fucls are needed, especially in coastal 
areas, in order to increase availability 
to the military forces.” 

On the commerc'al side, jet fuel 
demand by 1957 will be 1.1 million 
brl-., end hv 1989 “vil he 48 m'Vion 
bb!s., predicted J. Bennett Hill of Sun 
O!1. 

Dr, W. F. Krause, chief chemist of 
Globe Oil & Refining, described the 
blendine of jet fuel as well within 
the capac't'es of the small refiner, 
and observed: 

“In general it appears that jet 
fuels are tru'y the small refiners’ 
aviation ‘gasoline’ and these refiners 
can help tremselves and the defense 
effort by the production of these 
fuels.” 

He urged refiners to familiarize 
themselves w'th the new JP-5 epecifi- 
cation, detai'ed publicly for tre first 
time at the meeting by Dr. Carl W. 
Kelley of the Munitions Board’s Of- 
fice of Petro'eum Prorrams. 

“In many cases.” sa‘'d Dr. Krause, 
“the ref'ner’s rerular grade of kero- 
sine w'll meet all of the requirements 
for JP-5 fuel. Fach refiner should 
evaluate the prodction of this mili- 
tary fuel against his regu'ar market 
for kerosine and burning oil.” 


While Mr. Hill was emphatic in de- 
claring tre day of jet fuel for com- 
mercial aircraft is coming, he vo'ced 
the re-assurance that it won’t come 
“so fast or in such volume that the 
petroleum industry cannot take it in 
its stride.” 


ees 


Shown left to 


The NPA scheduled future meet- 
ings as follows: 

Midyear, 1953, April 15-17, Cleve- 
land: Annual. 1953, Sent. 16-18 Atlon- 
tic City; midyear, 1954, April 14-16, 
Cleveland; annual, 1954, Sept. 15-17, 
Atlantic City. 


Book Describes Opportunities 
For Careers in Oil Industry 


Opportunities in the Petroleum Industry, by 


Gene Patrick. printed by Vocational Guidance 
Manuals, New York, 5% x 7%", 95 pages, 
paper bovnd 


A guidance manual for persons de- 
siring csreers in the oil industry has 
been published by Vocational Guid- 
ance Manuals, 45 Wert 45 Street, 
New York 19. Written by Gene Pat- 
rick, formerly of the Ol] Industry 
Information Committee, the manual 
gives educationa! requirements and 
job opportunities in the various 
phases of the oil industry. The book- 
let con*ains seven chapters including 
“The Scope of the Industry, Explora- 
tion and Production Refining and 
Processing, Transportation and Com- 
munication, Distribution and Market- 
ing, Administration, Research and 
Service” and “Petroleum Engineer- 
ing.” It also contains a lis* of in- 
dustry associations which would be 
he'pful to people seeking a career in 
oil. 


GP Buys Out Jobber 


LOS ANGELES—General Petrole- 
um has purchased the entire assets 
of Maxwell Petroleum Co. in the 
Tacoma-Olympia area of Washington, 
the largest single GP distributor in 
the West. Maxwell became a GP dis- 
tributor in 1944, now serves more 
than 100 stations and employs 20 per- 
sons. The sale was effective Sept. 1. 
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80% of Bus Operators Like LP-Gas Results 


A survey of 95% of bus company 
operators currently using LP-Gas 
shows that about 60% of the units 
were factory built for LP-gas oper- 
ation, with the remainder converted 
from ga-oline. 

L-P Gas Information Service, Chi- 
cago, repor‘ing on its survey says 
more than 80% of operators were 
“pleased or satisfied” with LP-gas as 
a motor fuel; 14% indicated they 
weren’t certain yet as to their pref- 
erence for LP-gas or gasoline and 
about 5% exprecsed dissa‘isfaction 
with the fuel. Informetion Service 
comments that it believes many of 
the respondents who were dissatis- 
fied with the fuel or were unable 
to give a definite fuel preference may 
be us’ng equipment not comple-ely 
suitable to LP-gas. 

Covering 1,222 LP-gas busses op- 
erating in 1951 the survey shows 


bus operators reported their LP-gas 
units last year averaged 3.08 miles 
per gal. of fuel con-umed. Response 
indicated that 72% of the operators 
found this mileage poorer than their 
experience with gasoline and 28% 
said it was about the same. Com- 
menting on these findings, LP-Gas 
Information Service said it inter- 
preted the response as “highly fav- 
orable” to LP-gas as a fuel. It points 
out that, inasmuch as LP-gas has a 
Btu value about 27% below that of 
gacoline and in most instances it 
cost appreciably less, the net effect 
is an actual saving on fuel bills. 


More Lube Mileage—About 72% 
of bus operators indicated in the 
survey that their LP-gas busses were 
giving more miles per gallon of motor 
oil than in gasoline-powered units; 
22% said results were about same, 
and 6% said oil consumption was 





Roller Paints Fences 


Fast, Economically 


COSTS AND LABOR are saved by this method of painting fences, Esso Standard says. 

Workers shown here at Esso’s Bayway refinery are equipped with lamb’s wool rollers 

on six-foot poles. They roll aluminum paint on 600 linear feet of fence per day— 

against average of 350 feet with brushes, and slightly more with spray guns. Esso says 

rolling costs 0.218c per foot, compared with 0.425c¢ for spraying and 0.518c for brush- 
ing. Painters report rolling the easiest and neatest method 
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higher. Over-all, busses averaged 917 
miles per gallon of oil consumed. 
Compression ratios of the busses 
ranged from 7:1 to 10:1. 


Indica‘tive of the recent spurt of 
interect in LP-gas powered busses 
is the report that the curvey shows 
that almost 90% of the 1,222 busses 
covered in the survey were placed in 
service last year. None of the respon- 
dents in the survey had LP-gas 
busses in operation in 1949, and 
only 128 were reported in service at 
the end of 1950. Operators said they 
plan to add 315 more LP-gas busses 
to their fleets this year. 


LP-Gas Sales Booklets 
Available in O:tober 


New series of booklets, “7 Steps 
to Greater Sales,” will be mailed out 
early in October to about 11,800 LP- 
gas dealers, wholesalers and produc- 
ers and manufacturers of LP-gas ap- 
pliances and equipment. National 
Committee for LP-Gas Promotion, 
Chicago, will mail the booklets as a 
service to the industry. 

Lee A. Brand, vice president, Em- 
pire Stove Co., Belleville, Ill., and 
chairman of the committee, said, 
“The booklets offer a fresh, lively 
approach to tried-and-true merchan- 
dising policies that will sharpen the 
recipients’ selling techniques no mat- 
ter what they sell—_-LP-gas, LP-gas 
appliances or equipment.” 

Subjects covered in booklets in- 
clude: 

Fundamentals of Good Salesman- 
ship, Demonstrations That Pay Off, 
Sales Contests, How to Get More 
Sales “Leads”, Adverticing Copy, Me- 
dia and Budgets, How to Get Pub- 
licity, Effective Window Displays 
and Store Arrangements, and How 
to Keep Overhead Down. 

Booklets were produced by Min- 
neapolis-Honeywell Regulator Co. 


LP-Gas Storage Assist 
Studied for Operators 


WASHINGTON Small Defense 
Plants Administration said last week 
it is studying possibility of establish- 
ing program to help small operators 
build additional storage for liquefied 
petroleum gas. 

Agency official said tentative plan 
would include small fabricators of 
LPG storage tanks. 

Purpose would be to help fabri- 
cators and distributors with financial 
and materials problems in areas 
where present capacities are not suffi- 
cient to meet winter needs. 












You get much more 


out of a HEIL transport 





than you ever 


tin tl / 


OU can’t just shout quality into a tank—you’ve 
got to build it in. And if it isn’t in the tank you 
buy — you'll pay for it later anyway — many 
times over — in higher operating cost, lowe; net 
income, more lost time, less years of performance. 

Heil transports are built up to a standard — not 
down to a price. There is no compromising with 
That’s why 


there’s a lot of tomorrow in Heil trailerized tanks 


quality — no leaning on laurels. 


today — why their sustained earning power has 
made them the most wanted transports — why 
you can divide their price tag by more years of 


dependable service and haul with Heil for less! 
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Research at Heil never stops. Nothing is ever 
quite “good enough.” No manufacturer can match 
the 51-year Heil record of profit-making contribu- 
tions to the petroleum industry. And because these 
developments are built into Heil tanks as soon 
as they are proven sound, you’re always ahead 
with Heil. 

Almost every major oil company in the world 
uses Heil tanks, They know that Heil transports 
are usually the last ones in the fleet to be replaced 
— and even then bring higher resale prices. That's 
why three out of four buyers of Heil tanks have 
bought them before — and are buying them again! 


IL co. 


T-287 


DEPT. 3792, 3037 WEST MONTANA STREET © MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee — Hillside, N. J. 


District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, Detroit, Chicago, 
Kansas City, Dallas, Los — Seattle 


_ Special purpose transports for milk, chemicals, liquid foods, wine, 
lak. detergents liquefied pelea gases, eae: i-ethee degrees Hct 


IAS 
SINCLAIR. 











Heil Special Purpose Transports for every liquid 
hauling job. Heil has no reason to recommend 
anything but the right tank for your need — 
because Heil makes them all! 





Heil Truck Tanks are available NOW — in a 
complete range of standard models — for city 
and rural delivery — in capacities of 1000 to 
2100 gallons. 


TANK LEADERSHIP FOR FIFTY-ONE YEARS 
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Three Factors Cause Jobbers to Lose 
Ground, Michigan Association Told 


By LEONARD CASTLE 
NPN Midwest Editor 


MACKINAC ISLAND, Mich.—Be- 
cauce of three competitive factors, 
the individual jobber in Michigan has 
lo.t some ground in his local market 
during the past five years, according 
to Jo:eph D. Hadley, executive sec- 
retary of the Michigan Petroleum 
Assn. 

In his report to the association’s 
16th annual fall convention Sept. 5 
and 6, Mr. Hadley listed thece fac- 
tors as: 

1. Underscelling of commercial ac- 
counts by major suppliers. 

2. Low net profits which make it 
extremely difficult for the jobber to 
make needed capital improvements. 

3. Price wars which cause the av- 
erage jobber in the area to loce gal- 
lonage. 

Michigan jobbers also heard George 
Begick of the Lansing Oil Co., Lan- 
sing, Mich., propose that jobber mar- 
gins be determined on a percentage 
of sales basis rather than on the pres- 
ent unit, or per gal., method. Mr. 
Pegick described the present method 
of determining gross profits as “old 
and decrep't.” 

Mr. Hadley reported that in 1946, 
jobbers handled 37.1% of all garo- 
line sold in Michigan. This figure for 
1951 rose to 39.4% but at the same 
time the number of jobbers increased 
from 436 in 1946 to 487 last year. 

The commercial account problem, 
Mr. Hadley said, “has grown into al- 
most a full fledged rebellion in recent 
months.” 

“During the past three years the 
differential between tank wagon and 
tank car prices has been between 3c 
and 4c per gal.,” he said. “Dur'ng 
this rame period, jobber margins av- 
erared from 2c to 2.5c per gal. 
Therefore, it would seem that if sup- 
plyng companies can voluntarily, 
and because of competition and the 
law of supply and demand, sell gaso- 
line at a profit at 12.6c per gal. in 
tank car lots, why should the dealer 
tank wagon be more than 14.5c, or 
a 2c differential which is maximum 
over the years. Is the public being 
gouged or discriminated against? We 
would like some good sound answers 
to questions such as these.” 

Need More Profit—Mr. Hadley con- 
tended that jobbers are not making 
enough profit to buy highly expensive 
improvements and equipment needed 
for efficient operation to meet com- 


petition and argued that unless job- 
bers are able to realize a greater 
profit from their labors, eventually 
they will begin to dry up. 

“If this occurs we come face to 
face with a drowning man who will 
grasp at anything to cave himself,” 
Mr. Hadley declared. “It is to be re- 
membered that it was the small In- 
dependent refiners who were ignored 
in their pleas that caused the Stand- 
ard Oil Trust to be broken up in 
1911; and again the sma!l marketers 
who were ignored in this very state 
that finally inspired the Madison 
case.” 

Mr. Hadley said there is consider- 
able feeling among jobbers that the 
integrated companies either (1) cub- 
sidize their marketing operations 
from profits derived from _ other 
phases of their businesves, or (2) op- 
erate their marketing divisions with- 
out profit. 

Uneven Competition—“The jobber 
further feels that in either or both 
events he is compelled to compete 
with there suppliers on an uneven 
ba-is since he has no other source 
of income for subsidy purposes, and 
certainly cannot long operate with- 
out a profit.” 

As to loss of gallonage in price 
war areas, Mr. Had!ey asserted that 
he didn’t know of a single inctance 
in recent years where any jobber has 
been responsible for start'ng a price 
war. He said that an apparent feel- 
ing exi-ts that all gallonage ills can 
be cured through price. 

When a price dicturbance occurs, 
the jobber must sit back and wait 
until his supplier decides what the 
tank wagon prices are going to be, 
he caid, explaining that “to do other- 
wise would be completely foolhardy, 
because with the jobber margins 
where they are, there is not a single 
solitary one of us who can absorb 
any such loss.” 

Hard to Stop—‘“Once there things 
start, there seems to be no reason- 
ing power or other means to <top 
them until they reach their own psy- 
chological depth. At that point every- 
one becomes sick enough that they 
seem to right themselves. I say this 
is the way it seems to be, but in the 
last 10 months many of us are be- 
ginning to get some definite ideas 
about why these things are not 
straightened out without so much de- 
lay. No one in the industry appar- 
ently thinks that he can exist in 
business for more than two or three 


weeks when gallonage starts down- 
hill, and likewise there is the appar- 
ent feeling that all gallonage ills can 
be cured through price. 

“So,” Mr. Hadley continued, “when 
any semblance of a break occurs... 
suppliers encourage their dealers to 
get competitive and the downward 
ride on the roller coaster begins. If 
it wasn’t for the terrific greed for 
gallonage at any cost... and if some 
of our major friends would u-e the 
same persuasion on their dealers in 
moving upward with‘n a profit range, 
as they do in puching them down, 
these disturbances would be much 
shorter lived.” 


Sales Margins Urged—Mr. Begick, 
in calling for percentage of sales 
margins, contended ‘that since 1941 
there has been almo-t continuous 
friction between jobber and supplier 
because of the jobber’s constantly in- 
creacing costs of do‘ng bus‘nes: while 
margins have failed to keep pace 
with this spiral. 


As an example of how the per- 
centage of sales margin would work, 
Mr. Begick pointed to the automo- 
bile industry. Retail car dealer~, he 
said, work on a percentage margin 
of about 22%. A car sell'ng in 1940 
for $800 would return the dealer a 
gross profit of $176. A car selling in 
1952 for $1,600 would return the 
dealer a gros profit of $352. 


The problem of marg'ns and con- 
tractual protection is particularly 
important because of the increacing 
number of “subnormal markets,” he 
said. Margins usually are determined 
by negotiation with the supplier, Mr. 
Begick expla'ned, and the contract 
u-ually contains some provision that 
jobber and supplier share subnormal 
markets on a 50-50 bacis. 


The trouble is, he raid, that there 
is no formula for determ’n'ng when 
a market is subnormal. This respon- 
sibility seems to rest entirely with 
the supplier and “this, in mv opinion, 
is entirely unfair to the jobber.” 


Mr. Begick said he wou'd not at- 
tempt to determine what the proper 
percentage margin should be but sug- 
ge'ted “let's look at hictory” and 
then cited a severe price war in 1940 
at Grand Rapids, Mich. Retail price 
of gasoline at major branded stations 
then was 7.75c per gal. ex taxes. 
The dealer had a margin of 2.05c 
per gal. which left him a percentage 
margin of 26.4%. Today, Mr. Begick 
said, he has a margin of 4.9c on a 
retail price of 20.8c, ex taxes, for 
a percentage of 23.55%. 

In 1940, he explained further, the 
dealer’s cost was 5.7c per gal. after 
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taxes. Jobbers in the area had a 
gross margin of 1c per gal., or a per- 
centage of 17.5% on their selling 
price. Today, he caid, the dealer price 
is 15.9c per gal. and a jobber mar- 
gin of 17.5% would reflect a margin 
of 2.78c per gal. 

Percentage Margin Depressed 
“Neither the retail dealer nor the 
jobber has as big a percentage mar- 
gin today as he had in the middle of 
one of the severest price wars in the 
United States,” Mr. Begick declared. 

“What is the supplier's position to- 
day as compared with 1940?” he 
a°ked. “In 1940, the retail price of 
gasoline . . ..Wwas 7.75c per gal. 
Using that figure as 100%, we find 
that the retailer earned 26.4% and 
the jobber 12.9%, for a total of 39.3%. 
That leaves 60.7% of the retail price 
for the refiner and the crude pro- 
ducer. Today, not under cut price 
conditions, the retailer earns 23.5% 
and if we figure 12.9% for the job- 
ber, we find that there is 63.3% left 
for the refiner and the crude pro- 
ducer.” 

How Percentage Margin Works— 
Mr. Begick then took up the question 
of how the percentage of profit mar- 
gin would affect the jobber in a de- 
clining market. 

“Let us assume .. . that a fair 
jobber margin is 17.5% of the dealer 
price for gacoline. Under the present 
method of computing margins the 
jobber stands 50% of any cut in his 
market until he is down to the low 


stop in his contract. That usually 
means that if a market goes 2c sub- 
normal, the jobber stands Ic per gal. 
If he stood his fair share (17.5%), he 
would only stand 0.35c per gal. with 
a market that is 2c cubnormal. In 
other words, the market would have 
to decline nearly 6c per gal. before 
he would lose 1c per gal. of margin. 
Alco, there would be no arguments 
whether market is normal or sub- 
normal.” 

If the general price level is in- 
creasing, retailer, jobber, refiner and 
producer each should obtain his fair 
share of the increasing margins, he 
said. 

“The only reason a supplier could 
reject this program would be be- 
cauce he wanted to squeeze the mar- 
keting department whenever he had 
the opportunity and was not sin- 
cerely interested in providing normal 
profit opportunities for his dealers 
or jobbers,” Mr. Begick declared. 


Vehi-les Per Station 


Declizing in Canada 


During a three-year period (1949 
through 1951) Canadian motor ve- 
hicle registration has increased 
25.29%, while the number of serv'ce 
stations available to fuel and service 
these vehicles has ricen 40.40%. 

These estimates are based on Do- 
minion Bureau of Statistics data. 


Breakdown of comparative Domin- 
ion Bureau report (see table below) 
shows that in 1949 there was an av- 
erage of 111.1 motor vehicles per 
service station; in 1950 this dropped 
only slightly to 110.4, but in 1951 
the number <lid to 99.6 vehicles per 
station. This represents a 10.36% de- 
crease in the three-year period. 


Computed on the basis of pacsen- 
ger cars per station, the average in 
1949 was 81.4; in 1950, 80.9; and 
lact year it dropped to 72.8. This de- 
cline from 1949 through 1951 
amounts to 10.57%. 


Passenger car regictration in the 
three years went up 25.44%, while 
truck registration increased by 
27.12%. Bus registration dropped 
38.96% but the number of motor- 
cycles and tractors increaced by 
8.08% and 20.97%, respectively. 

Dominion Bureau of Statistics fig- 
ures follow: 


Canadian Motor Vehicle Kecistration 

949 1950 1951 
Passenger cars 1,672 352 1,906 927 2.097.517 
Trucks .. 544.943 6160/1 692 745 
Busses ° 7,696 7 4,698 
Motorcycles 39,959 43.189 
Tractors 21,552 26.053 
Other motor vehicles 5,955 


Total motor 
veh cles . .. 2,292,457 2,600,269 2,872,343 
Avg. population per 
motor vehicle 5.9 
Avg. population per 
passerger car 8.1 
Gasoline service 
stations 
Avg. motor vehicles 
per station 111.1 110.4 
Avg. passenger cars 
per station . 81.4 80.9 


20,534 


23,557 


Canadian Oil Honors U. S. Companies’ Credit Cards 


CREDIT CARD EXCHANGE agreements are being advertised by Canadian Oil Companies, Ltd. on station signs, to make sure 
American tourists understand that cards of U. S. oil companies will be honored. Both curb signs and bil/boards are used, as shown 
in photos 


SEPTEMBER 17, 1952 




















LUBRICATION 





Sales Ratio Skid Can Be Halted—Here's How 


By HOLGER RIDDER 
NPN Staff Writer 


The downward skid of motor oil 
ratios can be halted. Better than 
that, the decline can be turned into 
an upward climb. 


A careful study of the ratio sit- 
uation by NPN during the last six 
months supports such a conclusion. 
It shows unqualifiedly that not only 
can the recent trend be reversed, 








but that ratios can be raised well 
above the low level of last winter 
(1.32% as reported in NPN’s survey 
published July 16, p. 25). 

In fact, NPN has found instances 
where oil ratios at service stations 
have been raised to as high as 5-6% 
of gasoline sales, and these stations 
seem well on the way to hanging on- 
to those high ratios. In other cases, 
ratios have gone beyond the 2% mark 
and appear to be staying up there. 


FUNDAMENTAL FACTS about selling motor oil were given dealers by this picture 
message in Esso Standard’s publication, “The Esso Dealer,” August issue. Four pages 
were devoted to explaining this “hood, eyes and mouth” theme 


56 


There’s nothing mysterious about 
the “how” of turning the tide. 

Every service station employe 
comes fully equipped with the neces- 
sary intelligence and physical facili- 
ties needed to sell motor oil. All he 
needs to do the job—and no oil 
company would hire him in the first 
place if he didn’t possess these simple 
requirements—is: 

1—Two hands to raise the en- 
gine hood and pull out the dip- 
stick; 

2—Two eyes efficient enough 
to read the dipstick level; 

3—Sufficient intelligence to in- 
terpret the dipstick level and 
form a decision as to the custo- 
mer’s oil needs; 

4—-A mouth through which to 
relay his findings to the custo- 
mer and suggest adding a quart 
or two to bring the level up to 
requirement; 

5—tThe ability to make change 
when the customer pays for his 
purchase. 

Over-simplified? Not necessarily. 
And mainly because we're talking 
here only about the simple act of 





Statiens Not Licked Yet 


The motor oil ratio slump, in 
some instances, has deteriorated 
to a point where, in desperation, 
lube oil sales departments have 
adopted a defeatist attitude and 
decided that since car dealers 
(and others) are taking oil 
change and lubrication business 
away from the service station, 
the best solution is to join the 
bandwagon by pushing oil and 
lube sales to these competitive 
outlets. 

Such an approach can only 
worsen the plight of the serv- 
ice station as a motor oil sell- 
ing force. 

The case of the service sta- 
tion isn’t hopeless. Given some 
attention, some down-to-earth 
sales assistance and a few sim- 
ple training aids, these outlets 
can step up their motor oil 
sales. NPN’s story on these 
pages tells how. 
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UNDER-THE-HOOD campaign of Pure Oil features offer of free gasoline purchase if station attendant fails to check or ask to 
check oil. Advertised on the drive by these copyrighted signs, campaign in past four months has boosted oil ratios to as high as 


selling make-up oil, not a change or 
a lube job. 

Esso Standard recognized these 
simple fundamentals in the August 
issue of “The Esso Dealer,”’ when, on 
the front page (see illustration on p. 
56), it told dealers in effect that to 
sell motor oil they had to “open che 
hood, open your eyes and open your 
mouth.” 

Pure Oil at 70% of its key service 
stations in its marketing area has 
increased motor oil ratios to a re- 
markable level since May of this 
year, and most of it was accomplished 
because they got attendants at these 
outlets to open the hoods, open their 
eyes and open their mouths. 

Admittedly, there’s a limit to the 
sates which can be made following 
this simple routine. But, if only this 
much is done, oil ratios will improve. 
Any progress beyond this point which 
succeeds in selling oil to the more 
stubborn customers and which sells 
more oil changes may demand some- 
what higher employe requirements 
and certainly a little more initiative. 

However, viewing the skid oil ratios 
have taken in recent years, and in 
line with numerous company com- 
plaints that attendants aren’t getting 
under the hoods, the basic problem 
seems to be first to get station at- 
tendants just to use what God gave 
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5% or 6% at some Pure stations 


them—two hands, two eyes and a 
mouth—and co-ordinate that use with 
just a dash of intelligence. It doesn’t 
take a college degree or a high school 
diploma. All it takes is the ability 
to follow these simpl: directions: 

“Lift the hood, check the dipstick, 
tell the customer his oil is low (or 
just right) and needs a quart of oil, 
pour it in and collect for the sale.” 

Clues to what can be done to raise 
motor oil sales are not lacking. 
NPN’s study covering the last six 
months uncovered numerous exam- 
ples of how some marketers have in- 
creased their oil sales ratios. Here- 
with are some of the outstanding 
ones, submitted with the thought that 
what one marketer can do, others 
can duplicate or better. 


Pure Oil During the last four 
months, 70% of what Pure calls key 
service stations in its marketing 
area, have turned in “amazing” mo- 
tor oil ratios. A company spokes- 
man says this 70% represents about 
30% of all stations handling Pure 
Oil products. 

The average oil ratio for these 
stations ranges from 2.75% to 3.5% 
for the four-month period, with some 
stations reporting ratios of as high 
as 5-6%. 

How is it done? 

Pure did it this way. 


Starting May 15 Pure dealers were 
urged to participate in a four-point 
sales promotion campaign designed to 
increase traffic into Pure stations. A 
part of this campaign was this one 
on motor oil: 


Under-The-Hood Plan—Participat- 
ing dealers posted sign’; on islands 
telling customers: 

“Your gas purchase free if 
we don’t check (or ask to check) 
your oil.” 

In cases where attendants failed to 
check or ask to check the oil and 
the customer did not pay for his 
gasoline, the dealer stood half the 
cost and Pure Oil the remainder. 

Though preliminary reports do not 
give a complete breakdown of oil 
sales and oi] changes, Pure indicates 
that improved oil ratios were Jargely 
due to make-up oil sales. 

It is significant that more oil was 
sold merely by having attendants do 
these simple things: Open the hood, 
check the oil, inform the customer 
he needs oil, pour the oil in and col- 
lect. 

That doesn’t sound like too com- 
plicated an undertaking. 

In any event, the “under-the-hood 
plan” has taken hold and currently 
Pure means to continue the plan 
wherever dealers want it. 


A company spokesman told NPN 
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that those dealers who have stuck 
with the plan since May have shown 
remarkable gains in oil sales. Others 
who have “blown hot and cold’ on 
the idca have shown improvement but 
not as much. However, it is ex- 
pected that as other dealers find out 
what has been and is being accom- 
plished with the plan, the number 
of participating dealers will grow 
steadily. 

At the moment, it seems almost 
certain that Pure’s copyrighted “free 
gas purchase” signs will appear at 
more and more Pure stations. But 
Pure isn’t forgetting oil changes. 
They’re being pushed too, although 
at the moment the emphasis is to get 
under the hoods and sell make-up oil 
and make customers motor oil con- 
scious. 


Esso Standard — Esso carries its 
“open hoods, eyes and mouth” cam- 
paign beyond the bare fundamentals 
of just selling make-up oil. It’s 
too early to give an accurate report 
on the effectiveness of the campaign, 
but preliminary reports from the field 
indicate that dealers are reacting 
quite well. 


Esso approaches its dealers in this 
manner: 


“Sure, you’ve done a good job at 
getting the customer to let you un- 
der the hood, and you looked around 
and saw that he needed a new fan 
belt as well as a motor oil change. 
But, then comes the crucial moment. 
You’ve got to get the order from 
the motorist. 

“Usually he isn’t very helpful 
either. When you call his atten- 
tion to the dirty, diluted oil, he may 
say, ‘My oil couldn’t be worn out 
yet.’ 

“This is the time for you to really 
open your mouth. He’s given you 
your cue and you know what’s in 
his mind about changing motor oil. 

“When he says, ‘My oil couldn't 
be worn out,’ he’s right. Agree with 
him but then give the right story. 
Give him the facts...” 

Esso then outlines the often-re- 
peated and still true story that it’s 
dirt and contamination in the oil that 
makes it necessary to change oil. To 
provide the dealer with further am- 
munition for his sales attack, Esso 
points to the recent Popular Me- 
chanics article (April, 1952) which 
classifies passenger-car driving into 
three basic types and lists the oil 
change recommendations for each of 
the three types as follows: 


1—Average driving conditions 
—oil drains at 1,000-mile inter- 
vals; 

2—Unfavorable driving condi- 
tions (operation involving an ex- 
cess amount of engine idling, 
stopping and starting and no long 
runs; also operation in severe 
winter months)—oil drains as fre- 


quently as every 500 miles may 
be necessary. 


3—Favorable driving  condi- 
tions (country driving at high 
temperatures; also newer cars in 
warm-weather use)—oil drains 
at intervals up to 2,000 miles. 


Just how effective the campaign 
will be, remains to be seen, but it 
seems basically sound. 














“What'll it be for you today, Sir?” 











Reprinted from Transport Topics 


Earlier this year Esso put some of 
its general salesmen to work in uni- 
form at several Esso dealer stations 
in an effort to prove that oil ratios 
can be raised with a little extra ef- 
fort on the driveway. During 1951 
these test stations had a motor oil 
ratio of 1.21. During the three-day 
salesman’s aid period the motor oil 
ratio was 1.65% —a gain of 36.4%. 


Liberty Petroleum Co., Inc.—This 
Mt. Vernon, Ill., Independent mar- 
keter went Esso one siep further and 
used reprints of the Popular Mechan- 
ics article as a direct oil sales aid. 

The results? 

At some stations oil ratios jumped 
from 1.62% to 2.51%, while at most 
stations motor oil sales showed in- 
creases of from 10 to 75% over pre- 
vious sales. 

Here’s how Liberty did the job. 

Liberty arranged with Popular Me- 
chanics to reprint the article, and on 
May 22 the company launched an 18- 
day campaign of distributing these 
reprints to every one of its service 
station customers. During that period 
Liberty distributed 30,000 reprints 
at company-operated and dealer sta- 
tions—supplying the reprints without 
charge. 

Jerome Glassman, Liberty general 
manager, told NPN, “We feel that 
the original reprint distribution ac- 
tually cost us nothing. In that same 
month our increased oil sales more 
than paid for the cost of the re- 
prints.” 





Results were so gratifying to Lib- 
erty that it offered reprints to other 
oil marketers at a cost of about 3c 
per copy when ordered in quantity 
lots of 10,000 to 15,000. Mr. Glass- 
man says the response to the reprint 
offer was “excellent.” “We have 
supplied reprints to major and In- 
dependent companies from coast to 
coast, Canada and Hawaii. Our big- 
gest problem has been taking care 
of the overwhelming demand.” 


In passing out the reprints, Liberty 
station attendants merely said to cus- 
tomers: 

“Sir, here’s a copy of an article in 
Popular Mechanics. We'd like for 
you to see what they say about oil 
changes.” 

Reaction of customers and station 
personnel to the reprints was suffi- 
ciently encouraging that Liberty now 
plans to carry on with seven-day re- 
print distribution campaign every 
other month the rest of the year. 
Mr. Glassman says, ‘We feel that ed- 
ucating the public to use the products 
we sell is a continuous project.” 

In response to NPN questions, Lib- 
erty made these observations (we 
quote): 


Customer Reaction— All copies 
handed to customers were gratefully 
received. Customers felt we were 
really giving them something worth- 
while. No advertising or company 
name is on the reprints, and custo- 
mers did not regard them as adver- 
tising material. We announced on 
our radio spots that we were offer- 
ing free copies of an article on the 
care of your car. Many people came 
in especially to get a copy. Some 
customers, after glancing over the re- 
print, even offered to pay us for them. 
Some customers read the reprints on 
receiving them. Some people even 
bought oil changes then. Others came 
back later and told us they were go- 
ing to start changing oil more fre- 
quently. 


Effect on Sales—At some stations 
where reprints were distributed ratios 
jumped from 1.62 (gals. per 100 
gals. gasoline) to 2.51. Most sta- 
tions showed increases of from 10% 
to 75% over previous sales. 


Reprint-to-Sales Relationship—The 
more reprints distributed, the more 
oil was sold. This, of course, was 
affected by the normal volume of 
the station. However, increased oil 
sales were not in proportion to sta- 
tion volume, but rather in propor- 
tion to effort exerted during the pro- 
motion. 


Any Outstanding Stations ?’—Most 
stations did exceptionally well. As 
you know, getting service station 
men to sell is a big job. We normal- 
ly have a hard time getting them to 
hand out literature on the drive. How- 
ever, we ‘sold’ our personnel on the 
value of these reprints. During the 
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OIL RATIO BOOST in making at station of Liberty Petroleum Co. One salesman has hood up, and is ready to show dipstick oil 


level to motorist. 


The other is giving motorist reprint of Popular Mechanics article stressing need for regular oil change. Liberty 


boosted lube sales at various stations from 10% to 75% during recent campaign using these methods 


18-day period we sent out a series of 
10 sales letters designed to inspire 
them. These letters pointed out that 
the bulk of their commission earn- 
ings come from the sale of motor oil 
and using these reprints properly 
meant more money for them ulti- 
mately. 

Lasting Effect—Since the original 
campaign oil ratios have dropped 
slightly, but we are still way ahead 
of our oil ratios before we distributed 
the reprints. 

Cause of Drop—We believe the 
slight drop in ratio was.due to the 
men not selling as hard. When they 
were distributing the reprints, oil 
changes were on their minds constant- 
ly and some of it ‘rubbed off’ on the 
customers. Also, the customer tends 
to fall back on his old ideas when 
the problem isn’t before him constant- 
ly. It’s very much like the normally 
fast automobile driver who sudden- 
ly passes by a recent accident. It 
shakes him up a bit and he drives 
slowly for the next 30 minutes. Then, 
he jams the accelerator down and 
goes on his way. I believe we must 
keep our ‘accident story’ before our 
customers constantly. We myst con- 
tinually remind them—in a believable 
way—that changing oil every 1,000 
miles is the most economical thing 
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they can do. That is why we plan re- 
peat distributions of these reprints 
to our customers. 

Union Oil of California — An oil 
sales contest held in the Long Beach, 
Calif., district in May uncovered two 
Union Oil dealers who increased their 
motor oil sales ratio about $10 per 
$1,000 worth of gasoline sold. Deal- 
er Ed Lawten of Gardena, Calif., ex- 
plained his oil sales ratio increase of 
from $19.57 to $30.53 per thousand 
this way: 

“Always, two men hit every car 
that came into the island. One got 
the gas and the other the windshield 
and tires. I’d say we sold more 
oil than usual at the island because 
we stressed two-man service all the 
way. 

“Two men give you an advantage. 
If there was any objection to rais- 
ing the hood, I said, ‘You have to 
wait anyway while he checks the 
tires; so as long as you're waiting, 
I might as well look at the oil .. .’ 
Ninety percent of the people will 
wait for you to check it. . .” 

A runner-up in the contest, Bud 
Southfield of Cypress, Calif., boosted 
his oil sales ratio from $17.91 to 
$28.44 per thousand. His explana- 
tion is simple: 

“We just tried to be oil conscious. 


When we went out to a car, instead 
of thinking, ‘I’m going to gell him 
some gasoline,’ we thought, ‘I’m go- 
ing to sell him some oil.’ . . . The 
big item is the consciousness of oil. 
We thought about oil . . . That’s the 
only thing we did. I'd say tkat 
thinking oil would take any station's 
ratio up to $20 a thousand.” 

How have the ratios at these two 
stations stood up? 

During the month following th« 
contest, both sold less than their 
peak ratios, but both were well above 
the ratios they started with. 

Sun Ojl—The June iscue of Sunoco 
Diamond points to two Sun dealers 
who have boosted oi] ratios merely 
by using a visual follow-up system 
devised by Sun. E. J. Walker of Co- 
lumbus, Ohio, reports his ratio rose 
16 points since he installed the follow- 
up system. Nelson Kellam, Neshanic 
Station, N. J.,, boosted his oil ratios 
14% in the same way. 

Atlantic Refining Give-aways 
brought some good results for Atlan- 
tic dealer Tom Kennedy, Philadel- 
phia. Offering customers free drink- 
ing glasses with the purchase of 8 
or more gals. of gasoline sent his 
motor oil ratio from 18.5 gals. to 30.2 
gals. per 1,000 gals. of gasoline. This 
was during a 10-day period. 
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Products Production High; Most Prices Steady 


Requirements for fall gasoline and preparations for 
winter distillate demand held products output at a high 
level during the middle week of September. Their heavy 
fuel inventories permitting, refiners generally were anxi- 
ous to boost production. Prices for most products were 
reported unchanged and steady in most areas. 

Continued active demand for gasoline was indicated 
in marketing and refining districts, and refiners at the 
Gulf said they found buyers willing to accept spot cargo 
liftings as late as end of November. In the Midwest, 
demand for gasoline at Great Lakes Pipe Line terminals 
apparently showed no abatement. In Chicago, except 
for one 50,000-bbl. offering, reports of refiners generally 
pointed to demand holding pace with production. Some 
retail gasoline price cutting was developing, (see below). 

In virtually all districts, refiners reported that buyers 
were showing only passing interest in spot distillate fuel 
oils, but were desirous of obtaining substantial quanti- 
ties over the winter. At the Gulf, the distillate fuel sup- 
ply position was described as “slightly easier’ with re- 
duced demands for export gas oils and with No. 2 fuel 
tanks already well filled along the East Coast. On the 
East Coast also, a number of large marketers reported 
that sales to their distributor customers were relatively 
slow. 

In the Midwest, tank car marketers’ sales of kerosine 
and No. 2 fuel mostly were confined to one- and two-car 
lots, with some at 8c for kerosine, Group 3 basis, and 
7.5¢c for No. 2. Central Michigan refiners declared that 
temperatures in the 90’s had brought sales of light fuel 
oils to a standstill. 

Current sales of light fuel oils, however, were less in 
the thoughts of refiners than the months ahead, accord- 
ing to reports. Looking for a big demand for No. 2 
fuel, many refiners were anxious to boost their produc- 
tion, but were unable to because of their still unwieldy 
stocks of No. 6 fuel. 


Heavy fuel in the Midwest continued available to tank 
car marketers at prices down to 70c, Group 3 basis, 
for resale. Quotations for No. 6 reported by Midwest 
refiners ranged from 90c to $1.00, Group 3 basis. 

It was along the eastern seaboard that some major 
marketers said the heavy fuel surplus had been whittled 
down. While “discounts” still were available, and these 
despite rising tanker rates from the Gulf, some of the 
“low” sellers reportedly have withdrawn from the market. 

Water transportation rates generally were on the in- 
crease, chartering sources said. For tanker voyages from 
the Gulf to New York, clean vessels have been fixed as 
high as $3.85 per ton (USMC plus 35%) and dirties at 
$3.71 (USMC plus 30%). These rates figure about 1.2c 
per gal. for No. 2 fuel and 57c per bbl. for No. 6. 

For upriver movement of petroleum products from the 
Gulf, spot barge charters on clean equipment were up 
over summer fixtures in amounts ranging from 0.025 to 
0.05c per ton mile, according to NPN sources. A flurry 
of demand for clean tonnage sent long-distance rates up 
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to 0.2c and 0.225c per ton mile, and a few fixtures were 
reported as high as 0.25c. Dirty barge equipment rates, 
however, were unchanged from mid-summer, and were 
asked at 0.175c and 0.2c. 


At the retail level, a gasoline price war in nearby 
Lewiston and Gray threatened to engulf Portland, Maine, 
with some Portland stations on city’s edge already hav- 
ing cut their postings 3c, according to NPN sources. 
There are no private brand outlets in the area. 


While most stations in Portland have been selling reg- 
ular-grade gasoline at 18.9c (ex 8c state and federal 
taxes) since last fall, new wave of price cutting has 
brought low of 15.9c (ex taxes) at some outlets. At 
18.9c, price was already below what some trade sources 
say is “normal” for Portland and nearby points. 

Latest downward move started in Gray where retail 
cuts of 3c were followed by “voluntary allowances” (from 
tank wagon postings) of 2.6c made by suppliers. Price 
cutting then spread to Lewiston and Portland. Posted 
tank wagon price of most Portland pee for regu- 
lar is 15c (ex taxes). 


In Eatontown, N. J., a dealer handling Cities Service 
gasoline cut his prices 3c to 16.9c (ex 5c state and fed- 
eral taxes) for regular-grade and 2c to 19.9c for premium, 
displaying his postings with yellow and black price signs 
in what appeared to be an invitation for a test of New 
Jersey’s price sign law. Most other stations in the vicin- 
ity continued posting regulation signs (black on white) 
and so-called “normal” prices—generally 20.4c for regu- 
lar-grade. 

In Flint, Mich., recent improvement in that city’s 
months-old gasoline price war (see Sezt. 10 NPN, p. 41) 
proved to be shortlived. Several large marketers reduced 
their dealer tank wagon prices for regular-grade 0.9c to 
14.3c (ex 6.5c state and federal taxes) after having ad- 
vanced to 15.2c earlier. An NPN check of Standard of 
Indiana’s bulk plant showed that the company also had 
lowered its dealer price for Red Crown (regular) gaso- 
line to 14.3c, effective Sept. 10. Flint sources said that 
major brands of regular gasoline were retailing at prices 
ranging from 18.4c to 20.9c, with most outlets at 19.9c 
(ex taxes). Private brands generally were selling at 
18.4c (ex taxes). 


GULF COAST 
Forward Gasoline Still in Demand 


No new sellers of spot gasoline appeared in the Gulf 
Coast cargo market the past week of quiet trading, and 
indications were that bulk liftings were in demand for 
at least two months in advance. The distillate supply 
position eased somewhat on reduced demands for gas oils 
for export and full No. 2 fuel tankage along the eastern 
seaboard. Heavy fuels still were plentiful. 

Saleability of gasoline both for early and late Novem- 
ber was pointed up in reports of most refiners. However, 
the demand for liftings late in 1952 generally was for 
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Summary of Daily Gasoline Prices (Sept. 9 through Sept. 15) 


Monday 
Motor Gasoline 93 Uct, Sept. 15 
N, Tex, (Texas & New Mex. shpt.) .. 13.2-13.25(2) 
Ww. . (Texas & +4 Mex, on) ee 12.5 
E. Tex. (Truck Tnsp ececcese 12 
Cent. W. Tex. (Truck rep.) 


Motor Gasoline 90 Oct. 
N. Tex, 


(Premium) : 


(Premium): 
(Texas & New Mex, shpt.) .. 
W. Tex. (Texas & New Mex. —.) ee 
E. Tex. (Truck Tnsp.) 

Cent. W. Tex. (Truck Tnsp.) 


Motor Gasoline 88 Oct. (Premium): 
Okla., Group 3 (Okla. shpt.) .... 
Okla., Group 3 (Northern shpt.) 
Midwestern (Group 3 basis) . 

N, Tex. (Texas & New Mex. shpt.) .. 
W. Tex. (Texas & 14 Mex, aes ee 
E. Tex. (Truck Tnsp rr 
Cent. W. Tex. (Truek rsp.) cccccece 


Motor Gasoline 86 Oct. (Premium): 
N, Tex. (Texas & New Mex, shpt.) .. 
W. Tex. (Texas & New Mex. shpt.) .. 
E. Tex, (Truck Tnsp.) 

Motor Gasoline 84 Oct. 
N, Tex. 


12.75(2) 
12.5-12.75 
11.75-12.75 


(Regular): 
(Texas & New Mex, shpt.) .. 
W. Tex. (Texas & New Mex. s 

E,. Tex, (Truck Tnsp.) 

Cent. W. Tex. (Truck Tnsp.) 

Motor Gasoline 82 Oct, 
Okla., Group 3 (Okla. shpt.) .... 
Okla., Group 3 (Northern shpt’s 
Midwestern (Group 3 basis) ° 
N, Tex. (Texas & New ‘Mex. ‘shpt.) ee 
W. Tex. (Texas & 1 Mex, shpt.) .. 
E. Tex. (Truck Tnsp 
Cent. W. Tex. (Truck. TNSP.) «+--+ 


Motor Gasoline 80 Oct. (Regular): 
Gate... Group 3 (Okla. shpt.) 
Kkla., Group 3 (Northern pe 
a (Group 3 basis 
N. Tex, (Texas & New Mex. shpt.) .. 
W. Tex. (Texas & New Mex. shpt.) . 


Motor Gasoline 60 Oct. M & spite 
Okla., Group 3 (Okla. shpt. 
Okla.’ Group 3 (Northern shpt:) 
Midwestern (Group 3 basis) 
N. Tex, (Texas & New Mex, shpt.) .. 
W. Tex. (Texas & New Mex, shpt.) .. 
E. Tex, (Truck Tnsp.) 
Cent. W. Tex. (Truck Tnsp.) 


Motor Gasoline 92 Oct. (Premium): 
New York harbor 
New York harbor, barges . 
Philadelphia 
Philadelphia, barges 
Baltimore 
Baltimore, barges 


Metor Gasoline 90 Oct. (Premium): 
New York harbor 
New York harbor, b 
Philadeiph 


(Regular): 

(4)10.5-10.875 

(5)10.375-10.625 

(4) 10.375-10.5 
10.75-11.25 


10.75-11 
(2)10.75-11 
10.75 


15.15 
1 


Baltimore, barges 12.8-13 


Motor Gasoline 85 Oct. (Regular): 


(3)12.85-13.6 
12.5-13.4 


Philadelphia, barges 
Baltimore 
Baltimore, 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
90 Oct. (Prem.) 
86 Oct, (Regular) 
Western Penna., Oil City: 
90 Oct. (Prem.) eccee 13.75- 
86 Oct. (Regular) 12. 75-12.9(2) 
Western Penna., Pittsburgh: 


90 Oct. (Prem.) 
86 Oct, (Regular) 


13.75-14 
12.75(2) 


13.9(2) 


13.9(2) 
12.9(2) 


12.9(2) 


Friday 

Sept. 12 
13.2-13.25(2) 
12.5 


13.85-14.35 
13.75-14.25 


5.05 
12.9-13.25 


13.75-14 
12.75(2) 


13.75-13.9 
12.75-12.9(2) 


Thursday 

Sept. 11 
13.2-13.25(2) 
12.5 


Wednesday Tuesday 
Sept. 10 Sept. 9 

13.2-13.25(2) 13.2-13.25(2) 

12.5 12.5 

12 12 


12. Hag tm 
12.5 
a. 75. =e 35 


(3)11.5-11.875 
(5)11.375-11.75 


12(2) 12(2) 
(2)11.75-12 (2)11.75-12 
12 12 
12 12 
12 12 
11.75 11.75 


10.75-11.7 
10.75-11.25 
10.75-11.25 


10.75-11.7 
10.75-11.25 
10.75-11.25 


(4)10.5-10.875 

(5) 10.375-10.625 

(4)10.375-10.5 
10.75-11.25 


(4)10.5-10.875 
(5) 10.375-10.626 
ete ys 
- 10.75-11.25 
10.75-11 10 75-1 11 
(2)10.75-11 (2)10.75-11 
10.75 10.75 


15.05 
12.9-15(2) 
12.8 


15.05 
12.9-15(2) 
12.8 


13.85-14.35 


13.85-14.35 
13.75-14.25 
15.15 


13.75-14.25 
15.15 


15.05 
12.9-13.25 
12.8-13 
(3)12.85-13.6 (3) 12.85-13.6 
12.5-13.4 12.5-13.4 
13.7-13.9 
13.7-13.8 


11.9-13.5 
11.8-12 


13.75-14 


13.75-14 
12.75(2) 


12.75(2) 


13.75-14 
12.75(2) 


13.75-13.9 13.75-13.9 
12.75-12.9(2) 12.75-12.9(2) 
13.9(2) 


13.9(2) 
12.9(2) 


12.942) 


13.9(2) 
12.9(2) 





“quality” material, with buyers stipulating unwillingness 
to pay “premium” prices, While gasoline continued in 
tight supply, the build-up of inventories of distillates 
should work to release occasional offerings with the ap- 
proach of winter, trade sources said. 

Substantial stocks of distillates held by refiners were 
indicated in the appearance of occasional offerings to the 
up-river trade. Majority of refiners, however, appeared 
unwilling to release spot quantities, preferring to hold 
the material for the anticipated big demand this winter. 

Lower river barge quantities of kerosine reportedly 
were offered at the “low cargo quotations” (9c at the 
time of the offering), which compared with August lots 
held for 0.25c and 0.375c “premiums” (over the low.) A 
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cargo of gas oil also was available for prompt shipment, 
according to reports. 

Residual fuel continued freely available although trade 
sources said that the number of “distress” sellers had 
been reduced to two—one major and one Independent re- 
finer, However, the fact that material still was in surplus 
gave rise to concern among some refiners who anticipated 
that reduced tariffs from Venezuela may open up larger 
shipments from that area to the East Coast beginning 
some time in October. 

While bunker “C” fuel generally was held for $1.50 
per bbl., reports continued that a prompt cargo could be 
obtained at “10c discount.’’ Buying interest in residual 
continued quiet. 
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Explanations of Price Tables 

The reader’s attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on page 
61 and the price tables appearing on pages 64-69 
of this issue. 

The letter “X” indicates a change in prices; if 
the change is on the low of the price range, the 
“X” is adjacent to the low; if the change is on 
the high of the price change, the “‘X” is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X” 
to the left of the new price; elimination of the 
high of a price range is indicated with an “X” 
to the right of new price. 

Parenthetical figures indicate number of com- 
panies quoting when two or more companies 
quoted the price shown. In the Gulf Coast Cargo 
table on p. 67 all prices reported are shown. 
In all other tables, only the lows and highs of 
the ranges of prices are shown; no attempt is 
made to show prices within the lows and the 
highs, and therefore no attempt is made to indi- 
cate the number of companies contacted for 
prices for each product. Nearly 200 primary sup- 
pliers (refiners and tanker terminal operators), 
plus an even larger number of other sources 
(jobbers, compounders, consumers, distributors, 
brokers, tank car marketers, etc.) are contacted 
for prices at regular intervals. 











ATLANTIC COAST 
Trading Stalled Awaiting Cold Weather 


Sharp rise in refinery and terminal stocks of distillate 
fuel oils tended to further slacken trading along the East 
Coast in mid-September. Resellers of light fue] oils were 
slow to accept material from their suppliers, and also 
were showing little interest in spot quantities. Heavy 
fuel and gasoline were quiet, with prices unchanged, and 
gasoline continued to be the tightest product. 

It will take some cold weather to spur demands for 
distillates, accerding to most reports. A major fuel oil 
marketer said shat summer fills by resellers have been 
“backwards” this year in that many distributors did their 
summer buying prior to the OPS price increase, with pur- 
chases since that date merely to “maintain quotas.” 

At New York Harbor, trading was “extremely quiet,” 
and aside from requests for either gasoline or high dik. 
Diesel fuel, inquiries were reported light. 

New York Harbor sources said that small quantities 
of No, 2 fuel were available in barge lots at 9.4c per 
gal., with some bids of buyers scaled 0.15c below this 
figure,. or 9.25c. Generally, it was said that offerings 
originated from resellers who have been forced to release 
material in order to keep up their “quotas.” Most 
refiners and terminal operators at New York quoted 9.65c, 
barges, for No. 2 fuel. 

While the appearance of “off-price” distillate offerings 
from resellers tended to take the firmness out of the 
posted barge prices at New York, suppliers said that the 
volume of material available was very small compared 
to the sizeable distillate stocks held for winter demand. 

A slow, but steady, improvement in the residual oil 
supply position was reported by a number of sellers, One 
major declared that the bunker situation was “definitely 
better.” On the other hand, other suppliers pointed out 
that no developments have occurred to put more dry cargo 
vessels in service or to attract utility buyers away from 
low-priced offerings of soft coal. 

At New York Harbor, occasional part-cargoes of No. 6 
reportedly were available “in the $1.95-2.00 range.” For 
barge quantities, suppliers quoted $2.10. 
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CHICAGO DISTRICT 
All Products Offered in Open Market 


A turning point was reached in Chicago District last 
week when it was disclosed that all products—gasoline 
to residual fuels—were available in open market for im- 
mediate shipment. 

While this situation as far as light fuels were concerned 
was indicated as temporary, depending on the weather, 
most large suppliers held the opinion that gasoline will 
become more abundant as its big consuming season nears 
an end. For the present, however, most suppliers were 
content to sit tight as neither buyers nor sellers of gaso- 
line. 

One primary supplier disclosed gasoline purchases to- 
taling 10,000 bbls. with price of regular-grade at 12.55c 
and the premium-grade at 13.55c, FOB Chicago District. 
An offering of 50,000 bbls. of gasoline “on the lake front” 
was reported in market, but price was not disclosed. 
One supplier said he was in market for gasoline “if 
price is right.” Quotations for regular gasoline ranged 
from 12.1 to 12.75c and for premium from 12.85 to 13.7£c. 

Large amounts of light fuel for immediate to fairly 
prompt shipment, made their way into market last week. 
One offering of 25,000 bbls. of range oil and similar 
quantity of No. 2 was disclosed at 10.625c and 10.125c, 
FOB Franklin Park terminal of Great Lakes pipe line, 
subject to 1% discount for prompt payment. Feature of 
offering was buyer's ability to pick up material free of 
storage charges as late as Feb. 1 next year. 

An Independent river terminal operator disclosed sale 
of 40,000 bbis. of No. 2 at 9.5c, dockside Chicago. Other 
offerings of distillates were at the quotéd lows, or above. 
Range oil was quoted at 10.9 to 11.375c and No. 2 from 
9.9 to 10.375c. 

Demand for residuals was steady with some trade 
sources reporting these grades available at “sharp dis- 
counts.” Residual suppliers said they still were trying to 
estimate what effect, if any, tightness in hopper (coal) 
cars will have on heavy oil demand when these cars are 
put into iron ore service after lake boats tie up for the 
winter. The question is whether steel mill consumption of 
residual oil will be checked by shortage of iron ore, or 
whether tightness in coal transportation will result in 
bigger call for oil. 


CENTRAL MICHIGAN 
Gasoline, Read Oil Demand Strong 


Gasoline and road oil were in strong demand in Central 
Michigan last week. Open market trading was quiet in all 
products, however, and prices were unchanged. 

Hot weather cut deeply into light fuel shipments that 
had begun to rise earlier this month, but refiners said 
no inventory problems had resulted from this drop in de- 
mand. 

Residual fuels remained sloppy. Some plants, on the 
other hand, said continued big road oil demand—heavy 
since April—has kept black oil inventories from getting 
unwieldy. 


MIDWESTERN (Chicago-E. St. Louis Area) 
Heat Wave Halts Distillate Demand 


A heat wave with temperatures in the 90’s throughout 
the Midwest last week resulted in a dull trading period 
and brought distillate demand to a virtual standstill, ac- 
cording to refiners and tank car marketers. 

Gasoline still maintained its strong position. Great 
Lakes Pipe Line shippers, however, said that while prod- 
uct still was in snug supply at some terminals, over-all 
tightness in gasoline has eased since Labor Day. Residuals 
were quiet. 

Trading was confined to transactions reported early 
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in the week. Marketers disclosed sales of No. 1 fuel at 
8c and of No. 2 at 7.375c and 7.5c, Group 3 basis. Sale 
of five cars of No. 6 fuel (max. 1% sulfur) at $0.75, also 
was disclosed by a marketer. Quotations reported by re- 
finers for No. 1 ranged from 8 to 8.75c, for No. 2 from 
7.5 to 8.125c and for No. 6 from $0.90 to $1. 


MID.CONTINENT 


‘Gas’ Demand Continues Good 


Trading activity in the Mid-Continent was still limited 
primarily to regular-customer gasoline and winter burn- 
ing oil transactions the past week, with most products 
except gasoline still in good supply and relatively weak 
demand. Refiners’ quotations also were generally un- 
changed. 

Gasoline, despite lateness of season and dry weather 
in most consuming areas, was still a short product with 
many refiners. In Kansas, one refiner was trying to 
borrow 50,000 bbis. of October and November gasoline, 
with stipulation that he would pay it back during Janu- 
ary and February. 

However, production lost during oil strikes is still being 
felt by many Mid-Continent refiners, and few are in 
position to take on “outside” gasoline business, since 
their regular customers are still buying heavily. 

Rain in West and Central West Texas, breaking long 
drouth, was expected to further increase local farm 
demand for gasoline in that area, while Kansas refiners 
said their gasoline business would be “spectacular” if 
farmers there could get moisture. 

Active bidding for winter burning oils continued, ac- 
cording to reports, but few buyers were looking for 
prompt material during week. Refiners, on other hand, 
were just as reluctant to offer large lots of distillates 
in open market. 

Trade sources in Oklahoma and Kansas said there 
was some improvement in No. 6 fuel market, although 
a reseller in Oklahoma was offered 25 cars of high sul- 
fur material at $0.75, for resale. Other resellers added, 
however, that their suppliers generally asked from $0.80 
up for residual. 

In Texas, many refiners continued to ship bulk of 
their residual production to Gulf Coast on contracts, 
but reported “no market” when they tried to move this 
product north. Asphalt shipments continued good, accord- 
ing to most sources. 

Some refiners said they still are feeling the effects of 
the recent steel strike. In West Texas, for instance, drill- 
ing projects continue light. Several also believe residual 
is still depressed as result of the steel shutdowns. 

Few complaints about transportation were heard dur- 
ing week, although dirty tank cars were still slow in 
returning from destination points in several cases. 





Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 

Sept. 15 15.36 11.65 
Month Ago . ° ° ° 15.36 11.65 
Year Ago . Lice uble 15.12 11.67 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities 

Tank car index is weighted average of following wholesale 
markets for regular-grade ga‘oline, FOB refineries or ter- 
minals; Okla., Midwest, W. Penna., Calif., N ’. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast. 











WESTERN PENNA. 
Trading Generally Continues Quiet 


Trading in lubricating oils and most other products was 
at near standstill in Western Penna. the second week in 
September. 

Reports from refiners indicated little change in demand 
status of any product. 

Spot interest in lubes continued light although prices 
of heavy grades were firm. Scale wax prices remained 
weak, Petrolatum prices for export were slightly firmer. 
Price quotations for all products were unchanged. 

Several refiners stated there were no indications at 
present time of revival of spot interest in lubricating oils. 
At same time, with branded motor oil shipments steady, 
there was little urgency to seek bulk buyers, and some 
refiners still were not offering heavy stocks. Others said 
they were behind on filling bright stock orders. On the 
other hand, smaller compounders continued to report their 
branded motor oil business off sharply. 

One refiner disclosed buying “several” cars of bright 
stock at 30c, same as low quoted price to the trade. Neu- 
tral, 200 vis., was said to be more plentiful than in recent 
weeks, with material available at 28c, also the low quoted 
price. 

Scale wax continued weak at low quoted tank car price 
of 3.85c, with some buyers bidding slightly lower. At 
same time, one refiner reported pickup in inquiry com- 
menting that his receiving three inquiries during Nation- 
al Petroleum Assn. convention week was “unusual.” 

Export inquiries for finished petrolatums, while still 
lagging, were slightly more numerous, one refiner said. 
Sales of snow white at 7.5c and 7.375c and of amber at 
5.75c and “occasionally” at 5.5c all FAS New York were 
disclosed. 





Crude Oil Prices 
No changes were reported in crude oil prices 
during week ended Sept. 13. For complete crude 
price schedules see p. 43-44 of Aug. 27, 1952, 
NPN. 











Summary of River Barge Commercial Oil Shipments from Gulf Coast—June 1952 


(Figures in bbis. From data prepared by lepartment of Interior, Oil & Gas Division) 


Crude Oil Gasoline Kerosine 
From TEXAS to 
DIST. 1. . ee 35,929 
DIST. 2 ‘ 382,347 
pae., TR., By., 86, 220+ os 382,347 
Mo., Iowa, etc * eceses TTT 
DIST. 3. oe 127,871 9,628 
From LOUISIANA to 
A eee > 115,190 2,197 
DIST. 2 . , 5 962,395 168,177 
East Ohio acess 
Ind., Il., Ky., ete. .... 78 839,901 
Mo., lowa, etc seeen os 122,494 
DIST. 3 36, 262,213 27,255 
From ARK.-MISS. to: 


190,383 
190,383 


168,177 


Heating Oil 


Gas Oi Fuel Oi Lubes 


28,631 


504 52.52 32,110 , 262 1,368 
504 52,528 32,110 76,368 


6.359 52,416 


13,032 12,864 7, , 59,971 

170,186 38,991 2,328,063 
7.414 414 

170,186 31,577 y 155 
2,494 

25,569 351,911 


DIST, 2. hex ees 543,660 52,218 163,075 sovce 956 
Ind., Tll., Ky., ete. .. . 486.695 40,412 151,658 5 765 
Mo., Iowa, etc. ..... se 56,965 11,806 11,420 : 191 

DIST. 3 ’ ; mat 6 shia , 

TOTAL RIVER BARGES 906,711 2,429,605 416,126 267,674 


449.858 112.596 7,3 90,008 39,849 
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Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT SEPT. 15 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oi] industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJILGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


88 Oct, Prem, ... 


GASOLINE 
86 Oct. Prem, 


OKLA,, Group 3 (Okla, shpt.) 80 Oct. Reg. 

88 Oct. Prem. ........ (3)11.5-11.875 ome, oo ee 

UE a Seep (4)10.5-10.875 

Se Ge BEE eetdvcccestec osee 

60 Oct. Sbscdes .62. b 

c M & below 9.625-10.125 90 Oct. Prem. 

88 Oct, Prem. 
86 Oct. Prem, 


OKLA., Group 3 (Northern shpt. 82 Oct. Reg. ......... 
° —? oe Se, Se. cebsceece 
oe Gee, BO. wcvccosdcsce (5)11.375-11.75 60 Oct. M & below . 
ke! See (5) 10.375-10.625 
60 Oct. M & below ....... 9.5-9.875 
WESTERN PENNA, 
Bradford-Warren: 
-ESTER? basi: 90 Oct. Prem, ........ 
MIDWESTERN (Group 3 basis) 86 Oct. Reg. ......... 
88 Oct. Prem .....--se+005 (3)11.375-11.75 Oil City: 
SS ae (4)10.375-10.5 Oe Wet, Bree, .<ccecce 
60 Oct. M & below ....... 9.75(2) ~~ saaiheataieeate 
Pittsburgh: 
90 Oct, Prem, ........ 
N. TEX. (Texas & New Mex, shpt.) SD Ge. BS, kéncoocces 
O3 Oct. Prem, ...c.ccccces 13.2-13.25(2) 
00 Cot. PREM, cccccccccces 12.75(2) 


SB Oct. Prem, 2... ccccccces 


(2)12-12.75 
86 Oct, Prem, .....-26++0% 12 


SiN. GE, ncrcnsénsanes 10.75-11.7 90 Oct, Prem. .......++. 
ae A Ep cakvawde vee 10.75-11.25 86 Oct. Prem. ... . 
80 Oct. Reg RRR 10.75-11.5 84 Oct. Reg. ........- 
60 Oct. M & below ....... 9.75-10.8 82 Oct. Reg. .......-. 


ARK. (For shipment to Ark, & La.) 


KANSAS (For Kansas destinations only) 


5-14 
coee 12.75(2) 


eves 13.75-13.9 
eeee 12.75-12.9(2) 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


OHIO—Quotations of S.O. Ohio for delivery to 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OJILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJILGRAM 
publishing office, New York, Cleveland and Houston, address Platt’s 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual! 
Subscription rate in U. S.: $150 per year, payable in advance. 


CALIFORNIA 
tees 11.75 Los Angeles dist. : 
10 7 90 Oct, Prem. eeadeee 13.3-16.5 
=. yt + GONE ME. aensecncsses 12-14(2) 
San Fran. dist.: 

SO Get. DEG. cccccccccee 16.25-17 
se sere ~ te epreererr 14.25-14.5 
ages pte god San Joaquin Valley dist.: 

11.375 OO Oot. PEGE. «cece sccces 16.25-17 
eese 10.5-11.125 80 Oct. Reg. .. 14.25-14.5 
ees 9.5-10.875 
voue 13.7 


WESTERN PENNA. 


Prices are for sales made, or offers reliabiy 
reported, to jobbers & compounders only. 


Viscous Neutrals—No. 3 col, Vis. at 70° F. 200 


a 12.9(2) Vis. (180 at 100°) 420-425 f. 
12.9(2) @ WE, casccccccsccescvese 31.5 
BD DA. cccccvecesdccccccecs 30.5 
‘ I tea ae a 29.5 
7 ae. . (2)28-29 
150 Vis, (143 at 100°) 400-405 4. 
(2)13.5-14.25 Ae = 
eke 13.25-13.75 (2) 4 © igbhtpeets = 
sews €2)22.5-13.125 25 pt. * (2)25.5-26 
(2)12.25-12.75 Sa nea sae nage 2)25.5-2 


Bright Stocks 
145-155 vis. at 210°, 540-550 fl. No. 8 col 


W. TEX. (Texas & New Mex. shpt.) Ohio points: 4 Reinaepeaepoareantoare =. 
Le a ae 12.5 BS Get. TAB cecccsccccess 14.0 BD WAG, acces sesscocessosce (2)30-33 
00 Oct. Prem. ..cccccccces 12.5-12.75 
88 Oct, Prem, ..ccccccsces 12(2) 
86 Oct. Prem, .>..... goes 12 
B46 Oot. Res. ccccccccccess 10.75-11.25 
$B Out. Beg. --..0-20--0-. ITED Ox) UNITED REFINING COMPANY, WARREN, PENNSYLVANIA 0Ca—=xQ 
60 Oct. M & below .......  10.25-10.5 
i i aa aaa CO-OPERATION AND GOOD FAITH 
93 Oct, Prem, ....-scccces 12 
90 Oct. Prem. ............ 11.75-12.75 HAVE BUILT 
86 Oct. Prem, 2.000 scccces (2)11.75-12 4 
86 Oct. Prem, .ccccseccces 11.75 . 
DON MER Cs cckiedeuiees 10.75-11.25 UNITED 5 REPUTATION 
i Seek. Me. cdossedaenn ee (2)10.75-11 
BO Cot. ReB. .ccccccccccce oons.cks 
60 Oct. M & below ....... .875-10. 4 ee . 
Ever since the oil industry was young, United has 
; ; pus ; 
CENT. W. TEX. (Trock transport lets) been a leading refiner of 100% Pure Pennsylvania 
Oe NR cn ccnaenass 12 Lubricating Oils. United's leadership is based on 
on Be ooo. osae the unsurpassed quality of its oils plus a long 
record of service, good faith, and co-operation. 


Jobbers and marketers who are customers of United 
know what it means to have confidence in their 
source of supply. 





Refiners of 
and REPUBLIC Petroleum 


REPUBLIC OIL REFINING CO. 





Marketers { Products 
Main Offices: Refinery, 
Pittsburgh, Pa. Texas City, Texas 








64 


—= a, 
My Le li, ls 


100% PURE PENNSYLVANIA OIL 






oO =—™ 


| 


REFINING ' COMPANY 


NATIONAL PETROLEUM NEWS 








Oil PRICE SECTION 





Cylinder Stocks 
600 s.r. filterb’! 2543) 
650 s.r. 2743) 
600 flash 2914) 
630 flash 30(3) 
MIDCONTINENT L UBES 
FOB Tulsa basis, for domestic shipment only. 
Bright Stocks, vis. at 210° Neutrals, vis. at 
100°, 0-10 p.p. 
Neutral Uils—Conventional 
Pale Uils Col, 
60-85 vis. 
86-110 vis. 
150 vis, 
180 vis. 
200 vis, 
250 vis. 
280 vis. 
300 vis. 3 
Bright Stock—Conventional 
200 vis. D: 

10-26 — eccceseesceoe 31 
150-160 vis. 

0-10 p. _ 27-28 

10-25 p.p. 27-27.5 
120 vis. D: 

0-10 p.p. 26-27 
Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 v.1. 
Neutral Oils—Selvent (95 v.i.) 
170-180 vis, 
200-210 vis. 
300 vis. 
Cylinder Stocks 
600 s.r., olive green 21 


GULF COAST—Soivent Refined Lubes. 
From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 
Bright stock—vVis. at 210° 
150-160 vis., 0-10 pour 
test, 95 v.i. . 32-34 
Neutral Oils—V is. at 100°; 95 v.L.; ; 0-10 p.t. 
100 vis. 20-21(2) 
200 vis a ovaee 21-22 
300 vis a anaes 23-23.4 
500 vis a 26-26.7 
SOUTH TEXAS LUBES — 
(Vis. at 100° F, FOB 8S. Tex., refineries for 
domestic and/or export shipment.) 
PALE OILS: 
Vis. 
100 4-2% oeecee (4)12-12.5(2) 
- “a (3)13-13.5(3) 
14(6) 
500 : 15(6) 
16(6) 
(3)17-17.5(2) 
(3) 18-19(3) 


33.5-34(2) 


(2)21-22 
(2)22-23.5(2) 
(2)24-24.5 


(3)12-12.5(2) 
(3)13-13.5(3) 
14(6) 
15(6) 
15(6) 
(3)17-17.5(3) 
(3)18-19(3) 


INDUSTRIAL 


FUEL OIL 


SPECIALISTS 


WATER TRUCK RAIL 


| PHOENIX ‘Ol CORPORATION | 
OFFICE: 624 So. Michigan Ave. Chicage 5, | 
TERMINAL: 33rd and California Ave 
Phone- WA bash 24322 


Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT SEPT. 15 


KEROSINE, GAS & FUEL OILS 


OKLA., Group 3 (Okla. shpt.) 
41-43 w.w. 

42-44 w.w. 

Range oil . eee 
58 & above D.I. Diesel eee 
No. 1 fuel eo 
No. 2 fuel ieane 15. 3.5 
No, 3 fuel 7.5-7 

No. 6 fuel 


8.75-9.25 
8.75-9.25 
8.75(3) 
ee ¥ 


5-7.87 
(2)$0.90-1 30 
ae Group 3 (Northern shpt.) 

43 w.w, (4)8.75-9(2) 
42. 44 w.w, (5)8.75-9(4) 
Range oil .. 8.75(2) 
58 & above D.I. “Diesel ... (6)8.5-8.875 
No. 1 fuel ° eé-se 8-8.75(3) 
No, 2 fuel ~~ 7.5-8.125(2 
No. 3 fuel _ ‘sees 7.5-7.875(2) 
No. 6 fuel (2)$0.90-1.15 


MIDWESTERN (Group 3 basis) 

41-43 w.w. (2)8. 75-9 
42-44 w.w, (4)8.75-9 
Range oil 

58 & above D.I. Diesel 
No. 1 fuel 

No, 2 fuel 7.5-8.125 
No, 6 fuel (2)$0.90-1.00(2) 


(4)8.5-8.75(2) 
8-8.75 


N. TEX. (Texas & New Mex, shpt.) 
-43 ww. (2)8.75-9.5(2) 
gy 


8.5-9.25 

8.25-8.5 

No. 6 fuel (2)$1.00-1.65 
W. TEX. (Texas & New Mex. shpt.) 

41-43 w.w. 8.75 


42-44 ww. 9.25-10.25 
58 & above D1. " Diesel” 
8. 15-9. 25(2) 


No, 1 fuel 
No. 2 fuel ....cccccccccces 8.5-9 
$0.90-1.75 


No. 6 fuel 


E. TEX. (Truck transport lots) 

41-43 w.w, 

42-44 w.w. 

58 & above D.I. Diesel ... 

No. 9.125 


$1.15-1.85 

CENT. W. TEX. (Truck transport lots) 
41-43 w.w. 9-9.5 
58 & above D.I, Diesel 8.75-9.25 
AI 8.5 


$1.40-1.50 


LUBRICATING OILS 


for 


Tank Car 
Buyers 


UNIFORM 





HIGH QUALITY 
DEEP ROCK OIL CORPORATION 


P.O Box 105 Atics Life Bu 
Tulsa 2, Oklachome 


tong 





New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 
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KANSAS (For Kansas destinations only) 
42-44 w.w. (2)9-9.875 
52 & below D.I. Diesel 9-9.3 
58 & above D.I. Diesel ... 
No, fuel 

No. 

No, 

No. fuel 

No. fuel 


(2)9-9.5 
8.7-9.625 


$1.50-1.575 
(2)$1.10-1.40 
ARK. (For shipment to Ark, & La.) 
42-44 w.w. 
Tractor fuel 


fuel 52 & below 
fuel 58 & above ... 


AHR DDHOKHOS 
we 
S83 8 
sc ¢ 


poeee| 


WESTERN PENNA. 

Bradford-Warren:(*) 

Kerosine osews soe 11.25-—11.95 
No. 1 fuel osene , 
No. 2 fuel ; ° os 10.75-11.: 
No, 3 fuel . 10.75-11.: 
36-40 gravity fuel . 10.4 


Ou City: 

Kerosine ° ° 25-11.6 
No, 1 fuel poses 5-11 
No. 2 fuel . o* » 25—10.¢ 
No, 3 fuel ..... 10 
36-40 gravity fuel ........ 10 


Pittsburgh: 
Kerosime ..cccsccccccccces ~11.65 
No. 1 fuel 11.35 
No. 2 fuel . oe 10.65(2) 
No, 3 fuel ... 
36-40 gravity fuel 10 65 

(*) Prices of some Bradford-Warren District 
sellers to bulk commercial consumers are 0.15c 
higher than prices shown above 


CENTRAL MICHIGAN 

(FOB Central en refineries. ) 
Range oil . e 11.55-12.2 
46-49 w.w. kero. 11.55-12.4 
P.W. distillate 11.4-12 

No, 2 fuel (2)10.75-11.05(2) 
No. 3 fuel 10.5-11(2) 
U.G.1, gas oil (2)8.5-9.7 

No. 5 fuel sé 7-8.5 

No. 6 fuel (2)6.75-8.25 


OHIO—Quotations of 8.0. Ohio for delivery te 
Ohio pcints: 


Kerosine 


1 
Diesel (Light & Med.) .... 


CALIFORNIA 

San Joaquin Valley: 
40-43 w.w. 

Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


San Francisco: 

40-43 w.w. 

Heavy fuel (PS 400) ...... 
Light fuel (PS 300) 

Diesel fuel (PS 200) ...... 
Stove dist. (PS 100) ...... 


Los Angeles: 

40-43 w.w, ... 
Heavy fuel (Ps 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


(2)12-12.5 
$1.75-2.00 
$2.15-2.20(4) 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT SEPT. 15 
CHICAGO DISTRICT PRICES ATLANTIC & GULF COASTS 


A to jobbers & distributors in tank car Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 
> /or truck transport lots FOB retineries, FOB their terminais. Ships’ bunkers prices are exclusive of lighterage. 
Pipe line terminals and inland waterway barge 











terminals. 92 Oct. 90 Oct. 83 Oct. Kerosine 
Motor Gasoline District Prem. Gasoline Prem. Gasoline Reg. casita Reg. Gasoline No, 1 Fuel* 
90 Oct. Prem N. Y. Harbor 13.85-15 13.85-14.35 oe oe 13.6 oes 10.75(19) 
88 Oct. Prem. Pee do barges . 13.75-14.9 13.75-14.25 13.4 sees 10.651 19) 
84 Oct. Reg 12.85-13.75 Albany ..... 14.2-15.2(3) 14.2-15.2 ia. 7. 13.7(5) 12,7-13.7(2) 11.0549) 

82 Oct. R . Baltimore .. 12.9-15(2) 12.9-13.25 1.9-13.5 11.9-13.5 10.85(10) 

a So ere (3)12.1-12.75 do barges . 12.8 12.8-13 ry 8-12 pre 10.7515) 
Licht Fuet Ols Baton Rouge. .... woes eves 11.1 9.7 
Range oil rad ehennee (2)10.9-11.375x do barges . oces ar seve 11 ocee 
ie: PMS ceneibedacce’ (2)9.9-10.375 Boston ..... 14.95-15.7 14.95-15.2(2) 13.7 12.7-13.7 10.95(16) 

~ ; Charleston .. 13.3-14.475 13.3 12.3- 2. 475 12.3-12.45 (3) 10.7-10.9(2) 

Heavy Fuel Oils Corpus Christi 12.5-13.5 12.5 11.5 11.5 eean 

No. 5, low sulfur ....... 6.8 Houston .... 12.25-13.3 12.25-13.3 (2)11.25-11.3 11.25-11.5 9.25-10.25 

No. 5, high sulfur ..... 6.8-7.15 do barges . 12.25-13.3 (2)12-12.25 11, 25-11.3 11.25-11.5 9-9.25 

No. 6, low sul . "0.4 39 Jacksonville . 13.614) 13.3-13.6(2) 12.617) 12.3-12.6 11.4411) 

; Mi adctede (2)5.9-6.175 
No, 6, high sulfur . (2)5.7-6.05 Miami ....+. sees 13.6 12.6 coee 11.512) 
— : ” Mobile ...... 13.4(3) 13.4 12.4(2) 12.4 10.414) 
New Haven . 1513) 15 13.5(2) 13.5(2) 10.9518) 
New Orleans. 12.6 12 11.6 11.25-11.3 9.7-10.15 
do barges . 12.6 12 11.6 11.2-11.25 9.7-9.95 
WAX Norfolk .... 12 9-14.6 12.9-13.2 11.9-12.3 11.9-12.6 10.75(7) 
a eee 13.4 13.4 2.4 ° “5 ye oe 

WESTERN PENNA, (T.C. hiladelphia . 15.15-15.2 15.15 13.7-13.9 13. 10.554 10) 
Getic Cente Gentes eaaseaieaee do barges . 15.05 15.05 13.7-13.8 13.6 10.7510) 

: ad Pt. Everglades 13.6(3) 13.6 12.614) ocee 11.515) 
BESEES AAG, eccccccccse EDGES) Portland .... 15.05-15.3(3) 15.05-15.3 13.8(3) 13.8 11.0519) 
124-126 A.m.p. .........+. (2)3.85-4(2) Providence .. 14.95-15.2(3) 14.95-15.2 13.7(4) 13.7 10.9519) 

Savannah ... 13.6(3) 13.342) 12.3-12.6(4) 12.3-12.6 11.45(7) 
SEABOARD Tames aaeae 13.4(3) 13.3-13.4 12.4(4) 12.3-12.4 11.15(8) 

Melting points are AMP, 3° high ilmington, 
at Dallas tos Ge oes teen ee N. C. .:..  13.05-14.55(2) —-13.05-13.2 12.05-12.55 12.05-12.55 (3) 10.7-10.9(4) 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbis., fully refined 
in bags or cartons, 

‘. Diesel Ol) Light Diesel 
Crude Seale =—N.¥. Domestic N.Y. Export Gas House No.5 Fuel No.5 Fuel Shore Plants* Ships’ Bunkers 
124-126 white 5.6(2) 5.6(2) No. 2 Fuei* Gas Oll* (0-10 p.t.) (15-60 p.t.) (50 cet., 55 d.i.) (45 cet., 45 d.i.) 

* N. Y¥. Harb. 9.75(19) 9.85 (10)$3.06-3.56 ~ (8)10.15-10.25 $4.24(4) 
Putty Refined: do barges . 9.65(18) ont (11)3.03-3.46 2.5 agin : 

128-5. cescce 7.45 oats Albany ..... 10.05(12) 10.45 3.75 10.45(4) re 
BBO-T ccccee 7.45(3) 7-8.15(3) Baltimore 9.85¢11) 9.95 3.06(3) 2. 61 10.25(5) 4.24(4) 
128-30 ..... 7.45(3) 7-8.15(3) do barges . 9.75(6) cove 3.03(3) 2.58 cece coos 
130-32 ‘ eee 7.1-8.25 Baton Rouge. 8.4 8.8 eece 2.09 8.8 3.49 
133-5 ....0- 7.55(3) 7.1-8.25(2) do barges . cece e200 2.05 eees ose0 
196-F ccccce 7.5513) 7.25-8.4 Boston ..... 9.95(16) 10.35 3.07(5) 10.35(6) 4.27-4.28(2) 
138-40 ..... 7.5513) 7.6-8.75 Charleston .. 9.9(5) aves nen'e 2.50(2) 10(2) 4.18(2) 

143-5 ...++- 7.55-8.3 7.8-9 Houston .... 8.625-9 vane ee a (2)8.5-9 3.49(6) 
149-51 ..... 9.55 11.2 do barges .(2)8-8.5 sees 2.35 coes cove cece 

Jacksonville . 10.4(8) ecoe cece sane 10.4(6) 4.431(5) 

Miami ....++ 10.5 ease coos esee oe 5(2) 4.473(2) 
Mobile .....+. 9.5(2) ecee seve cece coos 
NAPHTHAS & SOLVENTS New Haven . 9.95(10) cece 3.195 sees 10. 35(5) cose 

New Orleans. 8.5-8.7(3) osee er 2.09 8.7-9.1(2) 3.49(3) 
do barges . 8.7 ene« gee 2.06 exes 

ptr be pe Norfolk ..... 9.75(6) 10.15 3.01 2.56(2) 10. 1544) 4.19-4.24(2) 

toddard solvent .......... 11.375(3) Pensacola ... 9.5 na ee ao 9.5 ries 

Cleaners naph'ha 11.875(2) Philadelphia 9.85(19) 9.95 (3)8.08-3.10 2.84(6) — 10.25(8) 4.24(4) 
bees ty naphiha ... 11.875(4) do barges . 9.75(9) maka leas hee lias 
a oe °° . 10.875(4) ppt, Everglades 10.5(4) sane Fens saa 10.5(5) 4.473(3) 
Lacquer diluent ........... 2)12 125-12375 Portions «20. 10.98¢9) 30.45 2 AK 2 OF. Sees) 4 08 
awe pen a Providence .. 9.959) 10.35 3.05 3.05(2) _10.35(4) 4.28 

CME weerereceeee (2)13.125-13.625 Savannah ... 10.45(7) kia 2.76(2) nae 10.4515) 4.452(5) 
Tampa ..... 10.25(5) ecee cece sees 10.25(6) 4.368(5) 

WESTERN PENNA. Wilmington, 

On City: N. C. ee 9.9(7) 9.9 sees eces 10(2) 4.18(3) 
Stoddard solvent ......... 14 
Pittsburgh: 

Stoddard solvent ......... 15(3) No. 6 Fuel No. 6 Fuel Bunker © Heavy 

No. 6 Fuel No Sulfur No. 6 Fuel Max. 1% Fuel Diesel 

OHITO—Quotations of 8.0. Ohi No Sulfur Guarantee Max. 1% Sulfur Ships’ Ships’ 
Ohio points: ee Guarantee Barges Sulfur Barges Bunkers Bunkers 
Tae. SN vecsr cd deciusce 17.0 N. ¥. Harb.. $2.10(13) $2.10(13) $2.20-2.25(3) $2.20-2.25(4) $2.10(11) $3.91(4) 
Mineral spirits & stoddard solvent 16.0 Albany ..... 2.45 . sass oes sees +s: 
TBOEE, GIBVENE occ ccccccceccccese 14.875 Baltimore 2.13(6) 2.10(4) 2.28 2.25 2.10(4) 3.91(2) 

Baton Rouge. 1.63 1.60 ares ee a 3.24 
Boston ...++-+ 2.15(7) 2.15(5) . -30 .15(5) ose 

E, TEXAS (Truck Trnspt. lots) Charleston ..  2.03(2) 2.00(3) Sad Bids 2.00(3) — 

Stoddard solvent ......... 11.25 Corpus Christi 1.63 1.60 Re tine 1.60(2) 3.15 
Houston ....(3)1.63-1.65 1.60(5) oe ° (8)1.60-1.85(2) 3.24(5) 
sonv ‘ . oeee sone .9716) nihe 

CENT. W. TEX, (Truck Trnspt, lots) ee: a gee rents. 

Stoddard solvent ......... 10.5 Mobile ...... 1.68 1.65 wena wane 1.€5 

New Haven.. 2.12(3) 2.12 eee — 2.12(2) rie . 
New Orleans. 1.63(3) 1.60(3) 6ee0 seas 1.60(4) 3.24(2) 
KANSAS (For Kans. Dest’n. only) Norfolk ....  2.08(3) 2.05(4) cea sais 2.05(4) a 
Stoddard solvent .......... 11.8 Pensacola .. eee 1.85 bat kin 1.85 eas 
Ph.ladeiphia 2.13(8) 2.10(8) 2.28(5) 2.25(5) 2.10(7) 3.91(4) 
Pt. Everglades 1.95(2) 1.92(2) eeee eees 1.92(3) see 
ATLANTIO COAST Portland ... 2.18(2) 2.15 oe PE 2.15 
V.M.&P. Mineral Providence .. 2.11-2.12(3) 2.12 2.30 2.27 2.12(3) 
Naphtha Spirits Savannah ... 2.03(5) 2.00(4) aoae anee 2.00(5) 

New York Tampa ..... 1.90(5) 1.87(4) sous geen 1.87(5) 

Harbor ..... 17(4) 16(5) Wilmington, 

Philadelphia . .(3)16.5-17 (4)15.5-16 eee 
Baltimore .... eoee 15.5(3) (*) At Atlantic Coast refineries and terminals, ana at Albany and Tampa, prices ‘of some sellers to 
Boston .. 16.5(5) bulk commercial consumers are 0.1fc higher than prices shown above 
Providence 16.514) + Correct on & since Aug. 18 also; shown incorrectly in previous issues of NPN. 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT SEPT. 15 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. 8. ‘out, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators, The figure in parentheses after each 


price indicates the number of companies quoting that price. 
Aviation Gasoline (MIL-F-5572) . “ 


Grade 115/145 
Grade 100/130 
Grade 91/96 
Motor Gasoline 
88 Oct. Premium ......00..0.. 
90 Oct. Premium 
86 Oct. Regular 
ie an? ME Gvntd ewicksndectats cadens eadeawae 


oa 
. 75-12- 12. 25 
1102) 11 .25-11.5(2) 
10.75-11-11.25 
10.5-11(2) 
. M Leaded 10-10.25-10.75 
Kerosine & Light Fuels 
41-43 w.w. kerosine ... pre ° , 9(3) 
No, 2 Fuei és 8(5)-8.25 
Diese! & Gia» Vils 
43-47 Diesel index 
48-52 Diesel index 
53-57 Diesel index 
Heavy Fucin—Cargves 
No. 5 Fuel, 0-10 a oS Cecvoceseceseseseccosesces 
Bunker C Fuel ....... 


8-8 .125-8 .25 
8.125-8 . 25-8 .375-8 .5 
8.25-8 .375-8 .5-8 .625 


$2.35(2)-$2.50 
$1.50(5)-$1.75-$1.85(2) 


"MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots. 
(Prices are per bbl. of 42 U. 8S. gals., exclusive of loca] port or other governmental charges, 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown. ) 
Type of Price API 
Per bbl. FOB Point Gravity 
$1.75 Ras Tanura, Saudi Arabia 36-36.9 Nov. 1, 1950 
$1.81 Umm Said, Qatar 39-39.9 Nov. 1, 1951 
$2.41 Sidon, Lebanon 36-36.9 April 1, 1951 
$2.41 Tripoli, Lebanon 36-36.9 April 1, 1951 
$1.67 Fao, Iraq 


32-32.9 Dec. 24, 1951 
VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl. differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less ic per bb! 

Price 

$/Barrel FOB 

Las Piedras or Amuay Bay » 1952 
Amuay Bay ° » 1952 
Las Piedras or Amuay Bay 1952 
Amuay Bay , 1952 
Amuay Bay ; , 1952 
Amuay Bay , 1952 
Las Piedras or Amuay Bay y 1952 
Tucupido y , 1952 
Puerto La Cruz , 1952 
Pue-to La Cruz , 1952 
Puerto La Cruz . , 1952 
Puerto La Cruz , 1952 
nome , 1952 
Temblador 20 20. Caripito 5 , 1952 
Pedernales 20-20.9 Capure (Pedernales) ° , 1952 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots 
MIL-F-5572, unless otherwise noted.) 
District Grade 100/130 Grade 91/96 Grade 80 
New York, N. Y. P ° -17. 15.6-16.2 
Boston, Mass. ° ° 95 
Portiand, Me. ° 
Philadelphia, Pa. 

Baltimore, Md. 

Norfolk, Va. 

Charleston, 8. C, 

New Orleans, La. (Baton Rouge) .... 


ouston, Tex. ‘ 
; LAKE PORT TERMINALS 


Buffalo Cleveland 
16(2) sees 
14.5(3) 

12.45(5) 

11.9513) 


Effective 
Date 


Iraq-Kirkuk 
Araq--Basrah 


Crude les >” -_ 
Bachaquero ° 14-14.9 

Tia Juana Heavy ...... 19-19. ° 
Lagunillas Heavy ..... Flat 

Tia Juana Medium 26-26.9 
Tia Juana 102 L.P. 26-26.9 
Tia Juana Light 30-30.9 
Mara ° 30-30.9 
Cumarebo ... 48-48.9 
San Joaquin oeer 4$2-42.9 
Oficina ..... ovesene 32- ¥ 
Mulata ..... nar kes 35-35.§ 
DEE Scdhuwes veksen 32- 32. 
Quiriquire .. 18-18,§ 


ae 
coo 
ne 


HONNNNENNNNNNNEH 
RYOURAZSSysss 


VNYNYAUARUHOwWHFeL 


; aviation gasoline meet specification 


90 Oct, Premium 
86 Oct. Regular ... 
Kerosine 

Diesel Fuels 

No, 1 Fuel ecee 
No, 2 Fuel 11.45(4) eves 
No. 5 Fuel . ned 2 we 8.5(a) 
No. 6 Fuel noe 9(2) 8.1(a) 
(a) Delivered Cleveland. 


TITLE WHISTLING Tank Fill Signal 


Install on all fuel oil tanks, old and new, for a 


new low in delivery costs. 
See your regular Supply House. “JUST FILL ‘Ti. THE WHISTLE STOPS" 


Mfd. 
ty SCULLY SIGNAL COMPANY cambridge a1, Mass. | Model LA for new 
Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario tank installations 
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PETROLATUMS 


WESTERN PENNA. 

(Bbis., carloads; tank car, 1 to 1.5¢ less.) 
Snow white (2)6.875-7.375 
Soft white . ° seen (3)6.625-7.25 
Lily white ........++++++00 (2)6.375-7 n 
Cream white (2)6-6.75 
Soft yellow ....cccreceees 5(3) 
Light amber . (3)5—5 
Amber (3)4.75-5 

(2)4.5-4.75 


PACIFIC COAST 


(In Ships’ Bunkers, Diesel Fuel Bunker © Fuet 
or Deep Tank Lots) (P.S8. 200) (P.8. 400) 
San Pedro, Calif. $3.44(5) $1.70<5) 
San Francisco .. 3.6514) $1.7514) 
Portiand, Ore. 3.8614) $2.00(4) 
Seattle, Wash. .. 3.86(4) $2 0014) 


MEXICAN BUNKER PRICES 


U. S. DOLLARS PER BBL. OF 159 LITERS 
Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 

Tampico ... pene 6: 

Veracruz ....sees. 1.65 
Minatitlan 65 

Pacifie Coast 
Guaymas .50 

Manzanillo .50 

Salina Cruz -50 


LPG PRICES 


(Of refiners, FOB refineries, in cents per gal., 
tank cars or transport trucks) 

Commerical Industrial 
District Propane Propane 
N. Y. Harbor ... 8(2) 8«2) 
Philadelphia .... 8(3) 
Baltimore ocee oe 
Hastings ........ 


NATURAL GASOLINE 


(Group 3 & Breckenridge prices are to biend- 
ers on freight basis shown below Shipments 
may originate in any Mid-Continent, manufac- 
turing district.) 


FOB GROUP 3 
Grade 26-70 


FOR BRECKENRIDGE 


Grade 26-70 6.5 


875( Quotations) 


375( Quotations) 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FIFTH AVENUE, NEW YORK 20, N.Y 


aragon 


BETTER 


EXPORT 


onc a 


30 E. 40 ST. 40 ST.,NEW YORK CITY46,N.Y 








OIL PRICE SECTION 





Tank Wagon Prices 


Prices for gasoline do not include taxes; they do, however, include 


imspection fees as shown in next column. 


effect Sept. 15, 1952, as posted by principal marketing companies at 
their headquarters offices, but subject to later correction. 


Inspection fees per gal., included in both gasoline and kerosine prices, 
unless otherwise specified, are as follows: 


Gasoline taxes, shown in Ala, 1/40c on gasoline; Ark. 1/20c; Fla, 1/8c; Ill. 3/100c; Ind. 
separate column, include 2c federal, and state taxes; also city and 2/25c; Kans, 1/100c; La. 1/32c; Minn, 5/200c; Mo, 1/25c; Neb. 2/100c; 
county tazes as indicated in footnotes. Kerosine tank wagon prices 


aiso do not 
| oe 





ATLANTIC Atiantic 
Gasoline Kero.& 
REFINING (Regular Grade) No. 1 No. 2 
Dir. Cons. Fuel Fuel 


T.W. T.W. Taxes T.W. T.W. 


Allentown, Pa.. 15.3 15.3 7.0 14.8 13.6 
Altoona ose eee 


eccece ° 15.35 13.95 
CP genenncens TT eee ° 15.35 13.95 
Greensburg ... 15.6 15.6 7.0 15.35 13.95 
Harrisburg .... 15.3 15.3 7.0 14.8 13.6 
Philadelphia ..147 14.7 7.0 14.2 13.0 
Pittsburgh .... 15.6 15.6 7.0 15.35 13.95 
Reading ...... 15.3 15.3 7.0 14.8 13.6 
Scranton ...... 15.3 15.3 7.0 15.1 13.9 
Wilkes Barre... ... eee ° 15.1 13.9 
Williamsport .. 15.6 15.6 7.0 15.1 13.9 
York ° e ° 14.5 13.3 


Wilmington, 
Del. 


Seeecces 14.7 14.7 7.0 14.3 13.1 
Bridgpt., Conn. 14.8 14.8 6.0 eee rr 
Hartford ..... 14.8 15.1 6.0 eee 13.6 
New Haven ... 14.8 14.8 6.0 . 13.1 
Boston, Mass. . 14.9 14.9 6.3 ° 13.4 
Fall River .... 14.9 149 6.3 ° cos 
Springfield - 15.6 15.6 63 ‘ 14.1 
Worcester 15.1 15.1 6.3 13.6 
Prov., R. I. .. 14.9 14.9 6.0 coe 13.3 
Camden, N. J.. 14.6 14.6 5.0 14.0 13.0 
Newark ......14.6 14.6 5.0 13.9 12.9 
Albany, N. Y.. 14.7 14.7 6.0 14.3 13.0 
Binghamton ... 15.8 15.8 6.0 15.7 14.3 
Buffalo 15.5 15.5 6.0 15.9 14.7 
NE, cw ccccse 15.8 15.8 6.0 15.8 14.4 
Rochester - 15.5 15.5 6.0 16.0 14.6 
Syracuse ..... 15.4 15.4 6.0 15.7 14.3 
Watertown ... 166 166 6.0 16.9 15.2 
Baltimore, Md. 14.5 14.5 7.0 coe 418.3 
Richmond, Va.. 14.5 14.5 8.0 14.4 13.3 
Charlotte, N.C. 15.4 15.4 9.0 13.9 12.6 
Jacksonville, 

reer 15.2 15.2 9.0 es coe 
Mineral Spirits V.M.&P. 

T.W. T.W. 

Philadelphia, Pa. .... 16.5 18.0 

Pittsburgh ......... ° 20.0 21.0 


Heavy Fuel Oils—T.W. 
No. 5 No. 6 
Philadelphia, Pa. ....... 7.86 6.07 


Notes: 


Kerosine—Thru Penna, & Del., add 2c per 
gal. for t.w. deliveries of less than 25 gals. 
at one time. Camden—Add ic for deliveries of 
100-299 gais., 2c for less than 100 gals. 


Mineral Spirits prices also apply to Stod- 
dard Solvent, 


(N. B. Prices are Continental's 
CONT'L tankwagon prices. Current selling 
OIL prices may vary from those shown 
because of local conditions.) 
Conoco 
N-tane (3rd Gaso- Kero- 
(regular) Grade) line sine 
Tank 


Wagon Tuxes T.W. 
Denver, Colo, ... 14.8 13.8 


Muskogee, Okla.. 13 
Oklahoma City .. 13 
BEB ccccccceese B 
Taxes: 

Gasoline tax column fncludes these city taxes: 
Albuquerque & Roswell, 0.5c; Santa Fe, 1c; 
Cheyenne, 1c; Casper, ic. 
Discounts: 


Salt Lake City and Twin Falls gasoline 
and kerosine prices apply for deliveries of less 
than 200 gals.; 200-399 gals., deduct 0.5c; 
400 gals. and over, deduct ic. 


Notes: 
T.W. prices are to consumers and dealers. 


8. x 
Grand Junc. .... 17.2 16.2 3:0 He 
Pueblo ..... oxee Be 14.6 8.0 15.5 
Casper, Wyo. ... 15.7 14.7 8.0 15.0 
Cheyenne ....... 15.7 14.7 8.0 15.6 
Billings, Mont...17.0 .... 8.0 16.5 
BORG esc iscosse BO sad 8.0 18.2 
Great Falls ..... 17.0 ecee 8.0 18.2 
Helena ..... ecoe 17.5 cece 8.0 18.2 
Salt Lake U. ... 16.4 oon 7.0 16.5 
Twin Falls, Ida.. 19.1 nhen 8.0 19.2 
Albuquer., N.M.. 16.0 15.0 8.5 14.9 
Roswell ........ 15.3 14.3 8.5 14.2 
SE TD t00 cee 6.3 9.0 2 

7 8.5 9 
5 8.5 ’ 
5 8.5 


include taxes; kerosine taxes where levied are indicated in 
ts, if any, are shown in footnotes. These prices in 


CALIFORNIA CHEVRON 
STANDARD 7.7. 7.7. line 








San Fran., Cal. .. 14.5 18.0 6.5 
Los Angeles . + 14.0 17.5 6.5 
DE nwrek-caod ++ 15.7 19.2 6.5 
Phoenix, Ariz. .... 17.3 «20.8 7.0 
Reno, Nev. ....... «17.1 «20.6 7.5 
Portland, Ore, .... 15.0 18.5 8.0 
Seattle, Wash, .... 15.0 18.5 8.5 
Spokane ...... esos 17.8 21.3 8.5 
Tacoma ..... eceee 15.0 18.5 8.5 
Boise, Idaho ...... 17.7 23.2 8.0 
Salt Lake, U. .... 15.4 19.4 7.0 
Honolulu, T.H. ... 15.3 18.8 8.5 
Fairbanks, Alaska, 27.1 30.6 4.0 
MERE 6sscecceces 16.3 19.8 4.0 
Standard 
Diesel 8 
-T. FurnaceOil StoveOill 
40/199 7T.T. T.T. 
gals. (400 gals. or more) 
(ex all taxes) 
San Fran., Cal... 18.5 10.9 12.4 
Los Angeles ..... 18.0 10.4 11.9 
DUGEED cccceccese 19.8 11.8 13.3 
Phoenix, Ariz x21.3 14.3 15.8 
Reno, Nev. ...... 221.1 13.8 15.3 
Portland, Ore. .. 20.5 11.5 cece 
Seattle, Wash. ... 20.5 11.5 eeee 
Spokane ......... 24.3 14.8 16.3 
Tacoma ......... 20.5 11.5 cece 
Boise, Idaho ..... 28.7 15.3 16.8 
Salt Lake, U. .... 16.5 13.0 13.5 
Honolulu, T. H. .. 19.3 11.7 ecoe 
Fairbanks, Alaska 34.8 eeee cece 
Juneau .........- 21.8 cove 
Taxes: 


Boise—Sc gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5c state. 

Salt Lake—7c gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
state. 

Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c terri- 
torial. Standard Diesel/furnace oil price is 
ex lc territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 


Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4.5c¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.0c gal. higher than Chevron (Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5c gal. higher. For less than 40 gals. de- 
liveries, add 4.5c gal, to 400-gals.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0c for 100/130, and 8.0c for 115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over, 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Salt Lake City posted tank truck price is for 
minimum 40 gal. deliveries. 

Standard Diesel/Furnace Ot] & Standard 
Stove Oll—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; less 
than 40 gals.. add 5c, 

x Effective Sept. 3. 


Humble 
OIL Regular line Tank 


Re- 
T.W. Retail Taxes Wagon tail 
Dallas, Tex.. 14.0 19.0 


6.0 12.8 17.0 
Ft. Worth .. 14.0 19.0 6.0 12.8 17.0 
Houston .... 14.0 19.0 6.0 12.8 17.0 
San Antonio. 14.0 19.0 6.0 12.8 17.0 


Notes: : i 


T.W. prices.are to all classes of dealers and 
consumers. 





Nev. 1/20c; N. C. 1/4c; N. D. 1/20c; Okla, 2/25¢; 8. C. 1/8¢; 8, D. 
1/40c; Tenn, 2/5c; and Wisc. 3/100c. 


Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 











ESSO Reguiar Grade) 
(Regular G 
STANDARD Gasoline Kero- 
Dir Cons. sine 
T.W. T.W. Taxes T.W. 
Atlantic City, N. J. 14.6 14.6 5.0 14.0 
| areeaerrs 14.6 14.6 5.0 13.9 
Baltimore, Md. ... 14.5 14.5 7.0 13.9 
Cumberland ...... . BF Be 38 we 
Washington, D. C.. 14.9 14.9 7.0 14.3 
Danville, Va. ..... 15.4 15.4 8.0 14.2 
Petersburg .. « BS 15.0 8.0 14.7 
Norfolk ..... - 14.1 14.1 8.0 14.0 
Richmond ......... 14.5 14.5 8.0 14.4 
Roanoke ......... 146.3 16.3 8.0 15.1 
Charleston, W. Va. 16.1 16.1 7.0 15.2 
WOIMBOME coccccces 16.1 16.1 7.0 15.6 
Parkersburg ...... 16.0 16.0 7.0 14.6 
Wheeling ........ « 36.0 16.0 7.0 14.4 
Charlotte, N. C. .. 15.4 15.4 9.0 13.9 
Hickory ...... 6.8 UW.8 8.80 X.3 
Mt. Airy - 146.0 16.0 9.0 14.4 
Raleigh . - 146.0 16.0 9.0 15.1 
Salisbury 15.3 15.3 9.0 13.7 
Charleston, 8. C... 14.5 14.5 9.0 eees 
Columbia ccoccoe 15.9 15.9 9.0 eece 
Spartanburg ...... 14.9 14.9 9.0 eee. 
New Orleans, La.’ 13.3 13.3 9.0 12.8 
Baton Rouge ..... 13.7 13.7 9.0 12.5 
Alexandria ....... 15.1 15.1 9.0 13.7 
Lake Charlies ..... 13.8 13.8 9.0 13.1 
Shreveport ....... 15.4 15.4 9.0 13.5 
New Iberia ....... 13.9 13.9 9.0 13.1 
Knoxville, Tenn. .. 15.3 15.3 9.0 13.7 
Memphis ......... 15.0 15.0 9.0 13.5 
Chattanooga ...... 15.2 15.2 9.0 13.6 
Nashville ......... 15.5 15.5 9.0 14.0 
Little Rock, Ark.. 15.9 15.9 8.5 14.3 
Naphthas-T.W. & Steel Bbis 
Min. Spirits V.M.&P. 
Newark, N. J. 
3,600 gals. & over... 17.0 18.5 
Steel Dbis, .......... 23.0 24.5 
Baltimore, Md. 
3,600 gals. & over... 15.7 ° 
Steel bbls. .......... 24.5 ee 
Washington, D. C 
100-499 gals. 19.0 eee 
500-3,599 gals. ..... 18.0 eee 
3,600 gals. & over... 16.2 eeee 
Steel bDbis, ........+. 25.0 eee 


FUEL OILS—T.W. 





No.1 No.2 No.4 No.6 
Atlantic City, N.J. 14.0 13. eeee coos 
Newark, N. J. ... 13.9 12.9 $3.584 $2.656 
Baltimore, Md. .. 13.9 13.3 3.52 2.50 
Washington, D, C. 14.3 13.4 3.68 2.54 
Norfolk, Va, ..... 14.0 12.9 eves ese 
Danville ....see506 es- 12.8 cece 
Pet rsburg ....... 14.7 13.6 «+++ 
Richmond ......«. 14.4 13.3 eee 
Roanoke ......+++ «++: 13.7% ee ee 
Charlotte, N. C. . 13.9 12.6 .. ° 
Hickory ....++++++ 14.1 12.9 ee ° 
Raleigh .......... 15.1 14.25 .. 
Charleston, 8S. C.. ...- 13.05 .... ° 
Columbia ...seees eee 13.2 «. oe 
Spartanburg ..... «+++ 12.4 


Taxes: Louisiana kerosine prices do not in- 
clude ic state tax. 
Notes: 

Kerosine No. 1 — Atlantic City prices are 
for deliveries of 300 gals. or more; add lc for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min, delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.48 per bbl. 





(Prices are per imperial gal.; to 
IMPERIAL arrive at price per U. 8. gal., 
OIL subtract 1/6th.) 

Esso Gasoline 

(Regular Grade) Kero- 

Dealer Gasoline sine 

T.W. Taxes T.wW. 
St. John’s, Nfid, .. 24.8° 14.0 2.8 
Halifax, N. 8. .... 21.3 15.0 23.3 
St. John, N, B. ... 21.3 13.0 23.3 
Charlottetown,P.E.I, 23.3 13.0 25.3 
Montreal, P. Q. ... 22.6 13.0 24.6 
Toronto, Ont. ..... 22.2 11.0 24.2 
Hamilton, Ont. .... 22.2 11.0 2.2 
Winnipeg, Man. ... 22.5 9.0 26.5 
Brandon, Man. ... 24.5 3.0 26.5 
Regina, Sask. .... 21.0 10.0 23.0 
Saskatoon, Sask. .. 23.9 10.0 25.9 
Calgary, Alta. .... 21.0 10.0 23.0 
Edmonton, Alta. .. 19.5 10.0 21.5 
Vancouver, B. C. . 21.8 10.0 23.8 


(*) Price is for Esso Extra (Premium). 
Taxes: Gasoline taxes are provincial taxes 


NATIONAL PETROLEUM NEWS 





OIL PRICE SECTION 





Tank Wagon Prices (Continued) 
SOCONY VACUUM 


Mobilgas Alreraft 
Grade Grade Grade Mobiigas (Regular Grade) Mobilfuel MORILNEAT 

Gasoline 80 #i 100 Com, Dir. Cons. Dir, Mobil Kerosine Dieret (ho 2 fuel) 
Taxes T.W. T.W. TW. TC. TC. TW. OT.W. TLC. «Nard 6 T.W. T.C. WwW. T.C. ard T.W. 
New —_ City: 

Ma “** ** ** 
11. 10 

Richmond 
Albany, N. Y. 
Binghamton 
Buffalo 
Jamestown 
Mt. Vernon 
Plattsburg 
Rochester 
Syracuse 
Bridgeport, Conn. 
Danbury 
Hartford 
New Haven 
Bangor, Me. 
Portland 
Boston, 
Concord. 
Lurcaster 
Manchester 
Portsmouth ° 
Providence, R. I. 13.7 
Burlington, Vt. 14.6 
Rutland ° ev0ee ocee ecco este esee 16 
Tank Wagon Prices Buffalo N.Y. 
Mineral Spirits ieee oe 18.5 7.0 20.0 21.0 ‘ , 18.5 
A, in 6.105 chu wh'ekee abana keine 20.5 18.5 21.5 27.5 ‘ : 20.5 
Taxes: N.Y.C. prices do ‘not include 3% city sales tax applicable to price of gasoline (ex tax). 
Discounts: 

Mobil Kerosine—Mt. Vernon T.W. ‘ess 0.5c for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5¢ for T.W. deliveries of 800 gals. or more. 

sa Mobilheat—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals. or more. 
Notes: 
Svracuse V.M.&P_ price is in steel barrela Jamestown TC prices are delivered prices: all other T.C. prices are FOB bulk terminals, 
Mobil Kerosine and Mobilheat tank car prices are to bulk plant operat rs; tank car prices to commercial consumers are 0.15c higher. 
Mobilfuel Diese] tank car prices are to commercial consumers; tank car prices to bulk plant lente are 0.15¢ less. 


OHIO STANDARD 
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3.0 
7 
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Rochest er Syracuse Fil : Providence 
8 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons, T.W. (Regular-Grade) Naphthas & Solvents—Cons, T.W. 
. Sohio Cc R S.R. b. Cc. V.MAAP. 
Gasoline ria, | Sol- Naph- Varno- . \. Ne. 2 
Taxes vent h 7 .W. Sohie-Heat Sohie- Heat 
12 9° 


20 3 9° 
20 9° 


2 
2 


Cincinnati coce © 
Cleveland ... eo. © 
Columbus 

Dayton 6 
Lima .... 6 
Mansfield 6 
Marion 6 
Portsmouth ........ 6 
Toledo cooscccee © 
Youngstown 6 
Zanesville 6 


eooooocececooo 
coooooeoooooo 


9° 9° 

26 19 2 2 2 2 2 13 9° 3 9° 

Taxes: Hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption 
A-10 to supplier. 

Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Kerosine, Nos. 1 & 2—Prices with asterisk (*) are for t.w. or drum (deliveries of 100 gas. or more; less than 100 gals., 0.5¢ higher. Prices at 
other points are for t.w. or drum deliveries of 50 gals. or more; less than 50 gals.. 0.5¢ hixher 
Naphthas—To contract consumers off t.w. prices ‘except Lucas County) 300 to 999 gals., 0.5c; 1000 to 2499 gals.. 0.75¢; 2500 to 4999 gals., Ic; 
5000 or more gals., 1.5¢. Lucas County: less then 50 gals.. tank wagon price. 50 to 249 gals, 0.5¢; 250 to 499 gals.. Ic; 500 gals. or over 1.5c. 

Notes: Renown (third- grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operated stations. 


INDIANA STANDARD 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 
Indiana bulk plants where the company’s prices are publicly posted. Kentucky 
Red Crown (Reg. Grade) 
Red Cr’a, Red Cr'n. ——————_Stanolex Furnace Ot} Standard 
Cons. Dir. Gasoline Kerosine 1-99 100 enix. 100-174 175-999 1,000 cals., Crown Gaso- 
T.W. Taxes WwW. & over gals. gals. & over 
Chicago, Tl). ... 17.3 os ecee ccee coos 


Net line 
South Bend. Ind. 18 0 roy y 
Detroit, Mich... 16.3° 
Mpls.-St. Paul . 17.2 
Des Moines, Ia.. 
St. Louis, Mo... 
Wichita, Kans. . 
Omaha, Neb... 
Fargo, N. D. 
Huron, 8. D. . 
Milwaukee, Wisc. 


pueaaesooebon® 
ecoooooocooooooo 
pebseeebsbeanl 
Onn an aaa aaa 
Porras aisisiststeint 
ecocoscooceoocoo 
Orn Cr Cr cr 
COCR CH CH CH CH CH Cr Cr Cr 
So 

AO aaa aan 
Oaganaacaaagagaan 


14 Covington, Ky. 
Lexington 
TL.onisvilie 
Paducah 
Jackson, 
Vicksburg . 
Birmingham, Ala. 
Mobile 
Montgomery 
Atlanta, Ga. 
Fuel Oils—T.W.—Chieago, Mm. Fire-Chief Gasoline ae 
Standard = Stanolex (Regular Grade) Kerosine Savannah 
Heater Of} Furnace Ol) co. ta — Jacksonville, Fla. 
Ww, axes 
100-149 gals mae Dallas, Tex. Pensa 
150 enls. & ov ‘ cece Fort Worth a 
100-399 gals. ........ apie 13.8 Wichita Falls ... 
400 gals. & over.... oars 13 3 Amarillo ........ 
Stanolex Stanolex Tyler 
Fuel A Fuei C om 
$760 gale. ...:..... 10:38 9.0 San Angelo ..... 
750 gals. & over. eeee 9.4 8.25 


MADAonauae 
DAIADIARARAIVRASM 
coocescooouco 
Unwaounauans 
CUseecnanoen: 
CUscnwan: aw: 
covovvws 
SoooooeosoosooooSo°o 


—~— 


weoverwnenaereoo 





ae 


_ 
SOHO Hn FOUN WADUH es e 


SONNNOs CHOVNAANAS 


Taxes: 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city: Birmingham, ic 
county; Montgomery. 1c city & 1c county; Pen- 
sacola, Ic city. Other taxes not included in 
prices: Georgia. kerosine, 1c; Montgomery, 
kerosine ic; Mississippi, kerosine 0.5c. 


Taxes: St. Louis, Mo., gasoline tax includes 1c 

city tax. Des Moines, Ia., kerosine and furnace San Antonio .... 
oll prices do not include 4c state tax. State Port Arthur . 
sales, occupation, consumer & use taxes to be Notes:—Dealer t.w. prices apply also to all Notes: 


added where applicable. classes of consumers with minimum delivery of Consumer t.w. prices are same as net deale 
* “‘Temporary”’ price. 50 gals. prices. 


cooooouwccocoo 
AABAAMARAAADGD 
cocoooooooocoo 
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DISPLAYED: Advertisements set in special type or with border— 
13. 50 per column inch. 
UNDISPLAYED: “For Sale’ 'o “Wanted to Buy", “Help Wanted”, 

“Business Opportunities’, Misce lassifi 
tions set in type this size without border—30 ny a word. Minimum 
charge $7.50 per insertion. 





CLASSIFIED 





“Positions Wanted’’—15 cents a word. Minimum charge §3 per insertion. 
Box number counts 2 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements. 





For Sale 


1947 FORD FUEL OIL TRUCK, completely 
equipped, four compartments. 817 gallons, 
reel, hose and meter. New Paint. ready for 
service. $1595.00. BORDERLINE OIL COM- 
PANY, 1010 Sixth, Port Huron, Mich. 





SPECIAL— STAINLESS STEEL SEMI 
TRAILER TANKS—TANDEM AXLE. 
Until further notice we can make a num- 
ber of insulated and non insulated stainless 

steel tanks 
3500 gal. insulated painted prime.. $9000. 
4000 gal. insulated painted prime.. $9500. 


3500 gal. non-insulated ............ $8000. 
4000 gal. non-insulated ............ $8400. 
4500 gal. non-imsulated .... .. $9000. 
Available now—Two complete. units 4000 
and 4200 gal. (Insulated) 


TRAILER CO. OF LANC, INC, 
1201 Marshall Ave., Lancaster, Penna, 
Phone 8277 


For Sale 


1—3884 BUTLER GASOLINE TRANSPORT, 
4 compartment, air, 11.00x20 tires, $1250.00. 
C. W. Bennett, Bennett O11 Company, 1104 8. 
Choctaw, Okmulgee, Oklahoma. Phone 236. 


COMPLETE BULK PLANT, loading racks, 
motors, pipe, etc. with 11—15.000 gallon 5/16” 
tanks, loaded on cars. Write Bruce E. Hackett 
Co., 621 West 58th St., Kansas City, Mo. 
Hiland 1385. 











DIESEL ENGINES 
6—Cleveland tense, Model 1580-6, 330 B.H.P. 
at 270 RP 00 B.H.P. at 325 RPM, 4 cy- 
cle, solid "lebeetton, 6 ‘cylinders. Complete 
accessories and auxiliary equipment. Excel. 
lent mechanical and operating condition. 


PUMPS 
—, 4 RVL 20, 5” Centrifugal w/20 HP 
otor, GPM 1113’ 
2—Dayton Dowd CSLH, 2x24,” Centrifugal, 100 


™ 

2—Dean Hill, 6” ALC Gerettuens w/25 HP 
Motor, 1000 GPM 100’ TD 

i—Dean Hill, SC 8” Centrifugal w/50 HP Motor, 
2000 GPM 100’ T 

—- -—~y * 1741, 27—x4” Pyramid w/2 HP 

or 

1—GOULDS #3085, 5” Centrifugal w/20 HP 
Motor, 750 ee 100" T 

Ay 4 Stage w/350 

or GPM 1260 TOH 

i—National Transit, Model D w/3 HP Motor, 
100 GPM at 420 RP 

ee Type 2'2 R2 Centrifugal 165 


i—Worthington, Model 512, 5” Geretucat w/25 
HP Motor, 1000 GPM 100’ TDH 
COPPER TUBING 

“4” OD x .035 inch wall. 5/16” OD x .049 inch 


STEEL DRUMS 


We can furnish you with bung 
type and full open head steel 
drums and pails suitable for 
lubricating oils, greases, fuel 
oils, etc. At any point. Let us 
have your inquiries. 


BUCKEYE COOPERAGE COMPANY 
3800 Orange Ave. Cleveland 15, Ohio 
UTah 1-8833 











Business Opportunity 


LUBRICATING OIL BUSINESS and property, 
approx., 2 acres, railroad siding, 20” x 30” 
cement bik. office bldg. 70’ x 80’ cinder blk. 
warehouse and blending plazt, 100.000 Gal. 
storage, 18,000 gal. U. G. storage. Plant es- 
pecially set up to blend and process lubricating 
and industrial oils, can be used for solvent & 
chemical processing as well. Plant located in 
N. W. Detroit near main trunk line. For more 
information call Vermont 8-7302 or write to 

Petroleum Co., 13507 Auburn Ave- 


For Lease 


FOR LEASE: 5000-5600-6750 gallon Tandem 
tank trailers. Write for particulars, Bruce E. 
Hackett Co., 621 West 58 St., Kansas City, 
Mo. Hiland 1385. 


Position Wanted 


SALES PROMOTION MANAGER—Young ag- 
gressive, with years of experience in coordinat- 
ing extensive Sales Promotion Activities for 
one of country’s largest industrial organiza- 
tions. Member of NATD. For business 
experience resume write Box 703. 


Position Open 


SALES MANAGER fully acquainted with pe- 
troleum industry on national scale wanted by 
established service station equipment manufac- 
turer located in midwest. Submit resume of 
experience, earnings requirements. Your pres- 
ent position protected. All replies confidential. 
Box 694, 


TBA MANAGER—Wide experience with rubber 
and oil companies, including Sales Direction, 
Warehousing, Pricing, and Training. For com- 
plete resume of business experience write Box 
702. 


SALESMAN—Large motor carrier operating 
throughout the Middle Atlantic States has ex- 
eellent opportunity for high-type salesman, 
preferably with knowledge of tank truck op- 
erations and having contacts with the chemical 
and petroleum industries. Position requires 
travel. State qualifications in detail, Replies 
confidential. Box 701 


Dealers Wanted 


NATIONALLY KNOWN TANK TRAILER 








9 
wall. Substantial quantity available both sizes. 
Soft, seamless, ,_ prime material in 50 ft. coils. 

Used eq # Conditi , 


PIONEER SUPPLY COMPANY 
1550 So. 51st Ave., Cicero 50, Ill. 
Townha'l 3-0250 














Consumers 
nue, Detroit 23, Michigan, 


ESTABLISHED PETROLEUM distributorship 
or commission agency in East, preferably New 
England. Small to medium size with good 
potential for expansion. 
Curtis Terr., Montclair, N. 


Henry D. Fairlie, 6 


manufacturer specializing in petroleum, bu- 
tane and chemical tank trailers has attractive 
openings for several well established dealers 
throughout the United States, Canada and 
Mexico, Address inquiries to: P. 0. Box 886, 
Kansas City 41, Missouri, Include al) infor- 
mation about your company in first letter. 
J. All communications strictly confidential. 





New Republic Crude Price Postings 

TEXAS CITY, Tex. — Republic Oil Refining Co. an- 
nounces initial posting of prices for crude oil purchased 
in seven Texas fields, effective Sept. 2, as follows: 

La Rosa North field, Refugion County—prices ranging 
from $2.48 for below 20 gravity oil up to $2.90 per bbl. 
for 40 gravity and above. 

Hulldale, Hulldale North, Susan Peak, and Susan Peak 
South fields (Schleicher and Tom Green Counties)—prices 
ranging from $2.16 for below 20 gravity up to $2.58 for 
40 gravity and above. 

Crestonia and San Cunningham fields, Duval County— 
flat price of $2.75 per bbl. 


Off-Price LP-Gas Now Hard to Find 


TULSA—“Off-price” lots of some liquefied petroleum 
gases now are relatively scarce in Mid-Continent with 
butane hard to find at generally quoted prices both here 
and on Gulf Coast, according to reports Sept. 10. 

Prices of most suppliers are unchanged—4c for pro- 
pane, 4.5c for butane-propane “mix,” and 5c for butane, 
less 0.5c “summer discount.” 

Sales of propane are reported at 3.5c Group 3 basis, 
and butane at 4.5c. Demand for latter product has 
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stepped up sharply at Gulf Coast refineries for blending 
of winter-grade gasoline. Sales of isobutane at 7c, Group 
3 basis, also have been made to Gulf refiners. 

In the East, sales of propane generally are being made, 
to regular customers only, at 8c, tank cars, New York 
and Philadelphia. 


Oil Price Index Unchanged 


WASHINGTON—Bureau of Labor Statistics reported 
that increase of 8.5% in price index for natural gasoline 
for week ended Sept. 9 was not of sufficient weight to 
change over-all index. Complete index, based on Platt’s 
Oilgram quotations, is shown below for weeks ended on 
dates indicated (1947-49 equals 100): 


% Change 
Sept. 2 
Sept. 9, Sept. 2, Sept. 11, to Sept. 
1952 1952 1951 9, 1952 
Crude and products .... 108.5 108.5 110.9 
SED cwisereissdececes 109.0 109.0 109.0 
Refined products ........ 108.5 108.5 111.4 
Gasoline ........+5. ocoe SRO 115.0 115.0 
REED. acs cidccccosece SS 112.8 109.7 
Distillate NE ores «vac ee 112.1 112.1 
Residual fuels .......... 80.7 80.7 101.0 
Lubricating oils ......... 98.5 98.5 102.4 esse 
Natural gasoline ........ 101.7 93.7(*) 85.6 + 8.5 


(*) BLS correction of last week’s reading of 93.5. 
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How Bulk Storage Meters Function 


This article is for oil marketers in big and small companies 
who have a direct interest in efficient operation of bulk storage 
equipment. It describes the function and maintenance of positive dis- 
placement meters used at bulk plants and terminals. 

Written exclusively for NPN by C. B. Johnson, Rockwell Manu- 
facturing Co., Pittsburgh, the article includes descriptions of valves, 
the air eliminator, strainer, remote registration unit and flow con- 
trol valve, in addition to the meter itself. 

Although it discusses a particular metering system, the article 
gives information applicable to a wide range of similar equipment. 


By C. B. JOHNSON 


Petroleum products are measured 
many times, and by varying meth- 
ods, for the different departments 
and divisions of the company in- 
volved in their production, before 
their delivery to the ultimate con- 
sumer. 


Some of the types of meters used 
include the nutating disc, piston, ro- 
tary vane, and helical rotor. These 
can be grouped under the general 
heading of Positive Displacement 
Meters. This term means that iden- 
tical increments of volume are con- 
tinuously displaced and recorded to 
provide a record of volume passed 
or delivered. 

Many applications for these meters 
exist, such as pipe lines, tank trucks, 
pumps, industrial uses and bulk plant 
or terminal installations. It is the 
latter, with their -accessories, that 
we shall attempt to cover in this 
discussion. 


Typical Installation—In Fig. 1 we 
have a schematic drawing showing 
a fairly typical installation. Many 





Equipment and Literature 


Descriptions and illustrations 
of new oil marketing equip- 
ment will be found on p. 80 in 
this issue. Literature on equip- 
ment is published on p. 87. The 
check list for obtaining more in- 
formation appears on p. 82. 
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variations of this are possible. It is 
not intended to recommend this as 
the ideal installation, but to show 
the sequence in which the compo- 
nents should be installed to provide 
satisfactory operation. Flow is as- 
sumed to be from left to right as 
indicated. A main line delivering into 
a header is 
shown. From the 
header, as many 
manifolds or 


Following this valve is an air 
eliminator, located to suit the con- 
venience of the installation. The dis- 
tance from the header or valve is 
of minor importance, although its 
function and operation are vital. Its 
function is to remove all air, en- 
trained or otherwise, from the stream 
and discharge or vent it to the at- 
mosphere. This prevents the air from 
passing through the meter and be- 
ing recorded as useful product. Any 
meter will register or record air, and 
the only way to stop it is to keep it 
out of the meter. As no one par- 
ticularly cares to buy air, (it is one 
thing that still is free), an air elimi- 
nator is a very important unit in 
any measuring installation. 


Following the air eliminator is a 
second plug valve. By closing the 
valve between the header and the air 
eliminator, and the one following the 
air eliminator, any necessary exami- 
nation or work can be done on the 


Figure 1—Typical Installation 





branches may be 
taken off as are 
required. This is 
common or stand- 
ard practice 
when more than 
one meter is 
needed to carry 
the flow, or dif- 
ferent products 
are being carried 
in the main line. 
A plug valve 
should be placed 
between the 
header and the 
manifold to iso- 
late the _ entire 
manifold, if it 
becomes neces- 
sary to perform 
any maintenance 
work on any of 
the different 
components, or to 
divert the flow of 
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different prod- 
ucts through sep- 
arate manifolds 
and meters. 
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Figure 2—Typical Loading Rack Installation 


air eliminator without draining the 
entire manifold of product. It is not 
considered good practice to drain an 
entire system, if it can be avoided. 
If the system is drained, it shou!d be 
refilled as soon as possible to pre- 
vent the start of corrosion by ele- 
ments that combine with air to form 
corrosive mediums. It may be well 
to mention, at this point, that meters 
are usually given an internal protec- 
tive coating before leaving the fac- 
tory to prevent atmospheric corro- 
sion. The connections are then closed 
by blind flanges, of some inexpensive 
material, or plugs wedged into the 
connection. This protects the flanges, 
or threads, from damage in transit 
and also prevents foreign material 
from entering the meter. I might add, 
it reduces complaints on the condi- 
tion in which the meters are received. 
This protectiv> coating is quickly dis- 
sipated in service, and there is not 
enough to cause any serious contami- 
nation of the product. 


Strainer Protects Meter—After the 
second plug valve comes the strainer. 
This is an important unit because it 
protects the meter by removing scale, 
welding beads, and any foreign mat- 
ter being carried in the stream. The 
maintenance of the ctrainer is some- 
thing that should never be neglected. 
A rcreen of mesh, suitable for the 
product being measured, should be 
used, inspected at regular intervals, 
and replaced when necessary. 


The Meter—After the strainer we 
find the meter. This is the item that 
the entire installation is built around. 
Irom its recording, subsequent bil- 
lings are made and records are kept; 
its installation, maintenance and ac- 
curacy are of utmost importance. 

The meter is shown installed in 
a horizontal position by means of 
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two 45° elbows. However, it can be 
installed, with the inlet and outlet 
at a 90° angle. A_ considerable 
amount of flexibility in designing the 
installation is provided by this fea- 
ture. This same type of meter is 
available for pipe line work and is 
mounted in a vertical position at 90° 
to the line. This is done by using a 
manifold that fits in the line and car- 
res the mounting flange and inlet 
and outlet pacsages. 


Installation of the meters should 
be made exactly in accordance with 
the drawings. These drawings, in 
most case:, are Mave up by tue En- 
gineering Department of the custo- 
mer and are usually the result of 
some consultation with the meter 
manufacturer. The meter itself is the 
most important piece of equipment, 
also the most intricate; therefore, it 
will require the most attention. On 
a new installation, before any liquid 
is pumped through the system, the 
meter rotors may be removed from 
the cases. This is done by removing 
the back cover plate, which is on the 
opposite end from the register, and 
removing the entire internal assem- 
bly. By reas:embling the cover plates 
without the rotor, it is possible to 
flood the entire system with product 
and continue this operation until the 
system is cleansed. This procedure 
prevents any initial damage to the 
meter from welding beads, pipe scale, 
and so forth, which are u:ually pres- 
ent in a new p:ping system. When the 
system is thoroughly c'eansed, the 
strainer should be examined and, if 
any damage has occurred to the 
strainer basket, it should be replaced. 
If no damage has occurred, it should 
be cleaned and reinstalled. The ro- 
tors may then be replaced and ini- 
tial operation of the meter started. 


Calibration—Assuming no trouble 
has been located, the meters must 
be calibrated and adjusted to the de- 
sired accuracy. Proving tanks of some 
type are necessary to calibrate :uc- 
ces.fuily. Volumetric proving tanks 
of tw.ce the meter capacity are usu- 
ally recommended and, in the cases 
of large installations, are made a 
permanent part of it. In such cases, 
it is only necessary for the sealers 
and/or in:pectors to make sure this 
prover is correct before checking the 
meters. This statement assumes that 
their regulations permit this pro- 
cedure. 

Small installations are commonly 
checked by means of a _ portable 
prover (shown in Fig. 2). It is ucu- 
ally mounted on a truck or trailer to 
permit easy transportation from one 
installation to another. The installa- 
tion, proving and operation of posi- 
tive displacement meters is thorough- 
ly covered in the Petroleum P. D. 
Meter Code. This code is available 
through either of the sponsor organi- 
zations, viz: 

American Society of Mechanical 
Engineers 

29 West 39th Street, New York, 
N. ¥. 

or 

American Petroleum Institute 

50 West 50th Street, New York, 
MN. ¥. 


It is earnestly recommended that 
you secure a copy of this code in or- 
der to become thoroughly familiar 
with it. Remember! In studying this 
code, any federal, state or municipal 


regulations, if at variance with it, 


shall take precedence. 


The meter should be calibrated as 
near the actua’ operating conditions 
as poscible. An adjustment is pro- 
vided in the casing which acts as a 
raounting for the register; this is 
clearly marked for “faster” or “slow- 
er” registration. The term “faster” 
refers to more gallons on the register 
as compared to the number of gal- 
lons in the prover tank, and the term 
“slower” means less gallons on the 
register as compared to the number 
of gallons in the prover tank. Th>2 
usual allowable tolerances are a to- 
tal of 2/10 of 1%, or plus or minus 
1/10 of 1%, which means, for ex- 
ample, plus or minus one gallon in 
100 delivered. 

The resetting of the register, and 
handling the loading valve, are im- 
portant when calibrating. Registers 
are very intricate mechanisms and 
extreme care should be taken in op- 
erating them. In particular, be sure 
the numerals are cleared to zero be- 
fore operation and never set them 
back while the register is running. 
The registers used on these meters 
are purchased from Veeder-Root 
Corp. and, I believe, there is another 
class which covers them in detail. 


Control Valve—Following the me- 
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pressure control handle: except that you 
squeeze the trigger easily, each time you want 


“ * 
3, more pressure. Can be used with any power 
1g ressure operated chassis lubricator. 
‘ Improved Efficiency! Breaks through 
ontro an e : frozen fittings quickly, easily. Bleeder valve 
for releasing hydraulic coupler from fittings 


under extreme pressures. 
Balcrank’s sensational new Booster aici Aceh iiss 
High Pressure Control Handle gives develaped tn the handle, act on pump, heee 
you up to 12,000 pounds of pres- esen tae 7 — ee mesh tube screen = 
. . ing. All-steel construction; heavy steel tu 
—_ underfingertip control forfaster, ing lance with Model 349 hydraulic coupler. 
easier, more profitable lubrication. 


BALCRANK G NON-FOULING 
Yoj Power HIGH PRESSURE PUMP 


‘DELIVERS MORE GREASE NON-FOULING No foreign matter can enter pump. 


IN LESS TIME AT HIGHER HIGH PRESSURE 45-to-1 pressure ratio; lubricates more 


cars faster 


PRESSURE - EVEN AT BELOW MORE VOLUME Serves four reels simultaneously 


ZERO TEMPERATURES 
LOW COST Matches or betters the price of any 
comparative pump 


BALCRANK HOSE REELS 


for EASY PULL-OUT PRESSUR-MATICY] == Bre 
NO FLY-BACK RESSUR- MATIC) BED 


NO HOLDING! to switch from high to low pressure and back again 


Get efficient hose han- 
dling with Balcrank 
Hose Reels. They latch 
at any point, release 
with a slight pull, re- 
tract slowly and easily. 
Adaptable for ceiling, 


wall or floor; one-man SS 
a installation. Six-roller eoeceeeeeeeeeeeseees 
outlets for longer hose life. At- 


tractive two-piece cabinets; 25- 
foot hose on Air Reel, 20-foot 
hose on all other reels. Supplied 
with Totalizing Meters for motor 
for CHASSIS, MOTOR OIL, GEAR OIL, and gear oil. 
WATER, AIR 
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INVENTORY CLEARANCE SALE 


Tokheim power packs (4) new, 
Model 901 $210.00 each, make 
offer for lot. OPW (Viele) water 
locking foot valves—Approximately 
50% off. Other OPW & Wheaton 
items—Write for list. 
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and 
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COFFIELD SUPPLY CO. 


1626 So. Main St. South Bend 24, Ind. 
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Figure 3 


Air Eliminator 


ter is the flow control valve which 
has the tack of regulating, or con- 
trolling, the flow to prevent the me- 
ter from being overspeeded. Any me- 
ter is capable of operating success- 
fully with a momentary overload, or 
over-cpeeded, except in an emergen- 
cy. In this case, you must expect to 
pay for it in earlier maintenance and 
a shorter life. 

The location of the flow control 
valve is ucually close to the meter, 
but this is of minor importance. The 
location of the differential connection 
is important, becauce the valve is op- 
perated by differential pressure. This 
connection must be located at the in- 
let of the meter to insure efficient 
operation. 

Following the Flow Control Valve 
is a third plug valve. It is obvious 
that by closing the first and second 
valves the air eliminator can be iso- 
lated. The closing of the second and 
third valves icolates the strainer, me- 
ter and flow control valve. The clos- 
ing of the first and third valves 
blocks off the entire manifold from 
the header or line. Some designers 
place a valve before and after each 
component. This makes maintenance 
more convenient and this has its ad- 
vantages, but in the interests of econ- 
omy and space it is not felt that it 
is necessary. 

The foregoing covers an installa- 
tion of a meter or meters in suffi- 
cient detail to enable us to discuss 
each component with a reasonable 
understanding. 


Valves 

Lubricated plug valves are used be- 
cauce of their quick and easy opera- 
tion, complete shut-off in a 90° turn, 
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Figure 4—Strainer 


and the ease with which they are 
maintained. Lubrication, with the 
proper lubricant, at regular inter- 
vals is all that is required to insure 
trouble-free operation. They are avail- 
able with either flanged or screwed 
connections. 


Air Eliminator 


A cross-section of a typical air 
eliminator is shown in Fig. 3. It is 
made up of a body or tank with an 
inlet and outlet as integral parts, a 
removable head or cover to which 
is attached a ball float, a series of 
links, a valve and a pipe tap for con- 
necting to a vent line to atmosphere. 
The valve is cloced by the ball float, 
through the linkage, when the prod- 
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uct reaches the proper height in the 
tank. The sole purpo-e of the elimi- 
nator is to eliminate air, entrained or 
otherwice, from the product before 
the product is measured by the meter. 
Assuming the system is dry or 
empty when the product starts to 
flow, the ball float is in its lowect 
position and the valve is wide open. 
While the tank is filling, the float 
and valve remain open and the air is 
expelled through the valve until the 
tank has filled to the point where 
the liquid supports the float. The 
valve then begins to close and, when 
sufficient liquid has entered, it closes 
tightly. When air enters with the 
product the liquid lev@l drops, the 
valve opens, the air escapes and con- 
tinues to do so until the liquid level 
is again raised to the proper height 
to close the valve. These units are 
comparatively trouble-free. 


The major trouble is, probably, the 
spewing of liquid with the air. This 
is the result of the valve not closing. 
Spewing may be caused by a worn 
valve or seat, or by foreign matter 
lodging on either of them, worn bear- 
ings, bent or damaged linkage, a 
float that has been punctured allow- 
ing liquid to enter it, or one that has 
collapsed because of shock pressure. 
These causes can usually be detected 
by removing the head and making a 
visual examination. They are readily 
corrected by replacement of parts 
which have been worn enough to 
cause malfunction. 


The units are available in connec- 
tions suitable for all installations. 


Strainer 


The ctandard strainer shown (Fig. 
4) is a conventional design, consist- 
ing of a body, cover and strainer 
basket. The basket itself is of double 
construction with an inner and outer 
screen. When the basket is placed in 
position and the cover bolted down, 
a compression spring, that is guided 
by a boss on the basket flange and 
a stud extending from the cover 
proper, exerts continuous pressure to 
keep the strainer basket properly 
seated. The outer basket is gener- 
ally of a comparatively large mech, 
and is used to protect and support the 
inner basket which performs the 
straining or cleansing operation. The 
screens used are normally made from 
monel or bronze. Other materials are 
available, but are classed as “special.” 
The strainer removes any foreign ma- 
terial from the stream and thereby 
prevents its entering the meter and 
caucing damage. The meter is thus 
assured a clean product to measure. 
Too much attention cannot be given 
to the supplying of a strainer of a 
proper mesh screen. Normal practice 
is 80 mesh for gasoline, 50 mesh for 
Diesel fuel, and 40 mech for heavy 
fuel oil. These can only be taken as 


a guide because local conditions must 
be considered in determining the 
proper mesh. 

Strainer inspection and cleaning 
cannot be over-emphasized: If the 
screen becomes clogged to any ap- 
preciable extent, it results in lower 
flow and higher differential. This 
may cause screen breakage. A drain 
is provided on all ctrainers for the 
purpose of eliminating any accumu- 
lation of water. An accumulation of 


PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Bivd. of Allies Pittsburgh, Pa. 
Rutledge Service Station Flood Lights 
G&B Equipment—Buckeye Valves & 
Fittings 
Granco Pumps & Meters—Air 
Compressors 








West Penn Oil Equipment Co. 


512 Sandusky St. Cedar 1-8822 
Pittsburgh 12, Po. 


Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitoble Meters 
Roper & Marlow Pumps 








PENNINGTON EQUIP. SALES CO. INC. 
442 Tinsmon Ave. Williamsport 39, Pa. 
Wayne Pump Company Products 
Marlow Centrifugal & Blockmer Rotory 
Pumps — Truck Tonks — Hose — Reels 
Storage Tanks — Pittsburgh Equitab’e 
Meters — Gasoline & Oil Equipment 











TEXAS 





TOPS TO TEXAS TRADE 


Sales & Service; 
Tokheim Pumps 
Smith Meters 
Buckeye Valves 
Granco Pumps 
Oilco Looding Arms 

Complete Service; 

Bulk Plants 
Service Stctions 


UNITED PUMP SERVICE & SUPPLY CO. 


1701 S. Lamar Dallas 2, Teras 











WEST VIRGINIA 





SMITH METERS 
H. H. TRUITT 


1403 8th Ave 
Huntington 1, W. Vo 


Westinghouse A’r Compressors 
Service Station or Bulk Plant Equip. 























GET RID OF 
GAS FUMES 


in Your Service Bays 











with a low-cost “NATIONAL” 


EXHAUST-DOR 


Keeps your service bays free of dangerous 


carbon monoxide gas. Takes fumes direct- 
ly from exhaust pipe to outdoors. No 


heat loss. Operates from cir line. Easy 
to install. Complete—nothing else to 
buy. Satisfaction or your money back. 


Write for literature. 


No obligation. 
C.0.D. or Cash 
With Order 


F.0.B. Decatur $2. 5 SO 


THE NATIONAL SYSTEM 
OF GARAGE VENTILATION 


Dept. A-24 
318-330 N. Church St., Decatur, Ill. 











The Pump of 101 Uses 
ROTABOY 


FLOATING-ROTOR 


PUMP 






13 TYPES FOR 
EVERY DISPENSING NEED 


PUMPS 12 GALLONS PER MINUTE AT 84 
R.P.M.* @ FLOATING ROTOR... WILL 
NOT STICK OR JAM OR FREEZE! @ FULL 
SELF-PRIMING @ EXTRA LARGE INLET 
AND OUTLET...FULL 1” PIPE SIZE 
LOCK-ARM ON ALL MODELS @ FAMOUS 
WILSON “ADAPT-A-SOCKET” @ RUGGED 
CONSTRUCTION THROUGHOUT. 

"Very Easy Turning Speed 

Designed for a wide variety of uses, the 
ROTABOY pumps a smooth flow of gasoline, 
kerosene, diesel oil and other fluids at easy 
turning speed. For factories, farms, construction 
jobs, wherever there is a need for a pump, 
you can be sure of dependable low-cost dis- 
pensing. Ruggedly built. 

Made by the makers of GASBOY .. . YOUR GUARANTEE OF QUALITY. 

Write For Full information 


WM. M. WILSON’S SONS, INC. 


7 





EQUIPMENT 





water which freezes may cause the 
Strainer body to break and is almost 
certain to fracture the screen. A 
broken screen permits any entrained 
material, or any sediment which may 
have been collected in the basket 
prior to freezing, to be carried into 
the meter with resultant damage. 


In any installation, the frequency 
of cleaning can be best established 
by periodical inspection to determine 
the condition of the strainer basket. 
Obviously, in the beginning of the op- 
eration of a new system, much more 
foreign material in the shape of pipe 
scale, welding beads, and so forth, 
will be accumulated than after the 
line or system has had an opportunity 
to purge itself. 


Strainers are made with suitable 
connections for pressures of 125, 250, 
600 and 1,200-lb. pressures. The ma- 
terial is cast iron, or steel, depending 
on the pressure. Those made of cast 
steel for the higher pressures are 
normally ured in pipe lines. 


The strainer is a simple unit, and 
becauce of its very simplicity, is often 
times neglected. There is a strainer 
for the B-2 and B-3 Rotocycle Meters 
designated as a “B” type strainer. 
This strainer acts as a base for, and 
an inlet to, the meter. The “B” type 
strainer is for 125 lb. working pres- 
sure with either a 2, 2% or 3” com- 
panion flange. 


The strainers require no adjust- 
ment, and in the case of a screen or 
basket failure, it is much easier to re- 
place the entire part than to attempt 
to repair it. 











Figure 5—Type BLX Rotocycle 


Meter 


We now come to the meter itself. 
It should be noted that this meter 
is the first positive displacement me- 
ter to have an operating mechanism 
consisting entirely of rotating parts. 
The standard arrangement is bottom 
inlet with outlet 90° to the right. 
An outlet of 90° to the left may be 
specified. Horizontal mountings re- 
quire 45° elbows as shown in Fig. 1. 
These elbows can be furnished when 


required. The meters are manufac- 
tured in capacities from 100 to 600 
g-p.m. or higher, depending upon the 
pres:ure loss which can be tolerated 
and the fluid or product being me- 
tered. They can be had in either cast 
iron, cast steel or aluminum. Four 
different types of registers are used, 
and these different types cover any 
requirements. 


The assembled meter case includes 
a body, two end plates, and a so- 
called goose neck on which is mount- 
ed a register or recording mechan- 
ism. These units form a housing 
which encloses the assembled rotor 
which, by rotating, does the actual 
measuring, and the gearing, which 
transmits the measurement to the 
register that records the volume that 
pas-es through the meter. 


Fig. 5 shows a typical cross-section 
taken vertically through a meter. The 
rotor itself is of aluminum and is 
equipped with ball bearings. It ro- 
tates on a fixed shaft, and the rotor 
contains four recesses in each of 
which is placed a half-moon shaped 
bucket or vane of stainless steel, 
equidistantly spaced on its outer cir- 
cumference. The rotation of these 
vanes is controlled through a plane- 
tary gear system as shown in Fig. 6. 


As the product enters the measur- 
ing chamber through the inlet, as- 
sume the buckets are at 90° to the 
vertical center line and parallel to 
the horizontal center line. The lower 
bucket being located directly over 
the division plate which prevents by- 
passing of the fluid to the outlet 
end. As the rotor moves in a clock- 
wise direction, bucket No. 1 prevents 
the flow of product around the rotor 
and the force imposed on this, and 
succeeding buckets, by the incoming 
stream causes the rotor to rotate. 
When bucket No. 2 moves to the po- 
sition occupied by bucket No. 1, a 
positive increment of volume is en- 
trapped and forced to move in the 
same direction. Bucket No. 3 comes 
in and is in turn followed by bucket 
No. 4. When bucket No. 1 reaches a 
position directly over the outlet it 
discharges into the outlet connection 
and moves into the originally occu- 
pied position. This sequence contin- 
ues as long as the meter runs. 


The meter is so designed that when 
the buckets are out of contact with 
the division plate, the edge of the 
rotor serves as a barrier to prevent 
the fluid escaping to the outlet cham- 
ber without being measured. The con- 
tinuing of this cycle, with the meas- 
uring chamber always full of liquid, 
is the manner in which measurement 
is accomplished, because two buckets 
form a closed compartment and the 
volume in this compartment is a def- 
inite displacement. A certain num- 
ber of these displacements are count- 
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Figure 6—Gear End of Rotocycle 


ed, and recorded, for every gallon 
passed through the meter. 

In order to insure that these dis- 
placements are taking place at the 
proper time, and to prevent the buck- 
ets from striking the division plate 
during rotation, it is necessary to 
“time” the meter. This is initially 
done at the factory. 


Inspection—When a meter has been 
in operation for come time, certain 
internal parts, especially gears, bush- 
ings and bearings begin to wear, and 
inspection and maintenance are in 
order. The best way to determine 
when this is necessary is when any 
unusual noise occurs. When this noise 
is detected, the meter should be iso- 
lated by closing the necessary valves, 
the rotor pulled, and several points 
inspected. 

If you find: 


1. Rubbing on ends of the vanes. 

This indicates improper end ad- 
justment and the rotor should be 
shifted between the bearing plates 
until corrected. 

2. Rubbing between rotor body 
and division plate. 

This is definitely main bearing 
wear and bearings should be replaced. 

3. Rubbing of circumference or 
wall of buckets against the inner wall 
of the case. . 

This indicates main bearing wear, 
bucket bushing wear, or both, and 
the parts should be replaced. 

4. Buckets striking division plate. 

This can be caused by improper 
timing, gear or bucket bushing wear. 
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It is indicated by a continuous click- 
ing while the meter is running. It 
usually requires retiming and replace- 
ment of parts. 

Should the meter stop completely, 
it is usually caused by some foreign 
material entering it, a bad corrosive 
condition, or maintenance has been 
neglected so long that some part is 
completely worn out. 

Should the meter run and the reg- 
ister not function, all gearing and 
connections between the stuffing box 
spindle and the register should be 
checked. Particular attention should 
be given the couplings. Try the reg- 
ister itself by turning the shaft to 
determine if it runs and, if so, how 
freely. 


Lubrication—Main bearing life is 
greatly improved by proper lubrica- 
tion. A lubrication system is provided 
on all meters, and periodical lubri- 
cation is recommended dependent on 
meter usage. Obviously, a meter run- 
ning at or near capacity will require 
more frequent lubrication than one 
that is not. Over-lubrication should 
be guarded against, as it will change 
the calibration of the meter. The 
real function of lubrication is to keep 
the main bearings free of abrasives 
and purge them at each lubrication. 


Rebuilding—When it is necessary 
to tear down a rotor completely to 
replace parts, the most important 
part of the reassembly is timing the 
buckets with relation to the division 
plate in the case. Proper timing of 
a rotor assembly results in the cor- 
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Figure 7 


BLX Rotocycle Meter 


rect positioning of the buckets within 
the rotor, so that during the cycle 
the buckets will not strike or scrape 
the division plate. This is best done 
by means of a timing block or bar. 
The rotor assembly is placed in an 
upright position with the planetary 
gear system up. A bucket is pushed 
into position in the rotor so that the 
space not filled by the bucket is 
roughly equally divided. The timing 
bar is then held firmly in place, and 
when the scribed line on the bear- 
ing plate closely, matches the scribed 
line on the rotor and plate, install 
the bucket gear so that it meshes 
with the idler gear and engages the 
spline pattern on the end of the buck- 
et shaft or journal. The bucket 
splines are machined so that there is 
a definite series of teeth on the 
bucket gear that permit a mesh with 
the teeth on the idler gear and also 
properly engage the bucket gear with 
the bucket. The correct series of the 
teeth to use is: 


Every 5th tooth on the No. 2 and 
No. 3 Meters 

Every 7th tooth on the No. 4 Meter 

Every 3rd tooth on the No. 5 Meter 

Every 2nd tooth on the No. 6 Meter 


When the bucket gear is properly 
fitted on the bucket splines in rela- 
tion to the idler gear, the scribed line 
on the bearing plate should match 
the scribed line on the rotor end plate. 
Any movement of the bearing plate 
to take out any gear backlash that 
is present, should result in the scribed 
line on the bearing plate lying to 
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Figure 8—Remote Registration Registers 


the right of the scribed line on the 
rotor end plate. Tighten the bucket 
locknut after correct timing has been 
established, and time the remaining 
buckets in a similar manner. The tim- 
ing of all buckets should be checked 
after the locknuts have been tight- 
ened and any, or all, buckets retimed 
if necessary. This timing procedure 
is for a standard meter. Note that 
when facing the register end of a 
meter, the outlet on a standard me- 
ter is on the right hand side, and 
on a reverse meter it is on the left 
hand side. Pipe line, or manifold me- 
ters, may be standard or reverse, but 
terminal meters are usually stand- 
ard. 

The timing procedure for a reverse 
meter is the same as a standard me- 
ter, except when checking the gear 
backlash, the scribed line on the bear- 
ing p!ate should li* to the left of the 
scribed line on the rotor end plate. 
While the timing of the buckets may 
sound difficult, it is a simple opera- 
tion once you are familiar with it. 
To become familiar requires a rela- 
tively short time. 


Remote Registration Unit 

The remote registration unit is an 
accessory readily installed on all Ro- 
tocycle Meters. Such installations are 
provided with two simultaneously op- 
erating registers. The one mounted 
directly on the meter is the trans- 
mitting register and is ucually a large 
reset with swivel adapter. The re- 
motely mounted one is the receiving 
register and is generally equipped 
with a ticket printer. It is adapted to 
either wall, table or panel mounting 
to suit the convenience of the instal- 
lation. The two units are shown in 
Fig. 8. 

In the transmitter, the drive is 
mounted on the meter directly over 
the meter adjustment and coupled 
to it. The register may be mounted 
directly upon the drive, or on an ex- 
tension, whichever is most conven- 
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ient. The receiver almost invariably 
has the register mounted directly on 
the drive. 

The drives are explosion proof and 
bear the Underwriters’ Laboratory 
Seal of Approval. When used in haz- 
ardous locations, precautions must be 
taken to be cure that the wiring, 
conduit, junction boxes, etc., conform 
to any applicable regulations. 

The drive consists of a selsyn mo- 
tor, with necessary modifications and 
accessories, mounted in an aluminum 
box. At each end of the selsyn, a 
clamping bar is attached. The bars 
are, in turn, fastened to the box by 
screws. Clearance is provided in the 
holes in the body so that the selsyn 
unit can be shifted for alignment 
purposes, and to take up slack in the 
driving chain. 

The mounting screws are hidden 
ard protected from unauthorized 
tampering by seal plugs, which are 
pinned to the body. 

The real cover can Be attached in 
any one of eight positions, 45° apart 
to accommodate different installation 
conditions. Leads of ample length for 
making the electrical connections are 
provided. 

By their very nature, celsyn mo- 
tors, when properly connected, will 
operate in synchronism with each 
other, so that, in this application, the 
rotation of the transmitter drive will 
cause a similar and equal rotation in 
the received drive. 

They operate on a common 60 cy- 
cle, 115 volt alternating current. It 
is imperative that transmitter and re- 
ceiver fields be energized from the 
Same power source. The circuits 
should not be integral with any other 
circuits controlling additional equip- 
ment, such as pump motors, etc. Be- 
cause of mechanical strength, No. 12 
gage wire is recommended for all 
installations. Lighter wire may be 
used for short distances, if necessary. 


Repairs Seldom Needed — Under 
normal operating conditions, repairs 





Figure 9 


Flow Control Valve 


shou!d seldom be required. The ladder 
chain may require tightening from 
time to time. This is done by moving 
the motor. Bushings may become 
worn, but are readily replaceable. If 
trouble is encountered with the sel- 
syns themselves, they should be re- 
turned to the factory for repairs and 
a new one installed. If this is done, 
the clamping bars should be retained 
for use on the new unit. Attention 
shou'd be given to the alignment 
of the sprockets and the tension on 
the chain. All set screws should be 
checked for tightness, and shafts for 
binds, before the front cover is re- 
placed and the unit returned to oper- 
ation. 


Flow Control Valve 


A flow control valve section is 
shown in Fig. 9. They are usually 
installed directly at the meter out- 
let and act to control or limit the 
maximum rate oi flow, so that pro- 
tection against meter overload is in- 
sured. They are also used to provide 
an equal distribution of the flowing 
product through a battery of meters. 
They are normally of the diaphgram 
type and need little attention after 
the initial adjustment. When correct- 
ly installed, the outlet or discharge 
pressure is impressed on the under- 
side of the diaphgram. The inlet pres- 
sure is carried from the inlet of the 
meter to the top side of the dia- 
phragm by a %” tubing. By turning 
the adjustment screw, which com- 
precses or releases the spring con- 
trolling the diaphragm, a predeter- 
mined maximum flow may be ob- 
tained. As the flow cannot exceed 
that for which the valve is set, the 
meter cannot be overloaded. These 
units are comparatively trouble-free. 
The most common trouble is the 
breaking or rupturing of the dia- 
phragm, because of being subjected 
to an excess differential prescure. 
To prevent this, two safety, or relief 
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valves, are incorporated in the de- 
sign. Their purpose is to equalize 
the pressure and they operate as fol- 
lows: each valve is set at the factory 
to operate at 15 lbs. One is connected 
to the underside of the diaphragm, 
and one to the upper side. When the 
pressure on either side exceeds that 
of the opposite side by 15 lIbs., the 
valve opens and relieves the pressure 
until the normal differential pressure 
is restored. After long service it may 
be necessary to inspect the diaphragm 
and readjust the springs, but, on the 
whole, little maintenance is needed 
by this unit. 

An installation, as described, will 
be relatively trouble-free. I believe 
the major troubles to be encountered 
have been discussed in sufficient de- 
tail to permit their correction with 
a minimum of time and effort. 


Equipment Jobbers Set 
For Annual Meeting 


The National Assn. of Oil Equip- 
ment Jobbers is preparing for an at- 
tendance of 300 or more oil market- 


LIGHT UP WITH 


the NEW Sihace-L ith 


The new Steber “Space-Liter” open-type elliptical 
floodlight is your economical answer to brighter, 
more versatile space lighting that draws more custo- 
mers and extra profits. 

The “Space-Liter”, series 2500, is scientifically de- 
signed and ruggedly built to give lifetime service. 
Roomy wiring compartment and versatile mounting 
facilities are provided to cut installation time and costs. 

“Space-Liter” is available for General Service 
Lamps—300-1500 watts, Bi-Post Lamps—750-1000 
watts, and Mercury Vapor Lamps—400 watts. Other 
features include: Vitreous-Fired Porcelain Enamel 
finish over heavy gauge steel reflector, calibrated 
aiming device with built-in repositioning stop, cast 
aluminum neck with brackets for every type of 
mounting. Inner reflectors of Alzak aluminum are 
available to increase light intensity at the center of 
the beam for “Punch” lighting. Write for Advance 
Data Sheet 1051 for details. 


SERIES 
2500 


STEBERLITES 


Steberlites are cast aluminum, 
weatherproof, fully wired units 
for both medium and Mogul 
base Par-38 and R-40 reflector 
lamps. They can be mounted 
singly or in clusters up to 6 on 
walls, poles, column lights or di- 
rectly to outlet boxes. They can 
be adjusted to throw light in 
any direction whenever desired 





ing equipment men at its second an- 
nual meeting to be held at the Neil 
House, Columbus, Ohio, from Oct. 
4-8. 

Delegates to the meeting will at- 
tend a football game between Ohio 
State and Purdue on Oct. 4. 

Oct. 5 the equipment manufactur- 
ers, who plan to display equipment 
at the association’s trade exhibition, 
will set up displays. 

Registration for the meeting will 
begin Oct. 6 with events planned for 
the ladies, a joint luncheon with the 
Columbus Petroleum Club, and an 
open session at which the principal 
speaker will be H. B. Sharer, of the 
U. S. Rubber Co., New York. J. M. 
Newberry, Memphis, association pres- 
ident also will speak. 

Oct. 7 schedule includes a talk by 
Hugh Allan, president of Rotary Lift 
Co., who will tell equipment men how 
they can improve efficiency of their 
operations. A cocktail party is 
planned with associate members as 
hosts. The annual banquet will be 
held in the evening. 

The convention will close Oct. 8 
after a luncheon and address by Jos- 
eph Butler, president of Butler Oil 
Co., Philadelphia, who will outline the 
benefits oil marketers can obtain by 


/STEBER\ SPACE-LITER 


STEBER MANUFACTURING CO. 
Dept. 88, Broadview (Maywood P.O.), Illinois 





Build Automatic 
Transmission Fluid Sales 


E-Z TRANS-FILL is the easy and clean method 
of changing and adding to automatic transmis- 
sions. Designed for transmission changes on 
Hydra-Matics, Dynaflows, Powerglides, Fordo- 
matics, Merc-O-Matics and Ultramatics. It can 
also be used for transmission changes on cars 
with Fluid Drive. 
Container is contamination-free, easy to fill, and 
is equipped with a 6 foot transparent hose with 
relying on the experience and know- mae check valve to prevent dripping. Can spout is 
how of marketing equipment jobbers. es sealed, and a filter screen in the hose end of 
Dr. James L. Brakefield, Birmingham, 5 Galion capacity + Pumps 1 qt. coupling can be quickly cleaned or replaced 
mage 3 a Life Insurance Co., ee assuring absolutely clean fluid. Individually 
also will speak. Light & portable + Handle locks Cael : 
Howard Upton, executive secretary wa oes * No dolly or packed, shipping weight 16 pouads. 
of the association with headquarters Gatte by aume...er wolte for Meretere. 


at 1402 Hunt Building, Tulsa, Okla., a , 
MANUFACTURING COMPANY 


says all oil equipment men—members 
and nonmembers alike—are invited 

Manufacturers of Lubricating Equipment 
1224 LINDEN AVENUE 


to attend the convention. Hotel reser- 
vation cards and meeting informa- 
tion can be secured from him. MINNEAPOLIS 3, MINNESOTA 
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Snow Clearing Machine 


(Stations, Bulk Plants) 

A new snow clearing machine is 
powered by a 3.5 h. p. gasoline engine 
and is designed to handle heavy snow 
clearing jobs encountered at stations 
or bulk plant loading areas. The ma- 
chine clears a 1%’ swath through 
heavy snow, and it can clear a 2’ 
swath when the wings are added for 
dry snow removal. A 2%’ bulldozer 
blade is available for pushing snow 
that is too wet to be blown. The unit 
is self-propelled and rides on hi-trac- 
tion cast lug-wheels, Snow may be 
blown to either side of the cleared 
area, and direction control handles 
are within easy reach of the operator. 
Sensation Mower, Inc., 7577 Burling- 
ton Tr. Ralston, Nebr. 
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Automotive Circuit Tester 


(Stations, General) 

An automotive circuit tester is said 
to be useful in testing automotive 
electrical systems—coils, condensers, 
cables, spark plugs, generators, start- 
ers, cutouts, fuses, regulators, bat- 
teries, etc., and will permit adjust- 
ment of voltage regulators. The unit 
also may be used to check all acces- 
sories such as lights and horns, with- 
out disconnecting them from the cir- 
cuit, company says. Lee Electronic 
Labs, Inc., 233 Dudley, Boston, Mass. 
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Vacuum Cleaner for Cars 


(Service Stations) 

A new vacuum cleaner is designed 
for use in cleaning car interiors at 
stations. The unit is 2744” high, 16” 
in diameter, finished in red enamel. 
It is equipped with casters which can 
be removed or replaced quickly. Other 
features are: 5/7 h.p. electric motor 
with lifetime lubricated bearings, 
which drives multi-stage turbine fans 
that scoop instead of noisily beat the 
air; 1% bu. dirt container; 35’ elec- 
tric cord; 27” crevice and blowing 
tool; 5” upholstery tool; 6’ accordion 
hose that stretches to 14’. The ac- 
cordion hose is said to permit vac- 
uuming cars all around the pump 
island without moving the vacuum 
unit. This hose also is said to with- 
stand rough usage such as being 
run over by a car. Pullman Sales 
Corp., 31-39 Allerton St., Boston 19, 
Mass. 
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More Information— 


The names and addresses of 
manufacturers, whose products 
and literature are described in 
the Equipment Section, are 
given at the end of each article 
for the convenience of readers 
who wish to write direct. 

A coupon also appears on p. 
82 for use by anyone who de- 
sires more data and wants NPN 
to get it for them. Circle the 
number corresponding to that 
appearing at the end of the 
particular item on which more 
information is desired and mail 
it to NPN. Requests will re- 
ceive prompt attention. 














Station Layout Aid 


(Marketing Management) 

Accurately-scaled miniatures of ser- 
vice stations have been produced to 
enable marketing management to ex- 
periment with various station lay- 
outs. The models are constructed with 
interchangeable units for offices, lube 
sections and islands that can be ar- 
ranged for maximum efficiency with- 
out numerous drawings. Architectur- 
al Model Materials, Inc., 4208 West 
Armitage Ave., Chicago, Il. 


Circle No. 4 on Reply Coupon 


New Truck Trailer 


(Truckers) 


A new outside post construction in 
the light-weight truck trailer field 
has been developed. Manufacturer 
says the side posts are placed on the 
outside of the side-wall panels, while 
heavier gage aluminum panels elim- 
inate the need for horizontal corru- 
gations to stiffen the panels against 
buckling between the posts, The new 
models are designed to help truck 
operators offset rising operating costs 
by providing maximum ease of repair, 
largest possible interior loading ca- 
pacity, and light weight, company 
says. The components are said to be 
designed and integrated so they can 
carry heavy loads, and small shops 
will be able to handle repairs on the 
new models. The new trailer is said 
to handle better on curves, Trail- 
mobile Inc., Cincinnati 9, Ohio. 
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Industrial Undercoating 


(General Maintenance) 

A new industrial undercoating is 
said to protect the exteriors of stor- 
age tanks, tank trucks and other 
equipment. It is a sprayable, black- 
asphalt material and is designed to 
protect equipment from corrosion and 
abrasion. The coating is said to ad- 
here to most materials and surfaces. 
When sprayed or brushed to a %” 
thickness, it dries in about 48 hours 
to form a tough rubbery “hide.” 
Minnesota Mining and Manufactur- 
ing Co., 411 Piquette Ave., Detroit 2, 
Mich. 
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Chart Making Equipment 


(Offices) 

A chart-making kit contains a plas- 
tic board, 28 different patterns on 
prescure-sensitive tapes, the neces- 
sary accessories for application, and 
instructions for making columnar, 
bar, line and curve charts. Narrow 
tapes, yy” and ws” wide, have been 
recently perfected and also are in- 
cluded in the kit. Chart-Pak, Inc., 
104-6 Lincoln Ave., Stamford, Conn. 
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Diesel Lift Trucks 


(Warehouses) 

Four. of .Towmotor’s .lift .truck 
models are available now either with 
gasoline or Diese] engine. Company 
says the Diesel engine selected is 
capable of developing unusual power 
for its size and weight. Operating 
economy also was found to be ex- 
ceptional, company says. Towmotor 
Corp., 1226 E. 152nd St., Cleveland 
10, Ohio. 
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High Volume Grease Gun 


(Service Stations) 

An improved grease gun is de- 
signed to deliver more grease when 
used with company’s greaser. The new 
gun has a fingertip adjustment that 
is said to give volume delivery or 
pressures up to 1,000 p.s.i. instantly. 
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The unit can be operated with one 
hand, and its overlarge pistol-grip 
handle is said to offer greater lever- 
age with the push-squeeZe action de- 
veloping pressure fast. The gun fits 
most greasers and may be purchased 
separately or as a complete unit. The 
company’s standard greaser also is 
available and is capable of develop- 
ing 7,500 p.s.i. Both units are de- 
signed for use on tractors, farm im- 
plements, trucks, cars and industrial 
equipment. Each fits any standard 
25 to 50-lb. grease pail. They use no 
electricity or air. K-P Manufactur- 
ing Co., 1218 Linden Ave., Minne- 
apolis 3, Minn. 
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Can Filler 


(Packaging Plants) 

A 16-valve filler is fully automatic 
and will fill up to 150 containers per 
minute, It will handle containers from 
fractional ounce to one gallon con- 
tainers of glass or tin. All metal con- 
tact parts are made of stainless steel, 
and a change-over of product or con- 
tainer size is said to be rapid and 
simple. Lipac, Inc., 475 Fifth Ave., 
New York 17, N. Y. 
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Pallet Roller 


(Warehouses) 

A new pallet roller is designed so 
it can be moved easily forward or 
backward, The rolls are heavy gage, 
large diameter, and have crowned 
ends for free rolling and floor protec- 
tion. Frame is constructed of high 
tensile strength steel. Heavy duty, 
fully lubricated bearings are used. 
Frank L. Robinson Co., Latham 
Square Bidg., Oakland 12, Calif. 
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Accounting Machine Devices 


(Offices) 

A new self-checking numbering de- 
vice and an auxiliary information 
storage device have been developed 
to extend the applications and flexi- 
bility of IBM punched card account- 
ing. Company also has developed 
changeable type bars for its electric 
typewriter. The self-checking number 
device makes available an entirely 
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new method, company says, whereby 
a series of digits may be key-punched 
and verified simultaneously. This util- 
izes a “check digit’ which is suf- 
fixed to a basic number, such as a 
parts number, and which is deter- 
mined by a special computation of 
the digits in the original number. In- 
ternational Business Machines Corp., 
590 Madison Ave., New York 22, N. Y. 
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Tubeless Oil Burner Boiler 
(Fuel Oil Distributors) 


A tubeless oil burner boiler has a 
flush jacket or extended jacket and 
requires no screws to assemble. It 
has a 3 g. p. m. tankless coil and a 
built-in combustion chamber. The 
unit shown handles 480 sq. ft. of 
water. Quiet Automatic Burner Corp., 
33-35 Bloomfield Ave.. Newark 4, 
N. J. 
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Steel Shelving 


(Service Stations, Warehouses) 


A new line of metal shelving is 
designed to hold up to one ton on 
each individual shelf. Re-inforced 
sides and center of shelves are equip- 
ped with 1” x 1” high carbon angle 
irons, 4%” thick. Front and rear have 
U-shaped re-inforcing channels which 
are said to be stronger than angles. 
A special study is said to save 60% 
of assembly time. The stud slips into 
a hole in the shelf and then into a 
keyhole in the upright. The shelf is 
then pressed down and the assembly 
is complete. A slope in the stud com- 
bines with the slope in the keyhole 
to form a tight and firm grip, com- 
pany says. No nuts, bolts, or tools 
are needed for fast shelf adjustment 
on 1%” centers. All openings are 
100% adjustable from front of units. 
Dividers, drawers, backs and side 
panels are available in all sizes. 
Equipto Division of Aurora Equip- 
ment Co., Aurora, Il. 
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Pre-Paint Cleaner 
(Maintenance ) 


A new auto body pre-cleaning tech- 
nique removes silicon polish film from 
the surface of a vehicle before spray 
painting is applied. The new process 
is described as “Gunking” the entire 
vehicle, after which solvent sanding 
may be resorted to without fear of 
re-deposit of silicon film. After all 
the sanding and touchup cleaning has 
been completed, the car body is 
washed with a water hose which 
causes the self-emulsifying action of 
the cleaner to remove all traces of 
wax and silicon deposits, company 
says, Curran Corp., Lawrence, Mass. 
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Truck Washing Brush 
(Trucks) 


A new featherweight dual washer 
bruch for cleansing trucks has two 
independent horsehair and nylon 
blend round brushes side by side, 
making it poszible to clean twice the 
area in a given time, company says. 
The hose is synthetic and is said to 
be resistant to cracking where it 
connects to the handle, and is not 
affected by oils. Measured water 
flow, which is ample for thorough 
cleaning, is said to eliminate exces- 
sive use of water. Complete unit 
consists of an aluminum telescope 
handle, which extends from 3’ to 6’, 
10’ of hose fittings and two brushes. 
Tucker Manufacturing Co., Cedar 
Rapids, Iowa. 
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Orchids for Premiums 
(Service Stations) 


Two new services are being offered 
users of orchids for premiums at 
openings, special events, etc. Gold im- 
printed bows or streamers with the 
donor’s name are available in orchid 
corsages. A second service is the 
packaging of orchids in cellophane 
bags. Graham W. Dible, Division of 
West Adams Nurseries & Florists, 
Inc., 417 East 8th St., Los Angeles 
14, Calif. 
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Free-Lift Uprights 
(Warehouses) 


A new free-lift upright for Hyster 
Model 20 lift trucks will be ready for 
delivery in August, 1952, company 
says. The unit has all the advan- 
tages of the standard unit with the 
extra feature of being able to elevate 
the load without an increase in over- 
all height. It is designed for appli- 
cations where there is a minimum 
overhead clearance, and where the 
inner upright of a standard model 
would strike obstructions before the 
load could be elevated to the desired 
stacking height. Typical applications 


ATTENTION 


INDEPENDENT 
OIL JOBBERS 


AMERICA’S LEALING AUTOMOTIVE UNDERCOATING 





here's 
why 


thinning required. 


4 } Fendix gives you monthly repeat business just like your motor oil. Once the 


with the free-lift include loading and 
unloading box cars and van trucks, 
and working under low doorways, 
ceilings and balconies. The new as- 
semblies will be available in 7'8” and 
9’8” lift heights, and on special order 
in lifts higher than the latter. Hyster 
Co., 2902 N. E. Clackamas St., Port- 
land 8, Ore. 
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Flooring Material 


(Warehouses) 


A new type flooring material is 
designed to resist destructive action 
of chemicals, oils, and solvents. It 
may be applied over the old surface 
at an average depth of only one- 
quarter inch, and no special floor 
preparation is necessary, company 
says. The product is shipped ready 
for application with all ingredients 
proportioned at the factory. The 
product contains no asphalt or other 
bituminous substances. It is said 
to withstand heavy traffic from 
materials handling equipment and 
may be applied inside or outside. 
United Laboratories, Inc., 16801 
Euclid Ave., Cleveland 12, Ohio. 
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New Parking System 


(General) 

A new twist to the solution of car 
parking problems is being introduced 
by a materials handling equipment 
company. The new parking system 
employs the use of plywood cubicles 
and a large standard hydraulic lift 
truck with a specially designed plat- 
form. With this equipment it is pos- 
sible to park four cars in the space 
previously occupied by one, the man- 
ufacturer says. Advantages listed are 
quick installation, low initial cost and 
low maintenance, and no danger of 
scratched fenders or other parking 
hazards. The system operates by driv- 
ing a car into the parking area to 
a spot that is closed in on one side 


if you sell one of the 5 leading brands 
of motor oil, you should be handling 


FEN DIX 


o Your men sell Fendix to the same people that they sell your brand of motor oil 
... the franchised new car dealer. 


2) There’s no increase in selling costs when you handle Fendix. The same person 
in the dealership buys both oil and undercoating. 


(3) Fendix offers you a high dollar sale per unit ...a high profit per unit item. 
Stores easily in 54-gallon drums. It’s ready to use . . . no stirring, blending or 


dealer is sold you get profitable volume month after month. 


5] Fendix is a top quality product backed by an ~ pomomgatel 
to help you make sales. Fendix men work with you and for you to establish 


key dealerships in your territory. 


get the facts about fendix 


It costs you nothing to find out about Fendix and it may mean substantial profit for 
you. Just attach the coupon at the right to your letterhead and a Fendix representa- 
tive will outline the Fendix program without obligation. Send for details now! 


FENDIX is a product of the 
N OXx- Rust Chemical Corporation 2429 S. Halsted Street, Chicago, IMinois 
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Plants in Chicago, Baltimore, Martinez, Cal. 
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UNDERCOATING 


NOX-RUST CHEMICAL CORPORATION 
2429 S. Halsted Street, Chicago, Iilinois 


Please send me full information on how I 
can profitably add FENDIX to my present 
lines 


Name 
(clip and attach to your letterhead) 
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with a low rubber covered railing. 
Car is left out of gear and with 
brakes released. The driver then 
leaves. The parking apparatus ap- 
proaches the car from the rear and 
passes the scoop under the wheels 
of the car and picks it up. It is 
then carried to a vacant cubicle and 
deposited until the owner returns. 
The parking system has been un- 
dergoing tests and is expected to be 
ready for installation soon. Evans 
Enterprises, Inc., Massillon, Ohio. 
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Hose Couplings 
(General) 


A new line of couplings is designed 
to be used over and over again wher- 
ever there are flexible hoce lines. 
When the core of the hose is inserted 
in the sleeve, wire braid is flared and 
gripped between shoulder of stud 
and shelf of sleeve with tremendous 
clamping force. This is said to elim- 
inate dependence on pressure from 
wedging the core in the sleeve to 
hold the coupling to the hose. The 
bell-shaped counter bore of the sleeve 
ends difficulty in starting the hose 
into the coupling. All couplings are 
notched to provide a gage line for 
skiving outer cover of hose to correct 
length. Large flow-passage in stud, 
plus shorter over-all length of stud 
reduces restriction to a minimum, 
company says. End of the core is 
completely confined by metal, a 
feature which is said to assure safer 
handling and leak-proof performance. 
Tests show that the new couplings 
are equivalent in performance to a 
swaged-on coupling with the added 
advantage of being reusable, com- 
pany cays. Lincoln Engineering 
Co., 5702-74 Natural Bridge Ave., St. 
Louis 20, Mo. 
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Drum Ciamp for Lift Truck 


(Warehouses) 


A detachable roll clamp for fork 
truck is designed to pick up and 
stack such objects as drums, pipe or 
any cylindrical object from 144’ up to 
3’ in diameter. It rotates 90° in a 


vertical plane so loads may be 
stacked either vertically or horizon- 
84 





NEW TRUCK designed for fighting oil fires 


tally. Clamping pressure is controlled 
by an adjustable relief valve in the 
hydraulic system, permitting opera- 
tors to control clamping pressure for 
each type of material handled. Baker- 
Raulang Co,, 1230 West 80th St., 
Cleveland 2, Ohio. 
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Eye Wash Fountain 
(Bulk Plants, Terminals) 


A new fountain unit is designed to 
permit washing out of eyes, nose, 
mouth and face in case of accidental 
contact with fluids, fumes, etc. The 
fountain is set up to gently cpray 
a large volume of water at what 
amounts to neutral pressure and will 
wet all parts of the face without 
danger of recontamination, company 
says. The fountain consists of a por- 
celain-enameled bowl with all piping 
and fittings of red brass, chromium 
plated. Logan Emergency Showers, 
Inc., Box 111, Glendale, Calif. 
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Foam-Making Fire Truck 
(Terminals) 


A new pumper truck is designed 
for use as a portable foam generat- 
ing plant for fighting petroleum fires. 
The mechanical foam is generated 
when a specific amount of the foam 
liquid is proportioned into water, and 
the resulting solution is passed 
through pipes or hose to a foam 
maker. Air is induced at the foam 
maker, and the churning action of 
water, foam liquid and air, produces 
a heavy foam. The new truck is 
equipped with a two-stage centrifu- 
gal pump which operates directly 
from the driveshaft, and can dis- 
charge foam at the rate of 6,000 
gals. per minute at 150 ps.i. Actual 
motor throttling and discharge con- 
trol of the pump can be handled 
from either side of the truck at the 
running board control panel, since a 
dual set of controls, suction and dis- 
charge gages are provided. Every- 
thing from foam nozzles to towers 
is available on the vehicle. Towers 
are 38’ 6” when completely assem- 
bled, and are designed for protection 
of tanks up to 35’ high. A smaller 
tower is for use on intermediate or 
small tanks. National Foam System, 
Inc., Union St. and Adams Ave., 
West Chester, Pa. 


Circle No. 24 on Reply Coupon 


Airmotor Valve Operator 
(Bulk Plants, Terminals) 


A new airmotor diaphragm-type 
valve operator is designed for use 
on any of the manufacturer’s valve, 
normally open, normally closed, 
three-way or slides. It operates by 
means of pneumatic pressure applied 
to the chamber above the diaphragm 
and is adaptable for manual or re- 
mote control systems. It is said to 
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* 
with SMITHway control plan! 
Full deliveries are made in the fastest possible 
time with SMITHway T-15 Truck Meters. Easy to 
install. Famous for accuracy, dependability and 
long life. Ask for Bulletin 127-A. 


















Experience by major oil companies and independents now proves 
that you can save up to one cent per gallon when you make full 
dumps of gasoline instead of costly split deliveries. Full dumps 
save time, save trips and in many cases eliminate double handling. 

High-speed, low pressure loss, SMITHway Model T-15 Meter 
makes deliveries rapidly, keeps big trucks rolling. Equally impor- 
tant, results show that the SMITHway Inventory Control keeps 
financial and credit control in your hands where it belongs. This 
latest development makes large storage and full deliveries possible 
where previously there has been some question due to the credit 


conditions. Write today for Bulletin No. 161. 


THE SMITHWAY INVENTORY CONTROL UNIT attaches to the 
computer of the SMITHway dispensing pump and provides o 
means of setting ao quantity commensurate with the station's 
credit rating. May be purchased outright and installed by any 
mechanic. Collections and resettings are made by oi! com 
pany salesmen or station supervisors. 


FACTORIES © 5715 SMITHWAY ST.,LOS ANGELES 22, CALIF. * P.0. BOX 500, SUCCASUNNA, NJ. 


Offices: New York 36, Chicago 7, Houston 20. Canada — Toronto 12, Vancouver 1. 
International Division — Milwaukee 1, Wisconsin. 
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be ideal for modulating control of 
valves where accurate control of flow 
is desired with applied diaphragm 
pressure. General Controls Co., 801 
Allen Ave., Glendale 1, Calif. 
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Vacuum Line Sealer 
(Bulk Plants, Terminals) 
The addition of a 1/64” film or 


coating to flange faces and gasket 
surfaces reduces vacuum line leakage 


to a minimum, the manufacturer of 
a new plastic gasket material says. 
Any slight leakage which may occur 
after the line has been in service 
for some time can be corrected with- 
out dismantling flanges by applying 
1/32” of the gasket material around 
the outside surfaces of the flange 
where they meet the gasket. One 
type is made for oil product lines, 
the other for water, Product comes 
in cans, Flexrock Co., 3602-Y-Filbert 
St., Philadelphia 4, Pa. 
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Headquarters for quality steel containers! That’s G. P. & F.! Wide variety of 
types and sizes ranging from 2 to 7 gallons: Standard Lug-Cover Pails; Pouring 
Pails; Dome-Top Utility Cans; Flaring Pails; Double Compartment Pails; 
E-Z-Fill Grease Gun Loader Pails; Galvanized Half-Bushel Baskets; Pouring 
Drums. Your choice of solid colors or lithographed designs. Special coatings, 
if desired. Whatever your shipping and pouring problems are, consult G. P. & F. 





PULL OUT SPOU 


Sturdy, tinplate construc- 
tion. Closed into 45 mm. 
nozzle opening. Spout 
diameter: 1'(". Avail- 
able with U-Pressit cap 
and seal, or screw cap 
and innerseal. Can be 
ordered on lug-covered 


drums. 





pour pails and tight head loose on tight head 
drums. 
C8 PO ae eR FS ES IMR tga Rc eat Sp 


SHORE SPOUT 


Self-venting . . . fast, 
smooth-pouring. No 
need to puncture air 
holes in container. Made 
of seamless, extruded 
aluminum . . . inserted in 
tinplate retainer. Fits in 
73 mm. nozzle opening. 





or screw-type caps. 


Available with U-Pressit * 


















wage 
wn” sm 


FLEXSPOUT 


Non-toxic polythene resin 
. Closed into 
25s nozzle opening. 
Plastic diaphragm and 
resealing cap. Tamper- 
proof seal can be litho- 
graphed in your design. 
Spout is closed in on lug- 
covered pails . . . shipped 





TRUPOUR SPOUT 


A strong, telescopic tin- 
plate spout .. . closed 
into 55 mm. nozzle open- 
ing. Available with 
U-Pressit cap and seal, 
or screw cap and inner- 
seal. Can be ordered on 
lug-covered pails and 
tight head drums. 





All spouts shown above are available on lug-covered pails 
and tight head drums. 





Available only on G. P. & F. Dome-Type Utility Cans. 
Seamless, tapered. pouring spout closed into dome of can. 


Double cap provides 13,” 





and 3" 
Innerseals available. Detachable, 8” galvanized flexible 
hose spout available for clean, easy pouring into hard-to- 


pouring openings. 


get-at places. Screws into 4” opening. Handy storage 


clip fits over spout. 


GEUDER, PAESCHKE & FREY CO. 


425 NORTH I5TH STREET @ MILWAUKEE 1 





WISCONSIN 





Fuel Oil Transfer Pump 


(Fuel Oil Distributors) 

A line of pumps is_ designed 
specially for fuel oil transfer opera- 
tions. In municipalities where fuel 
oil must be stored in underground 
tanks, these pumps are said to be 
particularly useful in moving the oil 
from tank to delivery trucks. The 
pumps can be based aboveground 
anywhere adjacent to both under- 
ground tanks and the truck loading 
platform. The pumps are centrifugal 
and are available in standard type, 
which requires an oversize foot valve, 
and in the self-priming type which 
requires no foot valve to hold the 
prime. Ingersoll-Rand Co., Depart- 
ment C P, 11 Broadway, New York 
‘{ 2 


Circle No. 27 on Reply Coupon 





Portable or Permanent Heater 
(General) 

A new oil-fired furnace is designed 
for permanent installation or port- 
able use. The heater operates on No. 
1, 2, kerosine or Diesel oil. It has a 
counterflow principle of spraying 
heated air out across floor areas to 
form a 6’ high blanket of warmth in 
a work zone. It is recommended for 
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warehouses, stations and offices. 
When used without a flue, free heat 
is directed back into the blower and 
discharged “superheated,” increasing 
output to 168,000 Btu per hour com- 
pared with vented output of 130,000 
Btu. The machine is equipped with 
wheels for portability where desired. 
Fageol Heat Machine Co., 5725 Mt. 
Elliott Ave., Detroit 11, Mich. 
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Pipe Threading Chuck 
(Bulk Plants, Terminals) 

A universal nipple chuck is said to 
be capable of threading %” to 2” 
pipe. It has three parts—a polished 
steel body, a sliding plunger and a 
hardened steel threaded shank. Nip- 
ples are easily removed by hand and 
no wrenches are required. The chuck 
is usable four ways—with a pipe ma- 
chine, power drive, any pipe vise or 
a machinist’s vise. Company says the 
chuck is valuable in converting short 
lengths of pipe into useful nipples. 
Beaver Pipe Tools, Inc., 310 Dana 
St., N.E., Warren, Ohio. 
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Battery Charger-Welder 


(General) 

A combination AC arc welder and 
battery charger is designed for use 
by maintenance men and farmers. 
Unit has 15 to 175 amperage output 
range; 140 amperes rated output; arc 
voltage, 25 volts; open circuit volt- 
age, 65; power factor correction 75%; 
duty cycle at rated amperage load, 
50%; duty cycle above rated amper- 
age load, 20%; 36 amp. draw at 220 
volts; KVA at rated output, 7.9; the 
battery charging rate is 6 D.C. am- 
peres. The combination unit handles 
welding rods from y” to ¥" and 
also is available without battery 
charging circuit. Mid-States Welding 
Manufacturing Co., 6025 S, Ashland 
Ave., Chicago 36, Il. 
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Loading Ramp 
(Warehouses) 

A bulletin describes a portable 
loading ramp unit for use at loading 
docks. The ramp is an adjustable, 
self-contained unit which company 
says can be installed in five minutes. 
It adjusts to give alignment from any 
height truck bed to any height dock, 
and a lift truck can be driven over 
the ramp onto and off the truck. John 
B. Illo, 2414 East 57th St., Los Angeles 
58, Calif. 
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Shelving 
(Stations, Warehouses) 


A new catalog discusses the bene- 
fits of using manufacturer’s shelving 
to store many materials. The design 
and construction features of the 
shelving as well as the various types 
and accessories are described. The 
Frick-Gallagher Manufacturing Co., 
Wellston, Ohio. 
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Central Dispensing System 
(Service Stations) 


A new §8-page folder describes 
company’s new remote pumping sys- 
tem for dispensing gasoline at serv- 
ice stations. The system uses a 
submerged pump and motor in the 
underground tank and supplies gaso- 
line to as many as six or eight 
dispensing pedestals at the island, 
company says. Illustrations and full 
details are contained in the folder. 
Tokheim Oil Tank and Pump Co., 
Fort Wayne 1, Ind. 
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Pump Guide 
(General) 

A guide to pump applications has 
been prepared in the form of a re- 
ference chart on small pump applica- 
tions. In one table, the guide lists 
the various types of manufacturer’s 
pumps, the services for which they 
are built, performance characteristics 
and other data. Tuthill Pump Co., 
939 East 95th St., Chicago 19, Ill. 
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Checks Advertise Company 
(Offices) 


Checks designed for oil industry 
use are said to increase company 
prestige and to carry an advertising 
impact. A brochure gives details and 
has actual samples of the checks. 
Todd Co., P.O. Box 910, Rochester 3, 
N. Y. 
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Super Slick 
Greases at 


lower cost, 





quicker delivery 


from 
= Prairie States’ 
Brand New 
Grease Plant* 
in the center 
of the 
Midwest! 





| 
| 
| 
| 
| 






Daily production and 
shipment of following: 


Lithium Stearates 
Aluminum Stearates 
Lime-soap greases 
Soda-soap greases 
Bentone grease 





PRAIRIE STATES = 


OIL 8 GREASE CO. fies 
Specializing in private brands 





Equipped for milling 
and dearating by 
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Heating Unit Catalog 


(General) 


A full line of heaters for industrial 
use such as in stations, warehouses, 
and similar buildings is described and 
fully illustrated in a new catalog. 
Thermobloc Division of Prat-Daniel 
Corp., 2 Meadow St., South Norwalk, 
Conn. 
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Measures Paint Thickness 


(Bulk Plants, Terminals) 

A new folder describes a portable 
instrument used to measure the 
thicknss of non-magnetic coatings on 
magnetic bases, and to detect pin- 
holes in non-conductive coatings on 
conductive bases. This enables the 
examination of protective coatings on 
equipment such as storage tanks, etc. 
Branson Instruments, Inc., 430 Fair- 
field Ave., Stamford, Conn. 
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Shields, Harper Catalog 


(Stations, Bulk Pants) 


A new 156-page catalog of oil 
marketing equipment has just been 






=)! INSIST ON 


HANNAY 


HOSE REELS 


published by Shields, Harper & Co., 
West Coast oil equipment jobbers. 
The company describes the equipment 
of a number of manufacturers in 
the new catalog—Gilbert & Barker, 
Brookins, Balcrank, Electric Lighting 


Inc., Guardian, DeVilbiss, Rotary 
Lift, Walker, Hulberts, Speed-O- 
Matic, Edelmann, Yale & Towne, 


Marlow, Rockwell, National, Hannay, 
Ace, Croft, Buckeye, Oilco, Blackmer, 
and others. Shields, Harper & Co., 
5107 Broadway, Oakland 11, Calif. 
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Visible Index Equipment 


(Offices) 


A new folder describes how visible 
index equipment can be used to main. 
tain reference indexes and records 
and save time in the office. The 
equipment consists of die cut cards 
which button into runways in a 
manner that brings their upper in- 
dexing edges into a fixed position with 
uniform visibility, company says. The 
frames can be hung on rotary holders, 
desk stands and wall brackets. 
Remington Rand Inc., 315 Fourth 


Ave., New York 10, N. Y. 
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@ SAFE e EFFICIENT 
® Completely DEPENDABLE 


vv 
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CLIFFORD B. HANNAY & SON, Inc. 





There's a HANNAY @ 
For EVERY HOSE 
REEL Need .. . 

Ask Your Supplier 
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Sales Incentives 


(Management) 

An information sales promotion kit, 
“Simplified Incentive Tools,” has been 
prepared to help sales executives 
plan easily conducted campaigns, 
company says. The kit contains 
sample copies of prize broadsides, 
each a self-mailer, displaying 50 to 60 
merchandise prizes. Also included are 
ideas and instructions on how to use 
these prize broadsides for sales in- 
centive purpoces. Cappel, McDonald 
and Co., Cappel Building, Dayton 1, 
Ohio. 
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Tractor Guide 


(Farm Trade) 


A fourth edition of Chek-Chart’s 
Tractor Guide gives complete, factory- 
approved tractor lubrication recom- 
mendations. It contains 78 pages of 
detailed lubrication diagrams cover- 
ing every popular trac‘or model, and 
five pages of general lubrication in- 
structions help each user of these 
guides to give complete tractor lu- 
brication service. The Chek-Chart 
Corp., 31 East Congress St., Chicago 
5, Ill. 
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Diesel Combustion Handbook 


(Trucks) 


A second edition of “The Lanova 
Combustion System for Diesels” is 
available. The 58-page illustrated 
booklet describes in non-technical 
terms the principles of the internal 
com ustion engine and gives a com- 
plete and explicit explanation of the 
company’s controlled turbulence com- 
bustion system, its purpoce, advan- 
tages and application to the Diesel 
engine. Lanova Corp., 38-15 30th St., 
Long Island City 1, N. Y. 
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Odorizing LP-Gas 
(LP-Gas Distributors) 


A new method of adding odor to 
vapor phase of LP-gas as it is being 
released from the cylinder is said to 
insure uniform odorization. The 
method includes modification of the 
standard gas-release valve on the 
cylinder so an odorizing cartridge 
can be inserted, and the development 
of the best odorizers for the pur- 
pose. Full details are given in a 
new bulletin. J. B. Calva & Co., 
Kasota Building, Minneapolis, Minn 
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Charles R. Waller (seated), Presi- 
dent, and Harry Hollywood, Gen- 
eral Manager, Western Ave. Sales 
Inc., Chicago. 
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mm over 2,000 service customers a month 


“We have chosen complete ARO lubrication equip- 
ment because of its speed and efficiency demanded in 
handling over 2,000 service customers a month!’—says 
Charles R. Waller, President, Western Ave. Sales Inc., 
largest Buick dealer in Chicago and the Mid-West. 


Note the combination of ARO overhead reels, wall 
cabinet units and portable drains . . . outstanding eye- 
appeal plus features to save time, improve service and 
increase lube profits! See your ARO Jobber. 

The Aro Equipment Corporation, Bryan, Ohio. 


ARO Equipment of Camada, Ltd., Toronto, Ont. 


The Leader! 
LUBE EQUIPMENT 


Also... AIR TOOLS ... HYDRAULIC EQUIPMENT... 
AIRCRAFT PRODUCTS... GREASE FITTINGS 
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Explosive Gas Detector 


(Bulk Plants, Terminals) 


Four types of combustible gas pro- 
tective in-truments are catalogued in 
a new folder. They are: a por‘able 
indicator which is a light convenient 
unit into which suspected vapor is 
drawn by means of an aspirator bulb 
and long probe—the explosive level 
is read directly from an indicating 
meter; a portable audible alarm which 
is used to maintain a continuous 
guard against the appearance of com- 
bus*ible gas at any point where 
welding or other flame or spark pro- 
ducing activity is carried on; com- 
buctible gas alarm for fixed locations 
—two types, one designed to guard 
against explosive mixtures in haz- 
ardous locations is explosion proof, 
the other is for mounting the sensing 
unit at the hazardous location and 
locating the controls’ remo‘ely. 
Johnson-Williams, Ltd., 2680 Third 
St., Palo Alto, Calif. 

Circle No. 44 on Reply Coupon 


Industrial Insulation 


(General) 


A 20-page folder describes insu- 
lating materials which cover a tem- 
perature range from —-150 deg. F. 
to 1,800 deg. F. Insulating cement, 
block, blanket, felt, and pipe covering 
are a few of the products shown 
in the catalog. Various insulation 
applications, including tanks and pipe 
line coverings, are described. Bald- 
win-Hill Co., 1149 Breuning Ave., 
Trenton, N. J. 


Circle No. 45 on Reply Coupon 





Making Steel Pipe 


(General) 

A new illustrated booklet shows 
how steel pipe is produced in a con- 
tinuous weld pipe mill. The book fol- 
lows the pipe-making process from 
molten iron in the Bessemer con-< 
verters, through ingot soaking, 
blooming mill, billet reheating, skelp 
mill, continuous weld mill, flying hot 
saw, cooling racks, hydrostatic pres- 
sure test, and galvanizing. Wheeling 
Steel Corp., Wheeling, W. Va. 


Circle No. 46 on Reply Coupon 


Shut-Off Cocks and Valves 


(Fue! Oil Distributors) 

A new catalog shows a ceries of 
bracket cocks for multiple fuel tank 
hook-ups, a new series of cocks, and 
kits, with. either filters or strainers, 
for one and two fuel o/] tank hook-ups, 
Anderson Brass Co., 5303 Twelfth 
St., Detroit 8, Mich. 

Circle No. 47 on Reply Coupon 
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NEWS OF MANUFACTURERS 


Du Pont Celebrates 150th Anniversary 


E. I. du Pont de Nemours is cele- 
brating its 150th birthday this year. 
To commemorate the occasion in a 
lasting fashion an autobiography of 
the company and the men who made 
it successful has been prepared. 

Profusely illustrated and interest- 
ingly written, the book can be classed 
as a general history of U. S. industry 
as well as a history of Du Pont. The 
book covers three war periods and 
the numerous industrial changes that 
took place in 150 years. 

The company first started out as 
a manufacturer of gunpowder in 1802 
in a small mill at Brandywine Creek, 
near Wilmington, Dela. It grew as a 
powder manufacturing company 
throughout the century and early in 
the 1900's began to expand into new 
fields. 

The first Du Pont additive for pe- 
troleum products was Oil Yellow, a 
bright yellow dye which was intro- 
duced in 1922. This dye was used for 
coloring gasoline and other products. 
Later red, orange and blue gasoline 
dyes were added to the line. 

Also in 1922, exactly 30 years ago, 
Du Pont shipped its first gallon of 
tetraethyl lead. 

With the advent of thermal crack- 
ing processes in the 1920’s a new 
problem began to develop for re- 
finers. The cracked gasolines were 
not always stable in storage. To 
avoid gum formation, it became nec- 
essary to employ expensive treat- 
ing processes, such as acid or clay 
treatment, to ‘remove the unstable 
components. 

In 1932, Du Pont introduced a line 
of antioxidants, compounds which 
could be added to gasoline in minute 
quantities to improve storage stabil- 
ity. These compounds provided the 
desired storage stability and elimi- 
nated the need for expensive treating. 
The first of these was catechol. Oth- 
er more efficient antioxidants were 
added to the line in rapid succession. 

Today’s antioxidants bear only a 
family resemblance to their earlier 
prototypes, and their use in gasoline 
has become a general practice. 

Closely akin to antioxicants is 
Du Pont Metal Deactivator. Copper in 
gasoline may be likened to a small 
leak in a dike. Unless controlled, even 
a tenth of a part per million of cop- 
per in gasoline can cause the rapid 
formation of gum. To overcome the 
harmful effects of copper, Du Pont 
developed a product known as Metal 
Deactivator and introduced it in 1938. 

In addition to additives for gaso- 
line, Du Pont also has developed spec- 
ial antioxidant additives for grease. 
It supplies the oil industry with 





many needed products—chemicals for 
refining, special explosives for oil 
wells and geophysical work, new spec- 
ially coated papers for recording re- 
sults of seismic shots, protective 
paints and neoprene—to mention a 
few. 

From the oil industry Du Pont 
obtains many raw materials and 
chemicals used in its processes as 
we'l as fuels and lubricants for its 
plants. 


New Truck Exhibited 

GMC Truck & Coach Division of 
General Motors Corp. exhibited a new 
medium-duty truck, with the same 
high compression engine used in the 
latest Army 6 x 6 tactical military 
truck, at the Ohio State Fair last 
month. One of 13 trucks placed on 
display, the new model is called the 
451-30, a highway tractor whose 302 
cu. in, gasoline engine develops 145 
h.p. 
The model is rated at 19,000 Ibs., 
gross vehicle weight and 35,000 Ibs. 
gross combination weight, as a truck 
or highway tractor, respectively. 

The engine weighs only 545 Ibs. 
and has a compression ratio of 7.2 
to 1. 


Quaker Sets Up Warehouse 

A new stock carrying branch ware- 
house and sales office has been es- 
tablished by Quaker Rub)er Corp., 
Division of H. K. Porter Co., Inc., at 
2369 N. W. Quimby St., Portland 10, 
Ore. This is another step in Quaker’s 
policy of expanding its distribution 
facilities to cover all important in- 
dustrial areas. The new warehouse 
has 6,000 sq. ft. of floor space. Milton 
M. Clark, district manager, will su- 
pervise the new branch, and R. R. 
McCracken and J. G. Young, sales- 
men, will help service the area. 


Expands Lube Equipment Output 
Stewart-Warner Corp. has bought 
stock and operating control of the 
Uni-Gun Lubricating Equipment, Ltd., 
of London, England. The company will 
be expanded for the purpose of fur- 
thering the distribution of Alemite 
and Uni-Gun products, and the latter 
company will have access to all Ale- 
mite designs and developments. 


Names Advertising Agency 

Byron Jackson Co. has appointed 
Ruthrauff & Ryan, Inc., Los Angeles, 
to handle advertising for all its di- 
visions, effective Jan. 1, 1953. Ac- 
count executive is John O. Ramsey. 
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you'll get 


faster unloading, 


added safety 
and lowest 


maintenance 


U. S. Patent No. 2557177 and Patents Pending 


THE NEW WARREN SPLIT MANIFOLD cut away 
to show unique design and construction that 
eliminate flange joints and gaskets between 
valves and reduces weight and costs. All 
valves with composition discs. 


You'll get improved performance and protection 
--. complete satisfaction... when you specify 
and install new WARREN Split Manifold Valves. 


Here’s why: 


IMPROVED DESIGN—These new Split Manifolds incorporate all of the 
design features that have made WARREN Manifold Valves the First 
CHOICE of truck and trailer tank manufacturers, of leading oil com- 
panies and transporters plus additional, proved functional engineer- 
ing principles. 

HIGHEST QUALITY CONSTRUCTION—Made of welded, smooth, seamless 
steel tubing, new WARREN Split Manifolds have large flow areas 
unobstructed by reinforcing stay rods. They also have standard WARREN 
construction features including stamped top heads and bonnets, bronze 
stems, forged brass disc holders and easily renewable oilproof com- 
position discs. 


GREATEST FLEXIBILITY —New WARREN Split Manifolds are available 
with fixed discs or swing checks—may be readily converted from rigid 
to swing check without alteration of manifold body. Just add patented 
wannsnt Cylladslesd Meaitold WARREN Swing Check—the simplest design with the fewest number 
gpeatiy incecases Gow aren ond of parts! Hinge and hinge brackets are solid stainless steel. Valves 
reduces turbulence. available in 2, 3 and 4 inch sizes with any number of valves, any 
location and angle for connections, and any type of outlet. 


EXTRA VALUES—You'll never really know what trouble-free manifold- 
ing means until you have standardized on WARREN Valves. We would 
like you to have the complete facts on WARREN Valves including the 
new Split Manifold. 


Write for literature and full information 
Change-over from solid disc 


pete gota bod MANUFACTURERS OF THE NEW SNAP SEAL 
CLEARANCE LIGHT AND CUSTOM BUILT 
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EQUIPMENT 





PERSONALS 


New general 
sales manager of 
Blackmer Pump 
Co. is Elmer H. 
Lanthorn. He has 
been associated 
with Peerless 
Pump Division of 
Food Machinery 
& Chemical Corp. 
since 1946 in en- 
gineering and 
sales functions, 
He was layout 
engineer with 
Dravo Corp. for five years. 

In World War II he served in en- 
gineering capacities as a lieutenant 
in the Navy. He is a graduate of 
West Virginia Institute of Technol- 
ogy. He assumed active management 
of the marketing of Blackmer pumps 
Aug. 11 at Grand Rapids, Mich. 


Mr. Lanthorn 


= - ~ 


Maurice A. Straub is national sales 
manager of heating equipment for 
Rheem Manufacturing Co. He will 
correlate sales and sales promotional 
activities of Rheem distributors and 
dealers into the Rheem merchandis- 
ing program. 


Louis C. Ball is the recently ap- 
pointed acting region manager of the 
Houston, Tex., operations of Rheem. 
In another change Parr Krumb is 
works manager of the Houston plant. 


* . «s 


Promotion for J. M. Douglas makes 
him valve sales manager for the cen- 
tral region for Minneapolis-Honey- 
well Regulator Co. He previously 
served in industrial sales activities in 
the company’s Syracuse, Albany and 
New York City branches. His head- 
quarters will be at Cleveland. 

A West Coast man, C. L. Peterson, 
has succeeded W. H. Steinkamp as 
general sales manager of the indus- 
trial division at Minneapolis-Honey- 
well Regulator Co. Mr. Peterson, an 
engineering graduate of the Univer- 
sity of Southern California, joined the 
company’s West Coast office in 1927 
as sales engineer, became Pacific re- 
gional manager in 1945. In 1950 he 
was transferred to Chicago to man- 
age the Midwest region where he has 
remained until his present appoint- 
ment which moves him to the home 
office in Minneapolis. 


* * - 


Assistant executive in charge of 
distribution at A. O. Smith Corp. in 
Milwaukee is J. H. Brinker who 
moves into the new job from his 
former position of general sales man- 
ager for the company’s Southwest 
district at Houston. 
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Leonard L. Robb now heads sales 
to car factories and other original 
equipment users of Alemite lubrica- 
tion equipment and Stewart-Warner 
instruments. He joined the company 
in 1928 and, for eight years prior to 
his appointment as assistant to the 
president in 1950, he was production 
control manager of the division whose 
wholesale sales he now heads. 

. * * 

The Carbide and Carbon Chemicals 
Co., division of Union Carbide and 
Carbon Corp., has named J. W. Ross 
Philadelphia district manager  suc- 
ceeding R. M. Joslin, Jr., who has 
been moved to Chicago as Midwestern 
division manager. Mr. Ross has been 
with the company since 1936, repre- 
sented it in Atlanta until 1944 when 
he moved to the Philadelphia office. 


* * * 


New director of sales for Pitts- 
burgh Plate Glass Co.’s new Fiber 
Glass Division is Robert A. Mc- 
Laughlin. He has been with the com- 
pany since 1940 and had previously 
served as a sales represeniative at 
the Chicago, Ill., warehouse and as 
manager of the firm’s Columbia, S. C., 
branch. During the past five years, 
he has been manager of the Mineola, 
N. Y., warehouse. 


* * * 


Almost 40 years with the Aluminum 
Co. of America is the record of Harry 
L. Smith, Jr., newly appointed staff 
manager of product sales. Mr. Smith 
joined Alcoa’s sales department in 
1916 following his graduation from the 
Wharton School of the University of 
Pennsylvania, rose to manage the 
firm’s New Haven and Detroit offices. 
Sales departments he has headed in 
his career include those of forging 
and permanent mold castings and 
sheet and plate sales. He will be suc- 
ceeded as manager of sheet and }Mate 
sales by W. T. Mitman, a Lehigh 
University graduate. Mr. Mitman 
joined Alcoa in 1919, has been as- 
sistant district manager in Philadel- 
phia since 1928. 


* * + 


Coverage of one of the largest ter- 
ritories in the country, all of the 
states from the Rocky Mountains to 
the West Coast is being undertaken 
by C. A. Franklin, Jr., newly ap- 
pointed western district sales man- 
ager for the New York Belting & 
Packing Co. Mr. Franklin has been 
with the company 17 years, succeeds 
O. L. Wall who died early this sum- 
mer. 

John C. Durbin, Jr., is the new fac- 
tory sales representative for New 
York Belting in the states of Wash- 
ington, Oregon and Idaho. He will 
make his headquarters in Portland, 
Ore. For the past several years he 
has been associated with the com- 
pany’s San Francisce staff. 


ee 


Richard H. 
Alexander is the 
new sales man- 
ager of the pe- 
troleum_ equip- 
ment division of 
the Los Angeles 
office of U. S. 
Flexible Metallic 
Tubing Co. At 
the same _ time, 
he was named 
general sales 
manager of serv- 
ice station pump 
sales for the entire Pacific Coast. 
The company handles West Coast 
sales for A. O. Smith, Meter Division. 





Mr. Alexander 


* « * 


Black, Sivalls, and Bryson, Inc. has 
installed four assistant regional man- 
agers in the Gulf and Southwest 
areas. 

Paul Bartley is in the Gulf Coast 
area supervising the Lafayette, Lake 
Charles, Brookhaven, Shreveport, 
Magnolia and Kilgore branches, while 
L. E. “Buck” Jones is covering the 
Houston and Alice branches in the 
same region. 

In the West Texas area Ed Pool and 
Ed Reif are representing the firm in 
Odessa, Hobbs and Farmington, and 
in Lubbock, Snyder and Graham re- 
spectively. 


o * * 


Closer liaison between Warner Elec- 
tric Brake & Clutch Co. and major 
electric brake users is the main tar- 
get for M. C. Peterson, the firm’s 
new manager of national account 
sales. Mr. Peterson joined Warner 
a year ago in Chicago as district 
manager, hed previously been with 
Willys-Overland Motors, Inc. and with 
Flex-O-Tube Co. as vice president. 


* * * 


New district manager in the Cleve- 
land territory for Brunner Manufac- 
turing Co. is A. L. “Bud” Haldeman. 
He will cover the northern half of 
Ohio, Western Pennsylvania, north- 
western section of West Virginia, and 
the entire Michigan lower peninsula. 
He succeeds Steve Hanna who has 
retired. Mr. Haldeman joined the 
company four and one-half years ago 
and was an assistant manager in the 
Brunner sales organization. 

A new member of the Brunner Mfg. 
Co.’s engineering staff is Robert W. 
Ayling, development engineer. Mr. 
Ayling was graduated from the Mas- 
sachusetts Institute of Technology as 
a naval architect and marine engi- 
neer, served in the Navy as damage 
control officer, and has been affiliated 
with the Federal Ship Building & Dry 
Dock Co. of South Kearney, N. J., 
and with the Carrier Corp. of Syra- 
cuse. 
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Appointment to the International 
Business Machines Corp. board of 
directors was the second honor to 
come to Louis H. LaMotte this year 
He had been named vice president in 
charge of sales earlier. Mr. LaMotte 
joined the company in 1922, rose 
through the electric accounting ma- 
chine division to become sales man- 
ager in 1929, was elected a vice presi- 
dent in 1943. 


Mr. Heil Mr. Spiegel 


Special sales representative for 
Heil Co. is the job assigned to Joseph 
F. Heil, Jr., and he will report direct- 
ly to John Barclay, general sales 
manager. Mr. Heil will co-ordinate 
activities and methods of operation 
of all field offices; contact major dis- 
tributor and national accounts with 
field men; set up and conduct a 
training course for Milwaukee sales 
office personnel; and co-ordinate long 
range planning and sales objective 
programs with the field offices. 

Mr. Heil represents the third gen- 
eration of the family in the company 
which was founded by his grand- 
father. He has a thorough grounding 
in the operations of the company 
having worked as a production em- 
ploye in the shop, in the production 
office, and in several other capacities. 
Recently he served as sales corre- 
spondent in the Milwaukee district 
office and took charge of the Detroit 
national account office for a month 
during the illness of the Heil man lo- 
cated there. 

In another change, Harvey Spiegel 
is assistant sales manager of Heil’s 
Tank division. He succeeds Herbert 
Erdman who has been made Milwau- 
kee district manager. Previous to 
the new appointment, he worked as 
special sales representative for the 
tank division. 


F. H. Ebbert has been named vice 
president and general sales mannager 
of Gustin-Bacon Manufacturing Co., 
Kansas City, Mo. In his new job he 
will have charge of the company’s 
four sales divisions—glass fiber in- 
sulation products, industrial, railroad, 
and automotive. 





























for bulk plants 


Milvaco’s P-2915 Line Loading Valve. 
Ducal poppet design provides utmost 
ease of operation ... dual valve 
construction cushions valve 

closing and eliminates shock. 





for service stations 


Milvaco’s U-141-F Hose Nozzle Valve 
is an accepted standard in service 
stations throughout the country. 
“Permadisc” construction 

and “Flo-Control” trigger action 
eliminates kicks and chattering. 





for aviation use 


Milvaco’s P-2760 Underwing Valve 
Nozzle is now being used by 

major airlines to speed flight 
operations and eliminate re-fueling 
hazards. Endorsed by Northwest, 
Trans-World and Eastern Airlines! 





for tank trucks 


Milvaco’s P-870 Streamlined Truck 
Tank Faucet provides fast, smooth, 
economical operations. Special 
streamlining offers minimum 
resistance to flow, thus assuring 
time-and-money-saving unloading. 


MILWAUKEE VALVE COMPANY 


Milwaukee 7, Wisconsin 


NOW IN OUR 5Ist YEAR OF SERVI 
TO THE PLUMBING AND HEATING INDUSTRY 








© In every field of the 
petroleum industry, Milvaco 
products are increasing 
efficiency, speeding 
operations, reducing 
operational hazards. No 

matter what your requirements may be, look 

to Milvaco to provide the right valve 

for the right job! 











section of the public relations depart- 
ment. 

A survey last year reported the 
following changes in three years: 
13% of education groups polled 
thought Standard was “bad”; 48% 
thought it was “good”. No opinion 
was expressed by the rest. 


How Job Is Done—This autumn, 
the program gets into full motion 
again with these activities: 


Teacher Guests—Fifteen teachers, 
one each from 15 western colleges 
and universities, are spending two 
weeks as Standard’s “house guests’’ 
at San Francisco Sept. 7-20 for what 
is known as the second annual uni- 
versity faculty seminar. 

To get a first-hand look at the oil 
business, they talked to top manage- 
ment; vicited the Richmond refinery; 
research laboratories and San Joaquin 
oil fields and audited the training 
school for new employes of Stand- 
ard Stations, Inc. Then each teacher 

, devoted three days investigating a 
phase of the industry that interested 
him particularly. During final con- 

THESE ARE MATERIALS for Standard of California’s perience gy angel vost a an. 

oil field model. They come packed in tube, and most = al 


f : . pressions for their colleagues. Then 
of them are everyday items like buttons, pipe cleaners with Standard’s top brass, they dis- 
and snaps 


cuss each report and the questions 
it raised. 





Classroom Materials—Model kits 
have been developed as classroom 
teaching aids. Last year, Standard 
introduced model oil fields assembled 
by students from the materials in 
the kit (see pictures on these pages). 


P 4 4 4 This year’s plans call for a model 
How a Major Wins Friends mia 30 


After sending out its original quota 


By FRANK BREESE 
NPN Staff Writer 


Standard Oil of California is try- 
ing to reach everyone in the educa- 
tion field from grammar school pupils 
to college professors in an ever-wid- 
ening program which has a dual pur- 
pose: To wipe out adverse sentiment 
and to build up the favorable. 


In general, there are two broad 
approaches—one of making the com- 
pany understood, and the other of 
giving a hand to both students and 
teachers. 

Although Standard’s public rela- 
tions activities go back to the 1920's, 
emphasis on the education field is 
fairly recent. In 1948, company of- 
ficials read the disconcerting results 
of a survey: A third of western edu- 
cators thought Standard was a “bad” 
company. Of the group polled, 43.9% 
thought it was a “good” company 
while 22.8% had no opinion. 


Good Will Campaign—That year, 
Standard set out to change those 
percentages. A. J. McNay, who had 
20 years experience in education as 
teacher and administrator, was en- 
gaged as manager of the education WHILE ASSEMBLING MODEL, students learn about the process of producing oil 





7 


94 NATIONAL PETROLEUM NEWS 








WINNING NEW FRIENDS 





SCHOOL PROGRAM of Standard of California is headed by A. J. McNay (right), 


manager of education section of company’s public re'ations department. 


With Miss 


Cecile Creed, Standard field representative, he is shown here looking over company’s 
“School Broadcast Manual” 


of 1,000 kits last year, Standard was 
flooded with requests from all parts 
of the country and_ dispatched 
another 5,000. They are intended for 
fifth and sixth grades, where op- 
tional courses in cotton, mining and 
petroleum are offered. Besides being 
fun to put together, the models give 
the youngsters a working concept of 
what an oil field is all about. 


Replicas of installations are made 
from everyday articles such as but- 
tons, snaps, pipe cleaners, map pins 
and empty cans. Three sheets of 
charts and a handbook of irstruc- 
tions go with the materials. Cost to 
Standard was $1.35 a set. 


Scholarships—For the fourth year, 
a group of 36 students entered west- 
ern univercities this fall on $500 
scholarships given by Standard. Pur- 
pose is “to promote future American 
leadership in democracy,” the com- 
pany explained. 


Another group of 66 youths won 
college scholarships in contests con- 
ducted by the Future Farmers of 
America and 4-H Clubs. They are 
part of a general program started 
several years ago by Standard “to 
help deserving students with agri- 
cultural interests pay their way 
through college.” Value ranges from 
$200 to $350. 


Radio Program—One of Standard’s 
oldest ventures is the “Standard 
School Broadcast” which, starting 
Oct. 13, will go into western class- 
rooms for the 25th year. Based on 
the theme “The World’s Music in 
America,” weekly half-hour music 
appreciation programs will be broad- 
cast over 80 stations throughout the 
school year. 
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“Better than average soap opera 
listener:hip” is the way Standard’s 
public relations office described the 
program's following, based on a Niel- 
sen rating of 5.4. Listening audience, 
which the company estimates at over 
one million, includes more than 800,- 
000 children. 


College Lectures—As a special un, 
dertaking, Standard accepted an in- 
vitation to loan out its panel of top 
management for a series of 13 week- 
ly lectures before a group of more 
than 200 graduates and students in 
a marketing course at the School of 
Business Administration of the Uni- 
ver-ity of California this last spring. 
Starting with President T. S. Peter- 
sen, each week one or two key ex- 
ecutives spoke about his department 
and then answered questions during 
a two-hour period. 

Object was to explain how a big 
company operates and to acquaint 
the students with the management 
and policies, through top brass. 


Literature—Supporting the more 
showy activities is a collection of 
teaching aids and auxiliary facilities 
used in day-to-day work to make 
the program more effective. Media in- 
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clude charts, graphs, booklets, film 
strips, motion pictures and field 
trips. 

In setting about the task of stimu- 
lating good will in the education 
field, Mr. McNay went on a theory 
that if you can make someone's job 
easier for him, you can make a 
friend. “The education program has 
tried to make the job easier for 
teachers by supplying them with 
teaching aids,” said Mr. McNay. 

“The over-all objective,” he said, 
“is to obtain the good will of school 
teachers by giving them materials 
and information to help children un- 
derstand the American way of life.” 


Field Work—Assisting Mr. McNay 
are two field represen.atives: Miss 
Betty Riches, covering the Pacific 
Northwest (Oregon, Washington and 
Idaho), and Miss Cecile Creed, cover- 
ing the central and southern terri- 
tory (California, Arizona, Nevada 
and Utah). They are allowed to roam 
their areas as good-will emissaries 


Requests for- any of Standard’s 
services muct originate with the 
schools, though, because school pro- 
cedure requires that collaboration 
with any commercial firms be de- 
void of any commercial taint. When 
a request or an inquiry is made, a 
field representative discusses it with 
a school official. Often, contacts may 
stem from an acquaintanceship be- 
tween a school principal and a local 
company official. 

The education program is integrat- 
ed into Standard’s many-faceted pub- 
lic relations program. Folicy is set 
by a home office public relations com- 
mittee headed by Mr. Petersen, presi- 
dent, and carried out by the public 
relations department, headed by G 
Stewart Brown. 


Fuel Oil Savings Pamphlet 


NEW YORK—A leaflet on “40 
Ways to Save Money With Your Oil 
Burner” may be obtained by oil com- 
panies at cost ($16.75 per 1,000) 
through Oil Industry Information 
Committee, 50 West 50th St., New 
York 20, N.Y., or any OTIC district 
office, for distribution to the public. 
The leaflet was prepared by OIIC in 
co-operation with API Division of 
Marketing. 
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muin-rurvose INLUCITE 21 









Makes All Single-Purpose Greases Obsolere 








\ 4 \ 
Only INLUCITE 21 ‘assures. users uninterrupted Working hours over the 
long hard pulls that mean dollars saved in logging. INLUCITE 21 not only 
meets ordinary heavy-duty specifications; it passes the most exacting of 
all specifications—the U. S. Army Wheel Bearing Test, the High Tempera- 
ture Roll Test, the Oscillating Friction Machine Test. 


The superior performance of INLUCITE 21 makes all other conventional 
greases obsolete. Here’s ONE grease that seals out dirt and moisture... 
“stays put’’— won't jar out under rough road. pounding, won’t squeeze out 
under the weight of heavy loads. 


In wheel bearings, water pumps, universal joints, shackles and other 
grease-lubricated ‘bearings, moisture-resistant INLUCITE 21 outlasts every 
specialized grease it replaces. 
ag INLUCITE 21 is made under our exclusive patents. Write for full details. 
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\i INTERNATIONAL LUBRICANT CORPORATION 
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MANUFACTURERS OF QUALITY LUBRICANTS 
AVIATION + INDUSTRIAL + AUTOMOTIVE + MARINE 
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NOJC CHAIRMAN ANALYZES 


Dangers Facing Jobbers and How to Meet Them 


“What is the jobber’s future?” 


That was the question put before Alabama Petroleum Jobbers 
Assn. Sept. 5 by John Harper, chairman of National Oil Jobbers 


Council. 


Noting that “I have been doing my best to work out a philoso- 
phy which might give me the answer,” Mr. Harper analyzed “three 
unfavorable factors to the future of the jobber”’: 

1. Failure of suppliers to publish cost-profit data on their op- 
erations that parallel operations of jobbers. 

2. The problem of how to continue a jobber’s franchise after 


his retirement or death. 


3. The antagonism of suppliers’ field forces to jobbers. 
Following is a partial text of the address by Mr. Harper, who 
is president of Harper Oil Co., Long Island City, N. Y. 


* 
By JOHN HARPER 


There is one thing that I hope we 
can agree on. 

I can never believe that the in- 
tegrated companies are conspiring or 
even wishing for the elimination of 
the jobber. 

Like many 
other jobbers, I 
have worked 
for an inte- 
grated company. 
Furthermore, I 
served in the Pe- 
troleum Adminis- 
tration for War. 
As a result, 
therefore, of some 
first hand expe- 
rience, I don’t be- 
lieve that there 
is sufficient anxiety on the part of 
the integrated companies regarding 
the future potentialities of the job- 
ber to stimulate any such reaction. 
They take the dependency of the job- 
ber on his supplier for granted and 
confine their worries and strategy to 
the multitude of problems that they 
have to do something about. We 
should understand and appreciate this 
state of mind of our suppliers before 
we go to imagining dire plots in 
which they might be conniving. 

And why do they treat the jobber 
so lightly? 

Well, let’s take a cold blooded look 
at the jobbers’ status. 

Of course, lots of suppliers are not 
either scornful or skeptical of job- 
bers. Richfield and Calso on the East 
Coast and Deep Rock in the Middle 
West confine their distribution ex- 
clusively to jobber outlets. Cities 
Service, Skelly, Ashland, Mid-Con- 
tinent, Phillips, American and Pan- 
Am market largely through job- 


Mr. Harper 
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bers, and many of the largest in- 
tegrated companies have a consider- 
able amount of jobber territory. 

By and large, the jobber is pre- 
valent in the gasoline business only 
in rural and small town areas. His 
volume is well under 50% of the over- 
all total gasoline sales. 

On fuel oil, the jobber is more im- 
portant. It is not quite clear whether 
lack of confidence in the future of 
domestic oil heating or failure to 
grasp the intricacies of service to 
the individual householder has dulled 
the enthusiasm of the average inte- 
gratec| company for this business. At 
any rate, the jobber controls a good 
two-thirds of the total fuel oil dis- 
tribution for heating. 

Looking back into industry history, 
the gasoline jobber was apt to be 
the pioneer who developed a given 
territory for his supplier. The sup- 
plier did not have the funds or person- 
nel to build up distribution in a suffi- 
cient number of markets to take care 
of the output of his refinery, so he 
sold his products to jobbers. 

Gradually, the supplier began to 
feel that there was good money in 
marketing and he wanted to get into 
it more on his own. 

In some instances, he started from 
scratch, but more often he bought 
out his own jobber, or a competitive 
one. In those days of negligible in- 
come taxes, it was difficult for the 
jobber to refuse the substantial offers 
that were made for what seemed to 
him like the work of but a few years. 

And what happened to these pur- 
chases when they were taken over 
by the integrated companies? Some- 
times everything was fine, but in the 
early days the business’ usually 
shrank very perceptibly. Either the 
sales volume had been inflated, or 


the new management was inexpe- 
rienced. Sooner or later, however, 
the regular annual increase of gaso- 
line sales came to the rescue and 
saved the day. 

With this brief outline of the petro- 
leum jobber’s position, let us try to 
put our finger on a few factors that 
are unfavorable to the future of the 
jobber and see if there are ways of 
coping with them. 


Supplier Cost Data 


Last May, at the direction of the 
National Oil Jobbers Council, I wrote 
to the presidents of 24 of the largest 
companies marketing petroleum prod- 
ucts in this country, asking for the 
segregation of the profit and loss of 
their marketing divisions from the 
rest of their integrated operations, in 
order to give them the chance to 
prove that they were neither subsidiz- 
ing their marketing from the profits 
of other divisions nor operating their 
marketing with little or no profit. 
Of course the jobber had already pub- 
lished the results of the Jobber Cost 
Survey, so the request seemed fitting. 

After studying the replies from 
these twenty-four companies, the 
NOJC Economic Concentration Com- 
mittee, which was handling this prob- 
lem, reported in part as follows: 

“It is the opinion of the committee 
that almost all of these companies 
feel that they are making a profit 
out of marketing, and so expressed it, 
but they are unwilling or unable to 
substantiate their position. Some 
replies were of such a nature that 
the committee felt the top executives 
were not aware of how their own 
businesses were run.” 

The conclusion was inescapable to 
the members of the committee that 
studied the letters that many of these 
companies simply could not account 
adequately for the effectiveness and 
efficiency of the operations of their 
marketing divisions. 

This indeed is a factor which can 
work to the great disadvantage of the 
jobber. 


Unless the integrated company 
breaks down its marketing operations 
into proper levels for comparison 
with the activities of dealers, ped- 
dlers, jobbers, terminal operators, 
cargo buyers, etc., how can it pos- 
sibly judge the comparative econ- 
omy of its own direct operations, or 
the margins that are fitting for each 
of these categories? 


Just as it is obvious that the job- 
ber cannot compete with the market- 
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ing profits of an integrated company 
if some of the profits from produc- 
tion, transportation or refining leak 
through to the marketing level as a 
subsidy, just so the jobber cannot 
compete with the marketing profits 
of an integrated company in an area 
if the jobber is a barge, tank car or 
transport buyer, and the integrated 
company is operating at the refinery, 
pipe line or cargo level. Profits that 
should accrue to a superior supply 
position leak down into the integrated 
company’s marketing profits and dis- 
tort the comparison. 

Throughout the country, the supply 
facilities of each integrated company 
differ from those of all of the rest. 
A well laid out supply network 
brings about tremendous economies. 
But should not that come under the 
heading of transportation? A _ job- 
ber performs certain specific func- 
tions. When you compare the job- 
ber’s accomplishments with an in- 
tegrated company’s direct operation, 
you must limit the analysis of the in- 
tegrated company’s activities to the 
very same functions that are being 
performed by the jobber—no more 
and no less. 


Some of the most profitable deals 
made by the integrated companies are 


based on exchanges and inter-com- 
pany sales, but does it make any 
sense to include such profits in @ 
comparison of jobber and direct oper- 
ations? These profits are made 
whether the distribution is through 
a jobber or direct. 

In comparing jobber and direct 
operation, moreover, there are other 
factors that the jobber can’t cope 
with, and believe me they make a 
big difference. Volume is one of the 
best ways of reducing throughput 
and delivery costs. We certainly are 
familiar with all too many cases 
where commercial consumer ac- 
counts are sold at prices below the 
jobber cost. We also see the suc- 
cess of the integrated companies in 
bidding on toll road service stations 
and on government purchases—fed- 
eral, state and local. Is there any 
better way of getting big volume 
to reduce the throughput and deliv- 
ery costs? And are these methods 
available to the jobber—particularly 
if branded? Under prevailing price 
structures, these prospects have been 
placed beyond the jobbers’ reach com- 
pletely. 

The claims of some of the inte- 
grated companies as to their costs 
of marketing are not only incompar- 
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HEATED TERMINALS... 





heaters circulate hot water through engines’ when they 
aren’t in use. Engines remain warmed-up and ready with 
full power at the touch of the starter. 

KIM Hotstart saves money in other ways: 


Reduces engine wear and depreciation. 


Prolongs life of batteries. 


Increases mileage from fuel. 


There’s a KIM Hotstart for every gasoline and diesel 
engine. To get the details of how you can save the con- 
struction and maintenance costs of heated terminals and 
improve the output of your equipment, see your leading 
automotive supplier. Or fill in and mail the coupon for 


informative literature. 
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With KIM Hotstart installed on your trucks you don’t 
need heated terminals. These inexpensive electric pre- 


able to our operations, but they con- 
stitute an illusion to the executives 
who boast about them, in that profits 
that should accrue to transportation 
economies are applied to make direct 
marketing look more favorable. 

There has just got to be a realistic 
system of accounting in this indus- 
try, or the future of the jobber is 
doomed. We can’t keep on playing 
against loaded dice, and the sad part 
of it is we can’t seem to convince the 
people we are playing with that the 
dice are loaded. 

My first conclusion for the im- 
provement of the future of the job- 
ber is therefore that integrated oil 
company accounting is superficial and 
weighted against the jobber. Until 
such time as accurate, unbiased ac- 
counting is adopted by the suppliers, 
the jobber will be faced with a very 
serious handicap. 


Antagonism to Jobbers 


And this brings up another factor 
with which we have to contend, The 
majority of the marketing employes 
of an integrated oil company have 
very naturally developed an organ- 
izational pride in the accomplish- 
ments and superior ability of their 





KIM Hotstart Manufacturing Company 
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| Address oo 
a a 


| ON at ee aa 


| Make and model of equipment 





West 917 Broadway, Spokane 11, Washington 


| Please send literature, prices and name of local dealer. 
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MARLOW TANK TRUCK PUMPS 





..- that’s why more petroleum 
handlers choose them every day 


“A Marlow Self-Priming Centrifugal Engine-Driven Tank Truck Pump 
is THE PUMP for petroleum distribution from tank trucks,” says Oil 
Associates, Inc., owner of the Marlow-fitted truck shown here. 


Delivery after delivery, month after month, this Marlow does its job 
without faltering. It has never caused trouble or problems. And its 
dependability is matched by its economy. By actual record, it uses 
only about a gallon of gasoline for the delivery of every 9000 gallons 
of fuel. Further, there’s power enough from the pump engine genera- 
tor and battery system to reel in a 125 foot hose in all-day-long 
operation, 


This typical installation is an indication of the trend of both major KNOW THE DETAILS 
and independent petroleum handlers to the Marlow Tank Truck Pump. The Marlow Bulletin, “Petro- 
A Marlow is automatically self-priming even on suction lifts. It purges leum Product Pumps,” de- 
itself automatically and won't vapor lock. Since a Marlow pump’s scribes and illustrates the 
performance doesn’t depend on close tolerances or sliding surfaces, advantages of this modern 
long, trouble-free operation is assured. way to pump petroleum 


. _ . d , products. We will gladly 
Complete with engine, this rugged, easily installed pumping unit is send you a copy of this 


available in 2-inch and 3-inch sizes, low or high head, capacities 20 to bulletin promptly. 
200 GPM. Fitted with push button electric starter; no cranking or 

rope yanking. Large spark arresting muffler assures safe and quiet 

operation. 


MARLOW PUMPS - RIDGEWOOD, NEW JERSEY 
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direct marketing team. Furthermore, 
the chances of getting ahead within 
the company are greatly improved 
by an increase in direct marketing 
activity. The resultant attitude can- 
not fail to influence the thinking 
of salesmen and district managers. 


Executives should make a point of 
eliminating such antagonism, and 
again the future of the jobber will 
continue to suffer until such time as 
there can be true mutual respect and 
co-operation. 


Handing Down Business 


The third and last major factor 
that I want to bring up is obviously 
very difficult for the jobber to deal 
with. It is his own retirement or 
death. In large corporations, a man 
may be important, but he is never 
irreplaceable. In a jobber company, 
the principal or principals are essen- 
tial both in an executive and in a 
financial capacity. To all intents and 
purposes they are the company, They 
are the only ones who are familiar 
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Sharpsville’s pre-engineered tank construction is 
equally economical on these two jobs. The 700- 
gallon truck tank is a basic design, with only 


a pump, while the 3300-gallon tank has cabinets, skirting, printer 
meter, power reel, and remote clutch and pump controls . . . all 
added to the same basic tank design. Pre-engineering and 
Sharpsville’s production-unit method of fabrication save money 
on any size or style. Whatever its purpose, gasoline, fuel oil, 
naphtha, acids, asphalt, tar, a Sharpsville quality truck tank 
will give long, troublefree, low-cost service. Whatever size or 
equipment you need, write for information. 


SHARPSVILLE 





ALSO BUILDERS OF STORAGE TANKS AND PRESSURE VESSELS 
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with its over-all activities and they 
control its finances. Usually, both 
suppliers and banks rely on these 
principals and will deal with nobody 
else. 

The executive of one supplier sell- 
ing to many jobbers over a period of 
years told me recently that many of 
the men buying his product were now 
approaching the age of retirement; 
and in very few cases had they devel- 
oped a son or some other young 
talent capable of taking over in their 
stead. In order that this supplier 
avoid the elimination of his product 
from the territory covered by each 
of these jobbers, it has become nec- 
essary for him either to buy out the 
whole operation, or possibly rent it 
for a period of years with an option 
to buy. In either case, direct opera- 
tion is established, and the jobber 
ranks lose another member. Of 
course, I might have advised this 
executive that a more liberal policy 
on his part would have greatly in- 
creased the chances for these job- 
bers to find or develop a successor. 


At any rate, when such a situation 
has developed, it is too late to do 
much about it. If this forfeiture of 
jobber franchises continues, it will 
exceed the rate of creation of new 
jobber projects. 

Apparently, the solution of the 
problem cannct be accomplished by 
the supplier or the jobber alone. Gen- 
eral Motors has wrestled with it, but 
their conditions differ. 


It is believed by a few that some- 
thing can and should be done about 
it. \ know of no problem that could 
be more fitting to place as Case Num- 
ber One on the agenda of the new 
Jobber-Supplier Committee that has 
been approved by the General Com- 
mittee of Marketing of API. There 
could be little if any danger of legal 
complications and it is a subject of 
equal magnitude to both parties. I 
hope they will be willing to cut their 
teeth on it. A practical solution will 
go a long way toward stabilizing the 
future of the jobber. 


Three unfavorable factors to the 
future of the jobber have now been 
discussed, and despite the bromide 
that the jobber’s future is up to him- 
self, you will note that there is just 
as much if not more responsibility 
on the part of the supplier in cor- 
recting each of these instances. 


Vague accounting and a lack of 
genuine understanding of the jobber’s 
advantages and limitations on the 
part of the supplier have created 
false standards and goals which are 
impossible of attainment by the job- 
ber. 

The antagonism of the field force 
of the supplier's marketing division 
is detrimental to jobber relations. 

The mortality of the jobber is a 
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serious problem to supplier and job- 
ber alike, and it can only be solved 
by the co-operation of both parties. 


A Look Ahead 

With the optimistic assumption that 
these detrimental factors can and will 
be eliminated, or at least alleviated, 
what are the prospects? 


Fundamentally, the integrated oil 
company executive is primarily in- 
terested in accomplishing the best 
possible results. In marketing, his 
most difficult problem is his person- 
nel. If we accept free enterprise, as 
we believe we do, isn’t it a lot more 
likely that the man who directs the 
sales activities of a branded product 
in a local area will be imbued with 
greater initiative, zeal and efficiency 
if he is so set up that the profit mo- 
tive dominates his thinking and his 
actions? 

We know this is true at the service 
station level, so why isn’t it true at 
the jobber level? 

If the integrated company will lim- 
it its appraisement of jobber per- 
formance to only those functions con- 
ducted by the jobber, and if the inte- 
grated company will give the same 
advantages to the jobber that are 
given to direct operations today, the 
superiority of jobber operation will 
soon become clear. 


Under the proper structure, provi- 
sions, and sales program, the jobber 
will out-perform the salaried organ- 
ization every time. 


There can be no sudden revision of 
all marketing areas from direct to 
jobber operation. That would be im- 
possible. 

A genuine change in policy, how- 
ever, would find many ways of spread- 
ing jobber operation in a relatively 
short time. I know of one supplier 
who has just completed the conver- 
sion of scores of commission agents 
and consignees to regular jobber stat- 
us. Direct territories can be broken 
down. While there seems to be a 
conviction on the part of integrated 
company management that dual op- 
erations are a source of all kinds of 
trouble, this is not necessarily the 
case. Dual operation can be properly 
and beneficially instituted, and as a 
matter of fact, until such time as 
this takes place, there are a great 
many areas where there is no free 
competition at all today at the jobber 
level, because there is no competitive 
supplier to whom a jobber can turn 
in case of unfair treatment on the 
part of his own supplier. Actually, 
this is the vital factor that reduces 
many jobbers to a captive position. 
How can you expect fair treatment 
and mutual respect if, in the final 
analysis, the gasoline jobber must 
accept every verdict of his supplier 
on all controversies, because he has 
nobody else to turn to? 

The present and immediate future 
of petroleum marketing calls for in- 
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tensive cultivation of every nook and 
corner of every ‘area. There isn’t a 
company in the business, large or 
small, that isn’t conscious of count- 
less holes in its territorial coverage. 

There is no better way for an inte- 
grated oil company to accomplish 
complete distribution than through 
the development and application of 
jobber operation wherever possible. 
Proper direction by the supplier is ab- 
solutely essential. 


HALF A 


If each major executive would stop 
trying to compare his margins with 
those of his competitor and adopt a 
comprehensive study of costs, ex- 
penses and overhead of every kind 
and description in each area, the re- 
sult would be a much fairer rela- 
tionship with each of his jobbers. 
Both parties would be able to trade 
with each other on a sound and intel- 
ligent basis without bluffing and high 
pressure tactics. 


DON'T BUY ASAS~ 
CA 


COMPRESSOR! 


GET FULL-RATED GUARANTEED 


OUTPUT WITH WAYNE 


When you buy a Wayne two-stage Air Com- 
pressor, you are guaranteed actual, usable 


air output to meet your requirements, 


not 


just a theoretical d‘splacement rating. 
Every Wayne two-stage compressor 
is checked before shipment for proper 
volumetric efficiency, and uninterrupted 


performance—guaranteed to the user. 
Wayne Compressor construction 


fea- 


tures include larger flywheel—more cool- 


ing capacity ; two intake valves; dual 
moisture extractor and after cooler; 
improved lubrication system; auto- 
motive type pistons, and other 
refinements. 

Next time you buy a compressor, 
don’t buy half a compressor, buy 
Wayne, and get full-rated, guaran- 
teed air output. Every Wayne Com- 
pressor is backed by a nationwide 
service organization. 


THE WAYNE PUMP COMPANY 


SALISBURY, MARYLAND 











For hose you can depend on for every job... 


MAKE SURE IT’S MADE WITH NEOPRENE 





“ay , 7 
4 NEOPRENE 
Fr TUBE 


won't disintegrate in contact with oils, 
gasoline, kerosene, butane, and most 
chemicals. A neoprene-lined hose won't 
develop mushy spots that weaken hose, 
lead to early failure. 









' 


' 
' 


NEOPRENE 
COVER 


can take severe flexing ... resists abra- 

f sion, cutting, and chipping. And a neo- 
prene cover is little affected by sunlight, 
heat, oil, and weather throughout its 
long life. 


Seer nenasl nate belt 


FUEL OIL HOSE 


with neoprene cover withstands 
dragging over rough surfaces, even 
when wet with oil. The neoprene 
tube resists the softening and swell- 
ing action of fuel oils. 


TANK WAGON HOSE 


CURB PUMP HOSE CARGO LOADING HOSE of neoprene con take rough handling 

with neoprene cover resists sunlight with smooth neoprene tube has fast flow ... delivers petroleum and chemical 

checking. The neoprene tube won't rate ... sets service records in handling products smoothly and rapidly. 

swell and disintegrate in contact with oil products and many chemicals. 

gasoline. ’ 
FREE ! the Neoprene Notebook 
Interesting stories ... new, unusual 
applications of neoprene. Write: E.I. 

TOP-QUALITY HOSE made with tube and cover of du Pont de Nemours & Co. (Inc.), 
Rubber Chemicals Division, U-9, 

Du Pont neoprene has what it takes to stay on the W ilmington 98, Delaware. 








job... year after year . . . under the toughest con- 


Performance records, set in every phase of the 
petroleum industry, show that neoprene stands up The rubber made by Du Pont since 1932 


where many other resilient materials fail. So, next 


time you order hose for handling petroleum or chem- 


ical products, specify hose with tube and cover of REG. U.S. pat. OFF 

neoprene. And then watch the service-life go up and 1BO% AnwDIVersary 
° BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 

your maintenance costs go down! 
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Peter L. Vander Jagt has been ap- 
pointed to the recently created posi- 
tion of assistant general manager of 
marketing for the Utah Oil Refin- 
ing Co., Salt Lake City. 

Brent W. Jennings was named man- 
ager of the company’s distribution- 
economics department. 


af * * 


M. E. Hankins succeeds F. G. 
Shlemmer as divisional purchasing 
agent at New York for Texaco. 

Mr. Hankins was formerly divi- 
sional purchasing agent at Chicago, 
and will be succeeded there by E. C. 
Borg, formerly purchasing agent at 
Los Angeles. 

Philip Hauck has been reappointed 
to the Los Angeles division as pur- 
chasing agent. 


. . + 


C, Fred Naylor is now managing 
the personnel development depart- 
ment of Ethyl Corp.’s sales depart- 
ment. 

Mr. Naylor has been with Ethyl 
since 1931 and since last year has 
been assistant manager of the west- 
ern sales region. 

Monroe F. Weill will take Mr. Nay- 
lor’s place as assistant regional man- 
ager. He is former district manager 
at Los Angeles. 

Succeeding Mr. Weill is Ellis K. 
Locher, formerly manager of safety, 
who is being transferred from New 
York to Los Angeles. 

Levan R. Fleek, formerly assist- 
ant safety manager will now serve as 
manager of safety succeeding Mr. 
Locher. 
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New and Old Timers in Alabama 
Association Meet in Montgomery 


LONG TIME MEMBERS of the Alabama Petroleum Jobbers 

Assn. are left to right A. R. Simmons, Walker Oi) Co., Jasper; 

Tom Strong, Strong Oil Co., Selma; and Paul D. Gray, Gray 

Oil Co., Atmore. They are shown attending the group's fall 
meeting in Montgomery 


2 


Bis 

NEW MEMBERS of the Alawama Petroleum Jobbers Assn. attending the annual 

meeting in Montgomery are J. B. Stroupe, Stroupe Oil, Athens, and Dewey Hova- 

tor, Hovator Distributing Co., Sheffield. Left to right are Dan Rencher, Lee County 

Oil Co., Opelika; Mr. Stroupe; J. H. Morgan, Morgan Distributing Co., Athens; and 
Mr. Hovator 


i) 
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' a) 
INFORMAL DISCUSSION is held by left to right, Herman F. Burchfield, Sr., Elks 
Oil Co., Tustaloosa; Jim Bailey, Huxford Oil Co., Mobile; Henry S. Morgan, Morgan 
Distributing Co., Opp; and G. Sidney Waits, Andalusia Oil Co., Andalusia, at the 
recent convention of the Alabama Petroleum Jobbers Assn. in Montgomery 
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COMING MEETINGS 


SEPTEMBER 

Western Petroleum Refiners Assn., 
meeting, Rocky Mountain Area, 
Hotel, Casper, Wyo., Sept. 25-26. 

Independent Oi1 Compounders Assn., 5th annual 
meeting, Edgewater Beach Hotel, Chicago, 
Ill., Sept. 25-26. 

Empire State Petroleum Assn., 
Club, Lake Placid, N. Y., Sept. 

OCTOBER 
di Ol Industry TBA convention, Royal 
York Hotel, Toronto, Ontario, Oct. 3. 

National Dixie Distributors, Statler Hotel, St. 
Louls, Oct. 3-4. 

National Assn. of Oil Equipment Jobbers, sec- 
ond annual meeting, The Neil House, Colum- 
bus, Ohio, Oct. 6-8. 

Indiana Independent Petroleum Assn., 
Hotel, Indianapolis, Ind., Oct. 8-9 
California Natural Gasoline Assn., Ambassador 

Hotel, Los Angeles, Oct. 9-10. 

American Society for Testing Materials, Group 
D-15 on engine antifreeze, New York, N. Y., 
Oct. 11. 


regional 
Henning 


Lake Placid 
29-Oct. 1. 





Severin 


American Petroleum Credit Assn., La Salle 
Hotel, Chicago, Oct, 12-15 

Oll Progress Week, Oct. 12-18 

Virginia Petroleum Jobbers Assn., fall meet- 


ing, Chamberlin Hotel, Old Point Comfort, 
Va., Oct. 16. 

Western Petroleum Refiners Asan., regional 
technical and industria) relations meeting, 
Garrett Hotel, El Dorado, Ark., Oct. 16-17. 

Virginia Oll Men’s Assn., fall meeting, Cham- 
berlin Hotel, Old Point Comfort, Va., 
Oct. 17, 

South Dakota Ind dent Oil Men’s Assn., 
Alex Johnson Hotel, Rapid City, S. D., 
Oct. 20-21. 


Peckaat ———" 


P . annual forum, (includes 
Petroleum Packaging Committee seminar Oct. 
20) Hotel Commodore, New York, Oct. 20-22. 

National Safety Council, 40th National Safety 
Congress and Exposition, Conrad Hilton Ho- 
tel, Chicago, Oct. 20-24. 

Society of Automotive Engineers, national 
transportation meeting, Hotel William Penn, 
Pittsburgh, Oct. 22-24 

Assn. of American Battery 
House, Chicago, Oct. 23-25. 

Independent Petroleum Assn, of America, an- 
nual meeting, Skirvin Hotel, Oklahoma City, 
Okla., Oct. 23-24. 

Pennsyivania Petroleum ‘Asen., 7th ann‘ial 
meeting, Pocono Manor Inn, Pocono Manor, 
Pa., Oct. 26-28. 

National Lubricating Grease Institute, annual 
meeting, Edgewater Beach Hotel, Chicago, 
Oct. 27-29. 

Arkansas Independent Oil Marketers Assn., 
annual meeting, Hotel Lafayette, Little 
Rock, Ark., Oct, 29-30. 


NOVEMBER 

Society of Automotive Engineers, Diese] engine 
meeting, Chase Hotel, St. Louis, Nov. 3-4. 

Nebraska Petroleum Marketers, Inc., Paxton 
Hotel, Omaha, Nebr., Nov. 4-5. 

Society of Automotive Engineers, national! fuels 
and lubricants meeting, Mayo Hotel, Tulsa, 
Nov. 6-7. 

National Ol] Jobbers Council, annua! meeting, 
Congress Hotel, Chicago, Nov. 8-10. 

Oll Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Nov. 8-13. 

American Petroleum Institute, annual meeting, 
Conrad Hilton Hotel and Palmer House, 
Chicago, Nov. 10-13. 

Oil Dealers’ Assn. of Arkansas, annual meet- 
ing, Marion Hotel, Little Rock, Ark., Nov 
17-18. 

Ol Industry TBA Group, Chase Hotel, St 
Louis, Nov. 17-18. 








Mfrs,, Palmer 


1953 
JANUARY 
Kentucky Petroleum Marketers Assn., 27th an- 
nual convention and trade show, Brown 


Hotel, Louisville, Ky., Jan. 7-S 

North Carolina Oil Jobbers Assn., annual meet- 
ing, Raleigh, N. C., Jan, 21. 

Northwest Petroleum Assn., Nicolett Hotel, 
Minneapolis, Minn., Jan, 22-23 

FEBRUARY 

American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 16-18. 

lowa Independent Oil Jobbers Assn., 
Hotel, Des Moines, Iowa, Feb. 18-19 

Oil) Industry TBA Group, West Coast Divisicn, 
second annual meeting, Whitcomb Hotel, San 
Franciseo, Feb. 24. 
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Mr. Lemmon 





Mr. Goodykoontz 


Robert O. Goodykoontz is the new 
manager of Esso’s Virginia division, 
succeeding Edward T, Lemmon, who 
has been made a marketing consult- 
ant. 

Mr. Lemmon, who has been mana- 
ger of the Virginia division since 
1945, joined the company 33 years 
ago as a clerk in the Roanoke, Va., 
office. He has served as assistant 
to the vice president of sales in New 
York, and from 1934 to 1945 was 
head of the New Jersey division. 

Mr. Goodykoontz started with Esso 
as a service station salesman after 
his graduation from Virginia Poly- 
technic Institute in 1930: In 1939 
he was made district sales mana- 
ger and two years later was named a 
marketing assistant. Prior to his re- 
cent appointment he was assistant 
division manager in South Carolina 
and later Virginia. 

Another appointment at Esso is 
that ct Walter F. Spath, who was for- 
mer merchandising manager of the 
Delaware, Maryland, District of Co- 
lumbia division. Mr. Spath will take 
over Mr. Goodykoontz’s duties as as- 
sistant division manager in Virginia. 


* * * 


Frank D. Halstead, oil distributor 
in Albion, N. Y., is entering the oil 
burner business and will have an in- 
stallation and servicing department. 


* * * 


Otto Larson, president of Volga 
Co-operative Oil Co., Volga, S. D., 
is building an all-tile service station, 
a warehouse, and is installing new 
service station equipment. 


N. H. Hanson is secretary of Vol- 
ga Co-operative and L. G. Borsvold 


is manager. 
+ + - 


Cecil L. Burrill, who recently re- 
turned to Creole Petroleum after 18 
months service as director of PAD’s 
Program Division, has been made a 
vice president and director of the 
company. 

Mr. Burrill is a graduate and for- 
mer faculty member of the Harvard 
Business School. He joined Creole 
in August, 1949, and prior to that 
was with Jersey Standard as petro- 
leum economist and head of the bud- 
get department. 





Al Bach, advertising assistant for 
General Petroleum who is known in 
automobile racing as a racing fuels 
expert, recently received his 30-year 
service pin in Los Angeles. 

* ~ * 

In a new position with Phillips Pe- 
troleum, Bartlesville, S. P. Nunley 
will be in charge of all transporta- 
tion and automotive maintenance. 
He has been appointed general traf- 
fic manager and assistant to C. R. 
Musgrave, vice president of supply 
and transportation. 

T. P. Washington, traffic mana- 
ger reporting to Mr. Nunley, will su- 
pervise the rail and for-hire high- 
way transportation. 


* * * 


Hilliard Warren has been promoted 
from division engineer of General Pe- 
troleum’s southern California mar- 
keting division to office engineer at 
the home office in Los Angeles. He 
has been with GP since 1934 when 
he joined as a draftsman. 
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OF signs of the times 


These octagon-shaped, red-and-white beauties 


are mushrooming among independent 





gasoline dealers in our marketing area. 
Each is a success sign. Join the parade of 


independents who display these signs. 


ASHLAND OIL & REFINING COMPANY 


Home Office: Ashland, Kentucky 


711 Park Bidg., Pittsburgh, Pa. 1402 Federal Reserve Bank Bidg., Cincinnati, Ohio 
Standard Bidg., Cleveland, Ohio 3005 Dumesnil St., Lovisville, Ky. 

2500 Broadway, Evansville, Ind. Rural Route No. 4, Paducah, Kentucky 

P. O. Box 210, Findlay, Ohio 5 East Main St., Nashville, Tenn. St. Elmo, Mlinois 
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